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(ADA Sessions 
Open Saturday 
With Clinics 

Record Attendance 


| Due at Convention 
~ In San Francisco 





\ 


MIADA convention, which opens 

[’ Saturday (Jan. 26) in the San 

Prancisco Civic Auditorium, prom- 
to be one of the most interest- 
informative—and entertaining | 

j the history of the event. A 

fecord attendance is expected at) 

40th annual meeting. 

"Running concurrently with the = |/ 

‘genvention will be 10th an- 

fal NAD Equipment xposition / 
will be open eath day in/ 

Civie Auditorium, 

''Three service clinics on, Saturday 
Sunday (Jan. 26-27) \will p 
the first business sessidn,| 

ch will be called to order/ at 
a.m. next Monday (Jan. 28). In} 
ition, the Tuesday afterhoon | 
gession will be devoted to trucks. | 
e * = > 
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ELEGATES are schedtled to 
hear addresses by the presi- 
ts of four auto companies. 

George Romney, American Mo- 
tors, will speak Monday morn- — 

ing, followed by Henry Ford Il 
‘that afternoon. General Motors’ | 
- Harlow H. Curtice is on the Tues- 
@ay morning program, and L. L. 
Colbert, Chrysler Corp., will ad- 
dress the convention Wednesday 
‘Morning. 

A feature of the Tuesday-after- 
foon truck session will be a talk) 
by John L. McCaffrey, chairman, 
International Harvester. 

Before Colbert’s speech Wednes- 
day morning, NADA President Carl 
E. Fribley will introduce the associ- 
ation’s 1957 officers. 
* > . 


AT afternoon, Fleet Adm.| 
_* Chester W. Nimitz will discuss | 
“Our Navy—Past and Future,” and/| 
Frederick J. Bell, NADA executive) 
Vice-president. will conclude the) 
‘business sessions with an address| 
“entitled “The Good New Days.” 
The Equipment Exposition will | 
offer two new features this year | 
—a Service Consultation Center 
‘and a series of Government | 
_ Working Conferences. 

At the consultation center, which 
Will be open every day during the 
onvention, Ford. GM, Chrysler and 
“AMC dealers will have a chance to 
Wiscuss service problems with serv- 
officials at both the corporation 
"and divisional level. 

The factory men have promised 

: (Continued on Page 8, Col. 1) 
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is 

a Top Cars 

| New-car registrations for 11 

smonths, plus two states for 
Pos 


/ Make 
| =1—1,446,384 


Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude. 
Lincoln 
Hudson 

' Packard 
Imperial 


1955 Pos. 
1,489,468— 1 
1,438,671— 2 
683,7385— 3 
601,314— 4 
542,506— 5 
490,051— 6 
344,393— 7 
265,226— 8 
126,954—10 | 
133,981— 9 
108,798—11 

88,165—13 
89,269—12 
31,272—16 
40,943—15 
48,334—14 
10,810—17 
1,422 Cont’l 355—18 
84,955 Misc. 54,009 
Total All Makes 
5,480,341 6,588,254 
Further details on Page 32. 
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Dealers and Union Win Fight— 


r of the 
te 
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old, Strike Shave 
Output but Ford 


Tops Its 56 Rate 


Automobile dealers and salesmen's union representatives in San Francisco were 


successful in their push on an ordinance 


regulating dealers and salesmen. Shown 


above with Mayor George Christopher (seated) as he prepares to sign the new 


“| law are (left to right): Ellis Brooks (Chevrol 


et), George H. Olsen, president, Motor Car 


Dealers Assn. of San Francisco; Amos T. Crowl, association manager; G. A. Rhodes 


> * * 


Dealer Licensing Becomes 
Law in San Francisco— 


GAN FRANCISCO. — Cooperation 
of franchised dealers and repre- 


sentatives of the salesmen’s union | 


has resulted in a City ordinance to 
regulate all dealers and salesmen. 
It is hoped, it was said, that the 
new law will have a restraining 
effect on discount houses, brokers 
and buyers leagues. 
Essentially, the new regulations 


Output by Areas 


Percent of car production in 
six geographical sections of the 


|and Ken Tenney, business representatives, Automobile Drivers & Demonstrators Union. 


2 * . 


provide for bonding and licensing 
of all new and used-car dealers and 
all retail salesmen. 

The dealers and union representa- 
tives, said Amos T. Crowl, manager, 
Motor Car Dealers Assn. of San 
Francisco, worked for several 
months on the legislation. 

e ye 

ERMITS under the law will be 
issued by the chief of police 
| and it is illegal to operate as a 
|motor vehicle dealer without one. 
On application for a dealer’s per- 
|mit a payment of $250 is required, 





U. 8., ’56 vs. ’55. 
1956 
Pos. % 
1— 46.7 
2— 20.4 
3— 10.3 
4— 10.2 
5— 9.0 
6— 34 


1955 

Pos. % 
1— 47.1 
2— 19.4 
3— 10.9 
4— 10.1 
5— 89 
6— 3.6 


Section 
Midwest 
East 
Plains 
West 
South 
Southwest 


100.00 


> = * 
East, West, 
By Martin L. Whitmyer 
Staff Writer 
AutHOUGE Michigan and other 

midwest states again produced 
the greatest number of cars in 1956, 
the East, West and South were the 
gainers in percent-of-industry out- 
put. The East gained 1. percentage 
point and the West and South each 
gained 0.1. Losses were Plains, 0.6; 
Midwest, 0.4. and Southwest, 0.2. 

The midwest car-producing 
states, which include Michigan, 
Minnesota, Illinois, Indiana, Ohio 
and Wisconsin, turned out 46.7 
percent of total industry assem- 
blies last year, but dropped 0.4 
percentage points from 1955, when 
the same states luced 47.1 per- 
cent of total industry output. 

The greatest decentralization of 
assembly operations was evidenced 
in Michigan, which again led the 
nation in car output, but lost 11 
percentage points from 1955. 

. + * 
AYNE COUNTY, which in- 
cludes Detroit, Dearborn and 
Hamtramck, also lost ground due 
to the increase of assembly opera- 
tions on the rim of the automotive 
wheel. Wayne County turned out 
1,206,454 cars during 1956 to capture 


100.00 | 


|if denied, $200 will be returned, 
the ordinance provides. The annual 
fee for salesmen is $5. 


Applicants for dealer permits, | 


and holders of unrevoked used- 
car dealer permits on the day the 
law went into effect, must post 
$2,000 bond in the name of the 
city. 

This, the law provides, is for the 


ORD MOTOR CO. continued last 

week as the only maker turn- 
ing out new cars at a faster pace 
than in 1956. 

Production at Ford is running 
13.5 percent ahead of the year- 
ago figure, while the industry as 
a whole is lagging some 9 per- 
cent behind its 1955 rate. 

Ford Motor’s output last week hit 
a new high for the year. Despite 
the increase there—along with as- 
sembly boosts at Studebaker-| 
Packard — total U. S. car output 
was shaved to 145,601 units for the 
week, down 1.2 percent from the 
previous week’s 147,429 assemblies. 


* = aa 

gina ted was crippled elsewhere 

in the industry by a wildcat 
strike early in the week at Dodge’s 
Detroit plant and by storm-induced 
absenteeism in other plants. 

Last week’s output was 118 
percent of Automotive News’ 
three-year index, compared with 


Are Sales Slow? 
Industry Offers 


Mixed Views 
By Robert M. Lienert 


Associate Editor 

ITH the ’57-model season well 

advanced, much of the new-car 
market continues at a rate lower 
than expected in some quarters, 
according to reports from the field 
and from unofficial factory sources. 
However, many dealers say they 
can't get enough cars. 

Dealers and factory men alike 
are quick to point out that the 
market cannot easily be assayed 
on the basis of midwinter demand. 
And most dealers report deals 
more profitable than at this time 
last year. 








|“benefit of any aggrieved person 
(Continued on Page 4, Col, 5) 


Total sales of ‘57 models so far 
(Continued on Page 4, Col. 1) 


South Up Output Share 


20.8 percent of total industry output, 
while in 1955, the same area assem- 


bled 1,701,641 cars for 21.4 percent} 


of total production. Its loss from ’55 
was 0.6 percentage points. 
Assembly operations in outstate 
Michigan—Pontiac, Flint and 
Lansing—totalled 710,348 units or 
12.2 percent of total industry out- 
put in ’56, compared with the 12.7 
percent compiled on 1,001,364 cars 
a@ year ago. Its loss from a year 


ago was 0.5 percentage points. | 
Output by the entire state of| 


Michigan during 1956 totalled 1,916,- 
899 units or 33 percent of total as- 
semblies, compared with 34.1 per- 
— compiled in 1955 on 2,703,005 
units. 


* - 


Two States Gain 


(pas Midwest states to capture 
a larger share of nationwide 
output in 1956 were Wisconsin, up 
from 4.7 percent in 'S5 to 5.2 per- 
cent last year, and Ohio, up from 
2.1 percent to 2.7 percent. 

Midwest states that lost ground 
from 1955 were Indiana, down 
from 3.2 percent in 1956 to 3.1 per- 


cent last year; Hlinoig down from 
16 percent to 15 sibs and 


¥ 


| Minnesota, down from 1.4 percent 
| to 12 percent. 

California, which is the only car- 
| producing state in the Far West, 
picked up only 0.1 percentage-point, 
but it was good enough to keep the 
| state in second place for the second 


| consecutive year. 

| - 

(CALIPORNIA'S output of 593,177 
cars during 1956 was good for 


10.2 percent of total factory output, 
(Continued on Page 34, Col. 1) 
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119.5 percent compiled the previ- 
ous week. 

Last week’s car output, however, 
was 0.6 percent above the corre- 
sponding week a year ago. 


ORD MOTOR scored its 

production-rate gain by build- 
ing 120,722 cars during the first 
three weeks of 1957, as compared - 
with 106,360 during the year-ago 
period. 

General Motors was off some 
17.4 percent from its 1956 pace; 
Chrysler, although it was begin- 
ning to pick up steam, was still 
2.8 percent behind its 1956 level; 
American Motors was down 41.5 
percent, and Studebaker-Packard 
off some 63.3 percent, 

Individually, Mercury is making 
the best showing of any manufac- 
turer. Its output of 22,956 cars so 
far this year is 40.6 percent higher 
than at the same time a year ago, 
when it had produced only 16,328 
units. 

Ford division was up 9.2 percent 
from its 1956 level, and Lincoln 
remained on the same level with a 
year ago. 

As of last Saturday, all GM divi- 
sions were operating at a slower 
pace than in 1956. Buick was off 
29.7 percent from the first three 
weeks of 1956; Oldsmobile was 
down 19.5 percent; Chevrolet, 13.7 
percent; Pontiac, 10 percent, and 
Cadillac, 9.2 percent. 

> > > 


MPERIAL had made the best per- 

centage showing at Chrysler 

Corp. Its production of 1,941 units 
(Continued on Page 35, Col. 3) 


Output by States 


Percent of cars produced in 
each state: 

1956 
Pos. % 
1—33.0 
2—10.2 
3— 8.0 
4— 69 
5— 5.3 
6— 5.2 
j— 49 
8— 3.4 
9— 3.1 

10— 3.0 
1ll— 2.7 
12— 2.3 
13— 2.3 
14— 2.1 
15— 15 
16— 1.4 
17— 1.2 
18— 12 
19— 12 
20— 1.1 


1955 

Pos. % 

1—S4.1 
2—10.1 
3— 8.1 
4— 6.3 
5— 52 
6— 4.7 
1— 44 
8— 3.6 
9— 32 
12— 2.7 
14— 2.1 
1lI— 2.8 
10— 2.8 
13— 2.1 
i5s— 1.6 
17— 13 
20— 1.1 
16— 14 
18— 12 
19— 12 


Michigan 
California 
Missouri 
New Jersey 
Georgia 
Wisconsin 
New York 
Texas 
Indiana 
Maryland 
Ohio 

Kansas 
Massachusetts 
Delaware 
Illinois 
Kentucky 
Pennsylvania 
Minnesota 
Virginia 


Tennessee 


Inside Automotive News... 


U. S. adheres to old tax policy on dealer reserve, 


Page 9. 


What to hear and whom to see at NADA Equip- 
ment Exhibition, Page 13. 


New Packard at showrooms, Page 2. 


NADA headquarters 


locations, Page 3. 


SAE convention reports, Pages 2 and 13. 
Final November new-car registrations, Page 32. 


Vehicle production by 


makes, Page 35. 


Detroit auction, Page 6. 
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Polled by State Association ... 


Illinois Dealers Back 
Model Finance Bill 


SPRINGFIELD, Ill.—Desires for 
specific State legislative action on 
the auto front have been expressed 
by a group of Illinois dealers polled 
by the Illinois Automotive Trade 
Assn. 

With all members polled, some 
357 returned questionnaires, the 
association said. 

Seventy percent of those replying 
said they thought it would be a 
good idea to have a model finance 
bill-introduced in the Legislature. 

Some 75 percent of those answer- 
ing favored compulsory inspection 
of passenger cars by private 
garages on a twice-annual basis. 

There was a wide difference of 


Excise Tax Foe 
Makes 3rd Try 
To Get Repeal 


WASHINGTON. — In his third 
attack on the Federal excise tax 
on automobiles, Senator Charles E. 
Potter, Michigan Republican, last 
week introduced a bill to abolish 
the 10 percent levy. 

“This tax originally was levied as 
a luxury,” Potter stated. “I'll take 
issue with that. Automobiles are 
absolute necessities. Look at the 
figures. 

“More than half the mileage we 
cover in this country is for going 
to work or in the performance of a 
job. The average man, therefore, is 
penalized for using his car in his 
work.” 

In January, 1955, Potter intro- 
duced a bill to repeal the excise tax 
on automobiles and certain other 
items. By July, 1956, he introduced 


emergency legislation to suspend | 


the manufacturers’ excise tax on 
passenger automobiles for a period 
of six months to stimulate sagging 
automobile sales and alleviate 
Michigan’s serious unemployment. 
Neither measure was enacted into 
law. 

Potter called the automobile ex- 
cise tax income a “tiny fraction of 
our Government's total revenue.” 
He tagged the levy “unfair” and 
“discriminatory.” 


Business 
Barometer 


Auto Production — 167,603 cars, 
trucks in week vs. 169,471 year before. 

Business Failures — 256 in week 
vs. 222 week before. 

Department Store Sales —Un- 
changed from oa year earlier. 

Electricity Output — 11,671 mil- 
lion kilowatt hours in week vs. 11,057 
million kilowatt hours year before. 

Freight Loadings — 561,519 cars, 
down 49,780 cars from year before. 

Gasoline Stocks — 186,808,000 
barrels, an increase of 1,012,000 bar- 
rels in week. 

New-Car Registrations—5,480,- 
341 (partial 1956 period) vs. 6,588,254 
for same period year earlier. 

Oil Stocks — 259,983,000 barrels, 
a decline of 4,258,000 barrels in week. 

Steel Output — 98.3 percent of 
capacity estimated vs. 98.4 percent 
week earlier. 

Used-Car Prices — $968 oaver- 
age in January vs. $1,009 in Decem- 
ber. 

Wholesale Prices — 116.4 per- 
cent of 1947-49 index vs. 116.3 week 
earlier. 

oe ce 


Common Stocks 


Jan. Jan. 
16 ? 


5% 5% 
66% 68% 
54% 55% 
41%, 42% 

7% 7% 


35.18 36.03 


1956-57 
High Low 
8% 5% 
87 60 
63% 51% 
49%, 40% 
10% 5% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


opinion regarding the inspection 
charge +~ varying from 50 cents to 
$10, with a majority favoring a 
realistic $1 to $2 charge for each 
inspection. 

A bare majority of those answer- 
ing indicated ithat the association 
should stay away from ary active 
support of speed regulation. Of 
those who did favor such regula- 
tion, almost all thought there 
should be different maximum 
limits for daytime and nighttime 
driving. 

Vigorous support by the associ- 

ation of Sunday-closing legisla- 
tion was urged by 75 percent of 
those answering the survey, 

Some 70 percent believed that 
passenger-car license fees should 
be based on weight of the vehicle, 
rather than on the present basis of 
horsepower. 

When asked whether they would 
favor a flat license fee for all cars, 
60 percent replied, “No.” 

In the field of labor relations, 
nearly a third of the corresponding 
dealers indicated that they or a 
dealer in their area had success- 
fully held out against an attempt 
to organize their shop employes. 

A total of 85 percent indicated 
that they would fight vigorously 
any union organizing attempt in 
the future, 

Of those replying, 91 percent said 


Packard Arrives Thursday 


% 


Two Four-Door Models— 


The first Packard Clipper to be built in South Bend following consolidation of all 


Studebaker-Packard’s auto manufacturing 


there will appear in dealer showrooms 


Thursday (Jan. 24). A four-door sedan and a four-door station wagon are offered. 


* * * 


that they felt present employer- |" 


employe relations were such that 
they could win an election among 
their employes on the question of 
whether they desired union repre- 
sentation. 


Dealer to Pay 
For Tax Guilt 
As Charity Aide 


CHICAGO. — A Chicago auto- 
mobile dealer, accused of income- 
tax evasion, was sentenced to 15 
hours of charity work weekly. 

Irving J. Esserman, 64, also was 
ordered to sever active connection 
|with Esserman Auto Sales. He was 
fined $7,500 and his dealership was 
\fined $10,000. He was placed on 
iprobation for three years, the 
|period during which he must per- 
|\form the charity work. 
| Esserman had pleaded guilty 
Dec. 3 to evading taxes of $44,146. 
|Of this, the firm was charged with 
evading $20,644 for 1947 corporate 
taxes and Esserman with evading 
taxes on his share of $23,502 part- 
nership income. He was alleged 
to have failed to report under-the- 
|} counter premiums on auto sales, 

In pronouncing the sentence, 
| U.S. District Judge Win G. Knoch 
explained that he had three objec- 
|tives in mind: To prevent Esser- 
man from the possibility of further 
| involvement in violations, to enable 
|him to adjust his life toward 
|doing something for someone else 
and to create a condition favorable 
to his physical well being. 

Also facing Esserman are civil 
liabilities of approximately $325,000 
in taxes, penalties and interest. 

He was indicted in 1953, but the 
case has been held up because of 
his illness. 


Buick Adds Sedan; 
Ford Installs Filter 


DETROIT. — Ford division last 
week made oil filters standard 
equipment on all models, and Buick 
added a Century four-door sedan 
to its 1957 lineup. 

The oil filter resulted in a $9.70 
price boost on Ford cars, but it 
probably will not affect the price 
to the buyer. A dealer estimated 
last week that more than 99 per- 
cent of Ford buyers order this item. 

Buick’s Century four-door sedan 
will be priced at $3,219, including 
Federal excise tax and dealer 
delivery-and-handling charges. Au- 
tomatic transmission is standard. 
Like other.Buick models, the price 
reflects the adjustment brought 
about by the elimination of the co- 
operative advertising charge. 





at 


| Packard since 1950. 


the four-door sedan. 


* * > 


What's New: 

First station wagon since 1950 
. . . 2%5-horsepower engine with 
supercharger . . . Twin-Traction 
differential . . . automatic trans- 
mission standard equipment .. . 
variable-rate front springing .. . 
finned brake drums. 

” > = 
| ACKARD returns to the auto- 
motive arena Thursday (Jan. 
24) when the 1957 Packard Clipper 
goes on display in dealer show- 
rooms. 

In announcing the cars, Harold 
E. Churchill, Studebaker-Packard 
president, said the company will 
concentrate its 1957 Packard pro- 
gram in the medium-priced field 
“where up to 80 percent of its 
Packard sales have been for the 
past two years.” 

The new line consists of a four- 
door sedan, which is priced at 
$3,212, and a four-door two-seat 
station wagon, priced at $3,384. 
Both figures include Federal ex- 
cise tax and dealer delivery-and- 
handling charges, 

Automatic transmission is stand- 
ard equipment on both units, the 
first time that automatic drive has 
been included in the price of 
Clipper models. It is S-P’s Flight- 
omatic transmission rather than 
the Ultramatic unit which previous 
Packards have employed. 

At South Bend, a spokesman 
said all but about 150 of the com- 
pany’s some 2,400 dealers would 
handle both Studebaker and Pack- 
ard under new full-line franchises 
put into effect Jan. 1, Formerly 
about half the dealers had separate 
franchises. 





® * * 


us station wagon is Packard’s 
first entry in this fast-growing 


First Packard Wagon Since 1950— 


Included in the 1957 Packard Clipper line is a station wagon, the first built by| versal in the trend toward more 
It is @ four-door two-seat model with a 65-cubic-foot load- 
carrying capacity. Automatic transmission is standard equipment on the wagon and 


Automatic Drive Standard 


On Supercharged Packard 


field since 1950. It has a 65-cubic- 
foot load-carrying capacity. 

Powering the new models is a 
289-cubic-inch overhead-valve V- 
8 which is 

power. Compression ratio is 7.8 
to 1, 

Like Studebaker’s popular Golden 
Hawk, the Packard Clipper fea- 
tures a supercharger. It is a five- 
pound boost, full-pressure system 
which, according to the company, 
rams 30 percent more fuel into the 
combustion chamber and “results in 
higher engine performance than 

(Continued on Page 33, Col. 1) 


rated at 275 horse- | 
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Separate Frame 


Wins GM Nod 


Unit Design Called 
Too Expensive 


By Maynard M, Gordon 
News Editor 

DETROIT. — General Motors hag 
found separate-frame construction 
preferable to integral fram« -body 
designs for the corporation’s wide 
variety of wheelbases and body 
types. 

This was reported to the annua] 
meeting of the Society of Automo. 
tive Engineers last week by S. L 
Milliken, of Cadillac, in a paper on 
the new X-frame. 

“Any advantage of integral 
construction applies only to the 
smaller cars of shorter wheel- 
base, and where one body model 
is used for the major share of 
the production, and over a longer 
period of years,” Milliken said, 


The GM statement was viewed 
as a reply to reports that Chevrolet 
| would adopt unit construction of 
the type used by American Motors, 
Chevrolet and Pontiac have used 
the same body shell for years. 


Declaring that it would be more 
expensive to adapt integrated 
frame-bodies to GM’s requirements, 
Milliken said the advantage in 
weight or height would not be 
enough to outweight problems of 
road noise and non-interchange- 
| ability. 

Body and frame “tuning” of a 
new model is more costly and time- 
consuming with the unitized con- 
struction, he said, because it em- 
| ploys a number of intricate parts. 

Cadillac, he stated, has “con- 
tinued with separate frame con- 
struction in our studies of future 
styling.” 

The Cadillac X-frame was de- 
scribed as a new approach to body 
lowness requirements by Milliken 
and by J. R. Parker, of A. O. Smith 
Corp. (see Engineering Section 
feature in Dec. 31 issue of Avrto- 
MOTIVE News). 

| Citing the 1957 Cadillac as a “re- 





costly and heavy structures usually 
associated with lower cars,” Parker 
called the X-frame a solution of 
future structural design problems. 

Elected 1957 president of SAE 
was W. Paul Eddy, chief of en- 
|gineering operations at Pratt & 
Whitney. He succeeded George A. 
| Delaney, of Pontiac, 

L. H. Nagler, administrative 
engineer of American Motors, 
was named a national vice- 
president of the Society. 

Eddy, 56, joined Pratt & Whit- 
ney in 1944 after 15 years as a 
materials engineer for GM. 

Eight “myths of automation” 
were listed for the engineers by 
James R. Bright, associate pro- 
fessor of business administration 
at Harvard University. They were 
as follows: 

1, That there are fully automatic 


| factories. 2. That automatic manu- 


|facturing requires feedback con- 

trol. 3. That the only motive for 

automation is cost reduction 
(Continued on Page 8, Col, 1) 








Dallas Dealers Install Officers— 


New officers of the Authorized New Car Dealers of Dallas, Inc., installed during 
the group's ninth annual President's Party, are, seated, from left, A. L: 'ngalls, presi- 
dent; Tom Maher, outgoing president. Standing: G. C. Myrick, vice-president; E. B. 
Mohr, member of the executive board; and J. N. Whitehurst, general manager. 












By John 0. Munn 
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Dealers Report It Is Hurting Legitimate Sales... 


By L. H. Houck 

Staff Correspondent 
ST. LOUIS.—A chain “bird-dog”’ 
auto selling scheme is reported to 
be operating secretly throughout a 
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Government activities, and the 
marble palaces of the labor unions 
both built and building. 


+ * * 


Two Alternatives 


N THIS environment small busi- 
ness — and this applies particu- 
larly to an industry composed of 
individual enterprises like ourselves 
—faces two alternatives: (1) Affili- 
ate with and actively support a 
vigorous trade association or (2) be 
swallowed up and disappear from 
the scene. It is a sobering thought. 


Fortunately we have such an 





association. Our future, in large 
measure, will depend not only on 
how well we support NADA, but 
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proving your operation and profits. 

You should plan to attend and 
get the most out of these sessions. 
It is vitally important. No indus- 
try can survive even a minor 
recession when in boom times its 
average net before taxes is a bare 

1 percent of sales. 

Neither can it spend the huge 
sums needed for new facilities, 
equipment and tools required for 
the increasing number of ever more 


complex motor vehicles, 
7 * : 


Problem of Profits 

wars will continue to work un- 
ceasingly on this problem of 

dealer profits. 

In addition to mutual trust and 
understanding with our manufac- 
turers, and dealer profits at a 
more normal level, there is one 
more area which requires never- 
ending attention. 

That is our relations with the 
public. If good-faith toward us by 
our manufacturers is the order of 
the day, is it any less necessary 
that we deal in equal good faith 
with our customers? 

Fortunately the vast majority of 
dealers always have done business 
that way. Only a few cause the 
trouble—but what a crop of public 
distrust we reap as a result! 

If we are to regain the confi- 
dence and respect of the public, 
as we must if our industry is to 
progress, this unethical minority 
must be either reformed or re- 

(Continued on Page 35, Col. 1) 








3. The winter tourist season is| 
at its height. Cars from nearly 
every state of the 48 were clocked 
at the 1951 show. 
* > ~ 
ra dealers bear out the} 
show’s success by reporting | 
that last month was the best| 
December for sales in several years. | 

A new attendance record was set | 





Waaduenits OI | 


Columbus Dealers 


COLUMBUS, O..— George W. 
Woodworth, Bobb Chevrolet: Co. has| 
been elected president of the Colum-| 
bus Automobile Dealers Assn., suc-'| 
ceeding K. C. Browne, Geo. Byers| 
Sons, Inc. (DeSoto-Plymouth). | 

Other officers are Robert D. Keim, | 
Gager-Keim, Inc. (Ford), vice-| 
president; George Kreiger, Packard 
of Columbus, treasurer, and A. J.| 
Merrick, Merrick-Miller, Inc.| 


(Dodge-Plymouth), secretary. John | 


B. Barton was reappointed execu- 


tive secretary, a post he has held | 
since 1939. | 


New directors are Warren Ger- 
main, Bexley Mercury, Inc.; C. W. 
Medick, L. E. & C. W. Medick Co. 
(Ford); Ted Spooner, Spooner Co. 
(Chrysler-Plymouth); Les Redifer, 
Inc. (DeSoto - Plymouth); Herman 
Beck, Beck Nash Co.; Robert 
Daniels, Bob Daniels Buick, Inc., 
and Williard Ewart, Avery Pontiac. 








the scheme or exactly how many | 


have been affected. 


However, this roving correspond- 
ent has found one man who paid as 


much (or is obligated to pay) for| 


one of the lower-priced cars as he 
would have paid for a high-priced 
make. 

What’s more he still is con- 
vinced that he got a good bar- 
gain. 

This man said he traded a 1952 
Buick, a car being turned in for 
about $500, for an allowance of $250 
and paid $450 in cash. These two 
items when added on the contract 
amounted to $600 instead of $700. 

The car he purchased is listed in 


Miami Eyes ’57 National; 
Chicago Sets Crowd Mark 


at the Chicago auto show when a 
closing day crowd of 58,870 swelled 
total attendance for the nine-days 
to 494,411. 

Although the total was 1,411 
more than last year’s record, the 
hoped-for half-million mark liter- 
ally was “snowed under” by a 
sudden blizzard. 

By the fourth night, attendance 
was running approximately 10,000 
ahead of last year. Two records 
were established, greatest single 
day with 78,300 visitors and larg- 
est Saturday attendance of 65,210. 


Public reaction varied. Many 
were captivated by the styling of 
the 1957 cars and by assurances of 

(Continued on Page 36, Col. 1) 
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NADA Headquarters Guide 


San Francisco, Jan, 26-30, 1957 

DAILY RECEPTIONS 
Factories: American Motors, Green Room, St. Francis; Chevrolet, 
Tonga Room, Fairmont; Cadillac, Far East Room, Fairmont; 
Chrysler division, San Francisco Room, Fairmont; DeSoto, Garden 


Dodge (car and truck), California Room, Fairmont; Edsel, Italian 
Room, Fairmont; Firestone, Presidential Suite, Sheraton-Palace; 
Ford division, Room of the Dons, Mark Hopkins; GMC, Sheraton- 
Palace ; International Harvester, Yosemite Room, Sir Francis Drake. 

Lincoln and Mercury, Gold Ballroom, Sheraton-Palace; MoPar divi- 
sion, Fairmont; Oldsmobile, Suite 360-362-364, Fairmont; Plymouth, 
Hunt Room, Fairmont; Pontiac, Fairmont; U. S, Rubber, Golden 
Empire Room “E,” Mark Hopkins; White, St. Francis; Willys, Fair- 


Suppliers, finance and insurance: Ammco Tools, Sheraton-Palace; 
Associates Investment and Associates Discount, St. Francis; Clay- 
ton Mfg., Mark Hopkins; Commercial Credit, Cirque Room, Fair- 


SPECIAL FUNCTIONS 


Saturday, Jan. 26 
Evening: Willys, cocktail party for dealers, 6 p.m., Empire Room, 


Sunday, Jan. 27 
Breakfast: Saturday Evening Post, 9 a.m., Gold Ballroom, Sheraton- 


Church service: Nondenominational laymen-led church service, 11 
Evening: Musicale, Lawrence Welk and His Orchestra, 8:45 p.m., 


Monday, Jan, 28 
Breakfasts: American Motors breakfast for dealers, 8 a.m., St. Fran- 
cis; Ford Motor Dealer Policy Board breakfast for dealers, NADA 
executive committee and regional directors, 8 a.m., Nob Hill and 


Luncheon: Inter-Industry Highway Safety Committee, noon, Peacock 
Court, Mark Hopkins (by invitation). 

Evening: DeSoto, banquet for dealers and their wives, Venetian Room, 
Fairmont; GMAC-Motors Insurance, reception for General Motors 
dealers, 5 p.m., Gold Room, Fairmont. . 

Tuesday, Jan. 29 
Breakfast: NADA 30-Year Club, 7:45 a.m., Peacock Court, Mark Hop- 


Meeting: NADA Young Executives Group, 8 a.m., Rose Room, Shera- 
Evening: NADA Convention Ball, 9:30 p.m., Garden Court, Sheraton- 


Wednesday, Jan. 30 
Luncheon: Chrysler Corp. luncheon for dealers, 12:30 p.m., Mark 


Evening: 1957 NADA Revue, 8:40 p.m., Civic Auditorium. 
STATE ASSOCIATION HEADQUARTERS 


Arkansas, Sheraton-Palace; Northern California, St. Francis; 
Drake Wiltshire; Connecticut, Sir Francis Drake; Flo 
cis; Idaho, St. Francis; Indiana, St. Francis; Iowa, St. Francis; 
Kansas, Fairmont; Louisiana, Sheraton-Palace. 

Michigan, Fairmont; Detroit, Fairmont; 
sissippi, Sheraton-Palace; Nebraska, St. Francis; New Jersey, Mark 
Hopkins; North Carolina, Mark Hopkins; Ohio, Huntington; Cleve- 
land, Sir Francis Drake; Oklahoma, Sir Francis Drake; Oregon, St. 


South Carolina, Mark Hopkins; South Dakota, St. Francis; Texas, St. 
Francis; Utah, St. Francis; Vermont, Whitcomb; Washington 
St. Francis; Wisconsin, Mark Hopkins; Wyoming, Sir Francis 





Sealers tell me | Chain Sales Plan Goes Underground 


AUTOMOTIVE News’ new-car price 
list at a few dollars less than $2,000 


|which means that its probably go- 


ing price out here is $2,200 includ- 
ing taxes and freight. 


The buyer signed a contract to 
buy the car, after his king-size $600 
was deducted, for $3,945. He plans 
to pay this off by “bird-dog” refer- 
rals. 

This man said he was promised 
$100 for each prospect that bought 
a new car. He contracted to pay 
$120 per month for 36 months, 
which brings the total for the 
car, including his $600 downpay- 
ment of $700, to $5,020. 

The buyer was told by the dealer, 
he said, that since he will always 
be able to get in one prospect a 
month, his payments never can be 
over $20. 

So far, he hasn’t received any 
$100 payments, but believes that 


| they’re likely to come in all at once. 


In the meantime he is keeping 
up the payments. He feels he must, 
since he said he was told if he 
misses one the dealership will re- 
fuse to accept any more prospect 
referrals and he’d have to pay every 
one of the payments. 

No wonder a dealer of high- 
priced cars said he would have 
delivered this buyer an auto for 
less money. 

From other information that has 
leaked through the secrecy curtain, 
here roughly is how this plan 
works: 

It starts by selling a car to some 
person who has a lot of day-by-day 
contacts. 

He is told that he can have the 
ear free, providing he signs the 
necessary papers. Since he is told 

(Continued on Page 36, Col. 4) 
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But Dealer Profits Are Up . 


AUTOMOTIVE NEWS, JANUARY 21, 1957 


ee 


Sales Slow? Views 
In Industry Vary 


(Continued from Page 1) 


have fallen below expectations. 
January has shown little indication 
of improvement over the compara- 
tively slow December performance, 
which came on the heels of a brief 
new-model sales flurry. 
* * * 
Ww haven’t some of the ’57s 
been able to get off the ground? 
Observers say a contributing factor 
appears to be the lack of pressure 
from any quarter. 

The almost total absence of pres- 
sure results from the uncertainty 
which seems the order of the day. 

Everybody is playing it cozy— 
and holding cards closest to their 
vests are the retail buyers. 

This year, with untested Federal 
“good-faith” legislation on the 
books, the factories are feeling 
their way cautiously. Sales chief- 
tains are uncertain as to how far 
they can go in “encouraging” deal- 
ers to accept cars in excess of the 
units they have ordered. 

7 > * 

S° THE production pace thus far 

has been conservative. Part of 
this has resulted from manufactur- 
ing difficulties in some lines, but it 
also is due to large “caution” sig- 
nals being flashed by top execu- 
tives. 

The optimistic overbuild a year 
ago at this time proved a burden 
on sales all year long and factory 
men are anxious to avoid repeating 
that situation. 

Explained one factory spokes- 
man: “It’s easier to build a car 
a dealer doesn’t have than it is to 
get rid of one he doesn’t want.” 

Factory men in the field also 
have been playing a “wait-and-see” 
role. Most are finding themselves 
in an unusual position—that of 
soothing dealers who can’t get 
most-wanted models, instead of 


Chevrolet to Enjoy 
One of Best Years 
In 57, Cole Says 


DETROIT.—Chevrolet apparently 
“is at the outset of one its finest 
years,” E.N. Cole, general manager, 
said last week. 

He based his prediction on the 
fact that retail sales in the fourth 
quarter of 1956 were the second- 
highest for Chevrolet on record. 

“We introduced 1957 cars in mid- 
October,” Cole said. “Thus, it may 
be assumed that virtually all of the 
business was in new models. 

“There is nothing to signify that 
our leadership will be disturbed,” 
he said. 

(R. L. Polk & Co. figures show 
Ford retail sales topped Chevrolet’s 
in November, although leadership 
for the full year of 1956 seems 
assured for Chevrolet.) 


Roche Confident 
As Cadillac Sales 
Near 10-Day High 


DETROIT. — Sales of Cadillac 
automobiles during the first 10 days 
of January were the second highest 
in Cadillac history 
for a similar 
period, it was an- 
nounced last 
week by James 
M. Roche, general 
manager. 

Retail deliveries 
for the period to- 
talled 4,733, Roche 
pointed out. This 
figure compares 
with sales of 3,751 

@. Mi. Roche for the same 
period of 1956 and is surpassed only 
by the 5,024 Cadillac sales regis- 
tered during the first 10 days of 
December in the record year of 
1955. 


“Our sales are going well,” Roche 
said, “and our backlog of unfilled 
orders remains-high. Our dealers 
in all parts of the country are 
requesting. more:cars to make 
deliveries on back orders.” 


pressuring them for greater sales 
efforts. 
+ * * 


ANY dealers welcome the con- 

servative volume. Profits have 
been satisfactory so far in most 
lines. 

Said a dealer in the Southeast: “I 
make money’on deals, not on the 
total number of cars and trucks I 
could push through here.” 

Without the handicap of heavy 
stocks, dealers report they have 
been able to write more favor- 
able transactions than they have 

in other years. 

With profits and retail prices 
standing up well, dealers are not 
anxious to whoop it up at the re- 
tail level. And since they aren’t 
being pushed for volume by the 
factories, they aren’t wheeling out 
cars at discounted prices just to 
avoid drowning in their own inven- 
tory. 

And then there’s the buyer. He 
shows no sign of being stampeded 
as he has in the past several years. 
Of course, the buyer has not been 
pressured, but a growing number 
of dealers report a distinct cool- 
ness on the part of buyers toward 
the '57 models. 

* * > 
E Midwest dealer attributes 
buyers’ skittishness almost ex- 
clusively to price. He says: 

“The majority of our new-car 
buyers trade in cars three to four 
vears old. There have been three or 
four rounds of price jumps since 
then—each one not too big when 
considered by itself, but a pretty 
big chunk when they’re added up. 

“OK. Look at the prospect who 
drives in to make a deal. If he’s 
driving a ’53 or a "54, the chances 
are about one in three he'll step 
up to an automatic transmission 
—maybe add power brakes. 

“Tack on the three or four price 
hikes since he last bought a new 
ear. Add the possibility that he 
bought his car during one of the 
blitz sales back in '53. 

. * = 

HAVE to shoot him a figure 
about $800 over what he paid 
the last time for a new car that is 

-after all—the counterpart of the 
"57 he wants. 

“Most of the time he figures he 
can’t cut it and will ‘think it over.’ 
We're not afraid to let him walk 
out. We only have nine new cars in 
stock.” 

And that may be the real reason 
why new-car sales are heading for 
the lowest January total since 1954. 





<a 


Unveiled in President's Inaugural Parade— 


Riding on “pillow tires” and carrying a TM-61B Matador missile, these unique Air 
Force vehicles were unveiled in Washington today (Jan. 21) in President Eisenhower's 
second Inaugural Parade. This composite photograph shows the eight-wheel-drive 
Teracruzer, right, built by Four Wheel Drive Auto Co., Clintonville, Wis., and the 
Translauncher semi-trailer, made by Goodyear Aircraft Corp., Akron. The Matador is 
the product of Martin Co., Baltimore, and the tubeless Terra-Tires are designed and 
made by the aviation products division, Goodyear Tire & Rubber Co., Akron. Produc- 
tion of the variovs equipment already has begun under multimillion-dollar Air Force 


contracts. 








Milwaukee L-M Dealership 
Refused °57 State Licenses 


MILWAUKEE.—The auto dealer- 
ship and sales~finance licenses of 
Klein Lincoln-Mercury here have 
not been renewed for 1957 by Mel- 
vin O. Larson, Wisconsin motor ve- 
hicle commissioner. 

Klein will contest the action, 
although it was reported that ne- 
gotiations for the sale of the 
business are under way. 

Meanwhile, Klein has discontin- 
ued sale of cars, according to Pat- 
rick H. Pringle, manager. 

License fees sent to the State by 
Klein have been returned, it was 
said. 

Earlier, licenses were granted 
with “stipulations” to Milwaukee 
Nash and Courtesy Motors (Lincoln- 





Rambler Sales Surpass 


January 10-Day Mark 

DETROIT. — American Motors 
dealers established a Rambler sales 
record during the first 10 days of 
January, according to Roy Aber- 
nethy, automotive distribution vice- 
president. 


Abernethy said dealers sold 1,833 
cars, the highest number of sales 


| during the first 10 days of January 


since Rambler was introduced in 
1950. The sales figure also was 16.8 
percent ahead of the corresponding 
period a year ago, he added. 


Dealers Warned on Selling . . . 


Pitfalls of Liquidating 


PROVIDENCE.—Dealers have|which is a part of some factory 


been warned not to “go through a 
red light” in selling their businesses 
by Harold A. Lanphear, chairman 
of the dealer relations committee 
of the Rhode Island Automobile 
Dealers Assn. 


In a letter to dealers, Lanphear 
said that the association has wit- 
nessed the retirement of several 
dealers who have sold out or liqui- 
dated their businesses in the past 
few years. 

He said, “If you are considering 
disposing of your business, you 
must be extremely careful not to 
sign the 30-day cancellation clause 


Ford Sales Set Record 
For Jan 1-10 Period 


DEARBORN. — Ford dealers 
sold 59 percent more new Ford 
cars during the first 10 days of 
the new year than in the cor- 
responding period of 1956, and 
broke all division records for the 
first 10 days of January, accord- 
ing to R. S. McNamara, division 


selling agreements, and which you 
probably will be asked to do by 
either your factory representative 
(some of them carry copies in their 
brief cases), or by the local zone 
manager immediately upon learn- 
ing that you intend to retire from 
business. 

“In so doing, you would be re- 
linquishing valuable rights which 
you would retain if you are in 
possession of your selling agree- 
ment, and you have nothing to offer 
a prospective buyer who is in- 
tensely interested in the purchase 
of your business.” 

Lanphear said that when the 
factory has approved the person 
who wishes to buy the dealer- 
ship and the deal is consumated 
between the purchaser and the 
dealer, the dealer and the pur- 
chaser should meet in the zone 

manager’s office, 

He continued, “After the pur- 
chaser has paid you the amount 
agreed for your business and sub- 
sequent to his signing the factory 
selling agreement, it is the proper 
time for you to cancel the selling 
agreement existing between your- 
self and the factory, and at no 
other time prior to this should 
this be done.” 





Mercury) following hearings con- 
ducted by Larson and State Bank- 
ing Department representatives. 

According to the state, Klein’s 
denial was based on allegations of 
failure to live up to sections of the 
law relating to financial or other 
unfitness of an applicant and 
charges of following certain busi- 
ness practices. 


“There is no foundation of fact 
in any of the charges,” said Pringle. 
“We will ask for a hearing on 
them.” 


Pringle said the Kleins were try- 
ing to sell the business and were 
dealing with one Wisconsin group 
and one from outstate. 


Pringle said that, even if the sale 
transpires, he would advise the 
Kleins to have a hearing anyway. 
“In over 25 to 30 years in business 
here,” he said, “their name has 
never been challenged before.” 

Klein opened in May, 1955, after 
obtaining the Lincoln-Mercury fran- 
chise when Monart Motors Co. went 
out of business. 


Monart lost the franchise after 
two of its officers, Harold War- 
shauer, president, and his father, 
Manfred W. Warshauer, secretary- 
treasurer, were convicted in 1954 
of tax evasion. 

Officers of the Klein firm are 
Harold Klein, president; Marvin 
Klein, vice-president, and Bernard 
Klein, secretary - treasurer. They 
were in the used-car and salvage 
business before opening the Lin- 
coln-Mercury firm, 


Pringle said Klein still held the 


| franchise. 


The Mask Comes Off — 

Dodge's lady of mystery, “The Girl 
From the World of Autodynamics,"’ re- 
veals her identity at last. She is Hillevi 
Rombin, the lovely Swedish miss who 
drew wide acclaims when she was crowned 
“Miss Universe of 1955." Masked and 
disguised, Miss Rombin appeared through- 
out Southern California at dealerships, 
in parades and on television, sponsored 
by Dodge dealers from that area. Winner 
of the 1957 Dodge, prize for guessing 
her identity, has not yet been announced. 


————, 


Dealers Licensed 
In San Francisco 


Permits to Be Issued 
By Chief of Police 


(Continued from Page 1) 


who shall sustain injury, damage 
or loss” covered by the bond. 


* * * 


oo. dealers who were 
holding permits under the old 
law were not required to file an 
application for a permit but on the 
filing of the bond and surrender 
of the old permits were issued new 
ones as motor vehicle dealers. 


The chief of police has the power 
under the law to investigate appli- 
cants and the chief has the power 
to revoke permits after a hearing. 

To qualify, an applicant as a 

motor vehicle dealer must have 
a “fixed place of business,” which, 
as defined by the law, “shall not 
mean residences, tents, temporary 
stands, or other temporary quar- 
ters (or) permanent quarters oc- 
cupied pursuant to any temporary 
arrangements.” 

The chief of police is empowered 
by law to require information about 
the applicant’s solvency and finan- 
cial standing and access to records 
must be given on his request. 

The law also requires dealers to 
keep records of all transactions 
which must contain the names and 
addresses of all persons buying 
from or selling cars to dealers. 

* * * 


asp cate for suspension or revo- 
cation of permits are listed in 
the law as follows: 

1. Proof of unfitness. 

2. Material misstatement. 

3. Willful failure to comply with 
provisions of the ordinance. 

4. Failure or refusal to furnish 
and keep the bond in force, 

5. Failure to obtain and keep a 
state certificate. 

6. Failure to establish and keep 
a fixed place of business. 

7. Failure or refusal to pay or 
discharge any final judgment aris- 
ing from _ misrepresentation or 
fraud. 

= > * 


CASE of revocation, no permit 
will be issued for at least six 
months. 

Advertising of “phantom” cars 
is prohibited. The law provides 
that an ad must be withdrawn 
within 48 hours after the car it 
featured has been sold. 

The ordinance also prohibits the 
advertising and sale of any previ- 
ously registered car as “new.” 

Penalties range from $500 fines to 
six months in jail, or both. Corpo- 
rations are liable to fines up to 
$1,000. 

The law requires that a sales- 
man, to be licensed must be in 
the employ of a licensed auto 
dealer. If a salesman leaves such 
employment, his license is sus- 
pended. It may be reinstated when 
he resumes employment with a 
licensed dealer. 

Penalties for violation of the 
salesman’s act are the same as 
under the dealer’s law. 


Iowans Endorse 
‘Disclosure’ Bill 


On Time Sales 


DES MOINES.—The Iowa Auto- 
mobile Déalers Assn. has voted to 
support a bill in the Iowa legisla- 
ture which would require full “dis- 
closure” of financing terms to 
purchasers who buy cars on time. 

The association’s board of direc- 
tors also has voted to support legis- 
lation setting a “realistic and 
practical” highway speed limit, par- 
ticularly at night. i 

The Iowa legislature convened 
here Jan. 14. 

The proposed disclosure legisla- 
tion would be added to present 
state regulation of automobile, truck 
and trailer dealers. It would require 
the: dealer to tell the purchaser the 
cash price, amount of down pay- 
ment, unpaid balance, cost of in- 
surance, finance charges and total 
amount of the contract and 
monthly payments. 

Alfred W. Kahl, association exec- 
utive vice-president, said he believes 
85 to 90 percent of the Iowa new- 
car dealers already disclose this 
information to their customers, 





Through the years Associates has considered its dealers’ welfare as its 
WE CARE own ... has recognized the responsibility of working closely with its dealers, 
**We Care For Our Own” is more than a slogan at Associates. It is a basis 
FOR OU ee OW FPR, for business procedure which extends not only to the dealership, but to 
their customers as well. For this reason, Associates’ dealers are justly 
confident that these customers will be back when they are in the market 
for their next car. Today, Associates recognizes a new era in finance 
company/dealer relations . .. has geared its branches to render the closer, 
more flexible cooperation necessary to help its dealers and their salesmen 
sell more cars—at a profit! 


ssociates 


You should attend your N.A.D.A. Convention— o SOUTH BEND, INDIANA 
it’s constructive and educational. Be sure 

to visit Associates traditional hospitality suite, 

where you can meet and relax with old friends. 


ASSOCIATES INVESTMENT CO. ASSOCIATES DISCOUNT CORP. ASSOCIATES DISCOUNT (CANADA) LTD. EMMCO INSURANCE Co. 
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Echoes of Early "SO vs 


Ads Hitting Some Wild Notes Again 


HADES of the wild auto adver- 

tising of early 1956 are appear- 
ing again in some areas of the 
country. 

“We're nuts!” blazoned in 
huge type — upside down, of 
course — keyed an. advertisement 
of Kilborn’s Dodge-P ly mouth, 
Decatur, Iil. 

“We're completely off our rocker,” 
the ad copy said in more subdued 
tones, “but are we SELLING cars!” 
The punctuation intimated that 
this was not questionable. 

+ * + 

OLUME pays off for you,” the 

ad continued. “Our large 
volume sales goal assures you of 
top allowance, finest service, larg- 
est selection, lowest finance 
charges, longest terms and lowest 
prices.” 

Kilborn’s-also announced that 
it is the “world’s highest trader.” 
This was brought out by a sign 
so worded hung around the neck 
of a slightly pixilated giraffe. 

Hull-Dobbs (Ford) in Akron con- 
ducted a short and unacademic 


lecture on profit in a newspaper | 
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started prices on the downgrade 
from their first day in Akron. 

“We're sorry,” the ad continued, | 
“if some companies have been hurt 
by our price policies, but we believe 
it’s better to sell 200 cars at $10 
profit per car than 10 cars at $200 
profit per car.” 

(And then there are the dealers 
who prefer to sell 200 cars at $200 
profit per car.) | 

x > ca 

N THE same page, a one column 

advertisement reminded buyers: 
“Before you buy TRY Akron’s own 
|and largest Ford dealer — Market 
Motors, Inc.” 
| “Dealing wild till 10 tonight ... 
wild dealing all this week,” an- 
nounced an advertisement of 
Greenwald Plymouth, also of Akron, 
“Hurry. Hurry, Save! Save! Save! 





Come early beat the crowds.” 
Conart’s (DeSoto-Plymouth), 
| Akron, advertised brand new De- 
Sotos at $2,695 for four-door 
sedans and $2,895 for two-door 
hardtops. “Immediate delivery, 
36 months to pay.” 
Elsewhere the advertising picture 
looked like this: 
PrrtssurcH — Kamin Chevrolet 


ad. The ad said that Hull-Dobbs/ offered 1957 Chevrolets “as low as 


Auto Business 


Called Barometer 
Of U.S. Economy 


PHILADELPHIA. — Stability of 
business investment in new produc- 
ing facilities will play a large part 
in helping business to carry on at 


a high level in 1957, according to) 


George P. Hitchings, manager of 


Ford Motor Co.’s economic analysis | 


department. 

In an address prepared for 600 
business executives at the forecast- 
ing luncheon sponsored by the 
Girard Trust Corn Exchange Bank 
of Philadelphia, Hitchings cited the 
auto industry's role as a barometer 
of the nation’s economy. 
weather prevented his arrival, His 
address was read.) 

He said the auto industry was a 
substantial factor in the rise of the 
total economy in the fourth quar- 
ter of 1956, just as in the fourth 
quarter of the two preceding years. 
In each year, new-model production 
was stepped up sharply to test con- 
sumer demand and provide dealers 
with adequate stocks. 

In 1955, he added, unprecedented 
demand brought about further in- 
creases in the first quarter. In 1956, 
the reverse was true. Demand was 
considerably lower, and excessive 
inventories and the absence of the 
seasonal spring sales rise forced 
production cutbacks. 

This year, he said, production fig- 
ures on Ford cars are holding up 
very well. 


S-P Experiment— 


An aluminum-finned radiator, said to 
be identical in appearance and as effici- 
ent as the conventional cop per-finned 
radiator, is being tested by Studebaker- 
Packard for potential advantages in better 
cooling and longer life, according to 
Micheal P. deBlumenthal, above, S-P chief 
research engineer. Following laboratory 
and proving ground tests, one thousand 
1957 production-model Studebakers have 
been equipped with the new radiator and 
Gre now in service across the country 
under different temperature, altitude and 
toad conditions. 


(Bad | 


$1,795 full price ... if you have 
|no trade you pay only $150 down.” 


| Billy Conn’s Big 3 Motors adver-| 


ltised “everything must go.” The 


jad said “forced to sell” a quarter-| 
| million-dollar inventory of fine! 


|cars, “three days only, never again 
a sale like this.” 

Sanford Dodge-Plymouth carried 
an ad featuring a smiling tot pro- 
claiming: “Wow! look at the deal 
Dad got at Sanford’s.” 

. * * 
OUISVILLE — A two-day sale 
to sell 50 new Fords was an- 
nounced by Louisville Motors, 
which said the firm “will ‘out-deal’ 
any dealer in Louisville or any 
place.” 
The following day, Summers- 


|“¢‘OURTESY is now 





| 


Herrmann (Ford) placed an ad 
headed: “Warning!! Don’t buy a 
new.car until you get our price 
on a new 1957 Ford. We will 
move 50 new Fords this week. 
. . . Ask your neighbors, Some- 
time in the past he’s dealt with 
us.” 

CHARLESTON, W. Va.—“Roger says 
... Thanks folks for making and 
keeping us first in all new-car 
sales in W. Va. for the year 1956,” 
said an advertisement carried by 
Roger Dean (Chevrolet). 

“See us before you take less than 
$700 for your 1950 model.” Other 
prices and years were $800 for a 
1951; $900 for a 1952; $1,100 for a 
1954; $1,800 for a 1955, and $2,200 


| 
| 
| 
| 


|for a 1956. 


New Or._eans—Operation 600 was 


|announced by Courtesy (Dodge- 


Plymouth). An advertisment said 
the firm “must sell 600 Dodge and 
Plymouths in 60 days.” 
> Ed * 
in the top 
10 Dodge dealers in the 
nation,” the ad copy read. “With 
this gigantic price-slashing sale 
they intend to be No. 1. The factory) 
said OK, here’s 600 Dodge and| 
Plymouths.” | 

A savings of $1,045.49 on a 
Dodge sedan which was said to 
be listed at $3,234.49 was offered 
in the ad, Advertised price of the 
car was $2,189. 

Houston — Krieger Dodge- 
Plymouth announced a “giant Sel- 
lathon” with the doors open 96) 
hours without closing. 

“During this mammoth selling 
spree at the southland’s largest au- 


| tomobile supermarket you can buy 


a 1960-new Plymouth for only $1,- 
694 full price,” the ad said. 

The same “giant” discount also 
was offered as being in effect on 





new Dodges. 


Phone Book Is Prospect OS 


He’s Selling from A to Z 


may say he made calls that were|°f! O'Rourke, who is Hoffa's chief voted for the Dave Waite Inde- 


By L. H. Houck 
Staff Correspondent 

HERE is a dealer in a medium- 

sized Missouri town who is go- 
ing to put an end to the statement: 
“No one ever has asked me to buy 
a car.” 

He has assigned the telephone 
book to his sales staff and has 
drawn up a form or which they 
have to report on each call. When 
the project is completed every 
person in that town who has a 
telephone will have been asked 
to buy a car. 

The project started with the first 
group of “As.” The dealer doesn't 
know how it’s going to work, but 
the blank he has arranged req@ires 
the salesman to list the phone num- 
ber, the name of the person called | 
and the name of the person inter-| 
viewed. 

The questions asked include 
make of car owned and mileage, 
when it was bought and the owner's 
opinion of the car’s condition. The 
salesman asks if the person called 

ever has need for a second car. 
ae * * 


[us method is devoid of any 
sandbagging methods. There is 
no pressure. The salesman intro- 
duces himself as a salesman for 
the company, naming the cars they 
handle. It is hoped that each tele- 
phone conversation will generate 
some interesting reactions on the 
need for a new or a used car. 


Probably the most important 
point in the method designed by 
this dealer is that the salesman 
can’t shrug off the chore. He 
must make the calls and fill out 
the individual report on each 
call. 


This dealer, who spent almost 20 
years with one of the largest fac- 
tory organizations in a position 
contacting dealers, discovered 
with that experience that in order 
to get information there must be a 
certain defined performance which 
cannot be overlooked. 

Otherwise, he said, human nature 
being no better than it is, a person 


* * * 


not made. 
HE SAID that representatives | 
who were sent out to talk to! 
dealers were provided with a blank | 
to fill out and certain information 
which had to be ascertained and 
put down. This information could 
come only from the dealer, and it 
showed that the call actually was 
made. 


This is part of the reason why 
the salesmen must fill out a | 
report blank on each call made as 
they start at the “As” and head 
for the “Zs” in the telephone 
book. 

The reports will be checked 
against the telephone book, too, 
and the “nobody home” reports will | 
be reissued for a retake. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 


1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Fridcy.) 


Jan. 16 
(Sold 102 cars out of 213 entered). 
BUICK — '56 Super Riviera, $2,350* 
(ps); 4-dr., $2,035* ‘ps); Special 
station wagon, $2,190*; RM 4-dr., 
$2,075* (ps). "55 Super Riviera, $1,- 
610*, $1,600* (ps), $1,500*; RM Rivi- 
era, 2 at $1,600* (ps); Special! 
Riviera, $1,575*, $1,400; Century 
Riviera, $1,555*. ‘54 Special 2-cir.. 
$1,130*. 
CADILLAC—’'56 
$3,645* (ps). 
CHEVROLET—'56 Bel Air (8) Hard- 
top. $1.755*, $1,705*; Two-ten (8) 4- 
dr., 81,350, '55 Bel Air (8) 2-dr., 
$1.260*; Bel Air (6) Hardtop, §$1,- 
185; Two-ten (8) 2-dr., $1,100; Two- 
ten (6) 2-cdr., $925, $910. '54 Bel Air 
2-dr.. S700; Two-ten 4-dr., $695; 2- 
dr., 8680. '53 Bel Air 2-dr., $615* 
‘51 SL Deluxe 2-dr., $140*. 
CHRYSLER —'57 NY 4-dr., $3,750*. 
Windsor Hardtop. $1,480*. 
DeSOTO—'53 Firedome 4-<dr., $625*. 
DODGE—’'55 Royal 4-dr., $1,275*, °53 
Coronet 4-<r., 8470. 
FORD—'56 Custom (8) 
2-cr.. $1.295, $1,230. ‘55 Fairlane 
(8) Victoria, $1,370*, $1,365*; Crown 
Victoria, $1,330*; station wagon, $1,- 
355; 2-dr., $1,125*; Custom (8) sta- 
tion wagon, 81,240; 2-dr., $960*; Cus- 
tom (6) 2-dr.. $980. ‘54 Crest (8) 
Victoria, SS895*; 4-dr.. $775*; Crest 
(6) conv., 8625; Main (6) station 
wagon, $905; Ranch Wagon, SSS80; 
Custom (8) 2-dr., S705*, S700, $640; 


(62) coupe de Ville, 


"55 


4-cir., $1,350: 


Main (8) 2-dr., $570, ‘53 
Wagon, $715*, $635; Main (8) ir., 
$580; Custom (8) 2-dr., $560*, 410; 
Custom (6) 2-dr.. $490. '52 Country 
sedan, $540; Custom (8) Hardtop, 2 
at $500*; 4-dr., $375; Main (¢ " 
dr., $260. 

LINCOLN—’'55 Capri Hardtop, $1 5 
(ps). '54 Capri Hardtop, $975* 

MERCURY — '56 Montclair Har 
$1.910*. ‘55 Montclair Hardtop 
440*; Monterey Hardtop, $1,435* ; 
380*, '54 Monterey Hardtop, $1.025* 
$950*; 2-dr.. S$705*. ‘53 Mont 
Hardtop, $740*, $510; 4-dr., $675 
dr., $600*. 

NASH—'54 Statesman 2-dr., $485 

OLDSMOBILE—'56 (88) Super conv., 
$2.325*; Holiday, $2,.255*; (98) Holi- 
day, $1,945* (ps). '55 (98) Holiday, 
$1,915* (ps); (88) Holiday, $1,730", 
$1,675*. ‘54 (88) Super Holiday, §1,- 
395*. °53 (88) Super 4-dr., S750*, 
$650*; 2-dr., S700*, S500*; (98) Holi- 
day, $710* 

PACKARD—'51 Clipper 4-dr., $150 

PLYMOUTH—'56 Belvedere (8) Hard- 
top, 81,695* (ps). ‘55 Belvedere (6) 
Haritop, 8$1,050*; Plaza (6) 4-«<r., 
$865. ‘53 Cranbrook 4-dr., $430 

PONTIAC—'56 Star Chief (8) Cata- 
lina, $2,025* (ps). ‘55 Chieftain (8) 
2-dr,, $1,120*, $995. °54 Chieftain (8) 
2-«dr., S750*. '53 Chieftain (8) conv., 
Sanu 

STUDEBAKER 
top, $320. 

WILLYS—'48 Jeep pickup, $365 


neh 


‘52 Commander Hard- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on 


Pages 24, 25, 28, 31 


Big Dealership Drive 


Mapped by Teamsters 


By Joseph M. Callahan | 
Staff Writer 


paring a mass organizing drive | 
of nonunion workers in the mer-| 
chandising field ‘including dealer- 
ship employes) in the East, South | 
and Midwest. 

This development 
followed the desig-| 
nation of John J.| 
O'Rourke as presi- 
dent of the Team-| 
sters Joint Council 

in New York. 


James J. Hoffa, a vice-president 
and the leading organizing power 


| in the Teamsters, said the selection | 


ally in the New York area, cleared | 


in the East, South and Midwest. 

Joseph J. Konowe, the Team- 
sters regional director in New 
York, said that a canvass indi- 
cated that in the New York area 
alone there were more than 250,- 
000 nonunion workers in the mer- 
chandising field. 

He said that the Teamsters did 
not intend to draw a line between 
sales, warehouse or trucking em- 
ployes in the recruiting drive. 

> * > 


To Ignore Jurisdiction 


LTHOUGH sales and office 
workers normally fall within| 
the jurisdiction of other yore od 
unions, the Teamsters say that the) 
merging of many store and ware-| 


International Opens New Nashville Branch— 


International Harvester Co. has opened this modern truck sales and service. branch 
in Nashville. Located close to trucking terminals, the building features large sales, 


service and parts areas. The service shop 


is equipped with specialized truck testing 


and repair facilities and is staffed by factory-trained mechanics. A large area ad- 
joining the building is devoted to used-truck sales and display. 


house operations and recent Na- 
tional Labor Relations Board rul- 


HE TEAMSTERS Union is pre-|ings compel the Teamsters to or- 


ganize all mercantile employes 
without worrying about claims of 
other unions. 

Hoffa said he would try to ar- 
range a joint meeting of the 
Eastern, Southern and Central 
States units of the union in mid- 
February to draw up detailed 
organizing plans. 

In Buffalo, employes of Dave 
Waite Pontiac rejected two AFL- 
CIO unions in favor of an inde- 
pendent union, according to the 
NLRB. 


Eleven of the shop employes 


pendent Union and eight voted for 


| the way for major recruiting drives| either Local 375 of the Teamsters 


or local 1053 of the Machinists. Two 
ballots were challenged. 


Last week conjectures began fly- 
ing in Detroit as to which auto 
maker will be the primary target 
next year when the United Auto 
Workers begin their drive for a 
shortened work week and more 
take-home pay. 


GM Called Target 


ILE it is unlikely that any 

decision on this subject has 
been reached, many observers feel 
that it will be GM’s turn to be the 
initial target in 1958, largely be- 
cause Ford was the target in the 
union's GAW drive. 


However, the reasoning that it 
would be less costly to pay strike 
benefits to 130,000 Ford workers 
than to 350,000 GM employes has 
been strengthened by a recent rec- 
ommendation of a UAW advisory 
committee that strike benefits be 
paid according to “right” rather 
than “need.” 


Passage of the proposal would 
mean that every striker would 
be paid a flat benefit every week 
regardless of his financial situa- 
tion, greatly increasing strike- 
benefit costs. 


This question, as well as how the 
union is to raise the $100 million 
which it wants for the 1958 drive, 
will be thrashed out at the UAW’s 
convention in April at Atlantic City. 


* 


Briton Claims Formula 
For Synthetic Gasoline 


SHEFFIELD, England. — Wil- 
liam Harthill says he has worked 
out a formula to produce a syn- 
thetic gasoline from three ingre- 
dients available in Britain. 

He declined to estimate the cost 
of producing his fuel, but said 
the: Government had implied it 
would be taxable at the same rate 
as is gasoline. 
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IN ANY 


DIRECTION! 


Whatever the weather . .. or wherever you are... you'll 
know your car finish is safe once it’s been given a Blue 


Coral treatment. 


Summer sun, driving dust, or winter's freezing rain— 
they have no effect on the beautiful, hard, mirror-like sur- 
face of a car that’s been treated with Blue Coral liquid, 
then finished with the amazing Blue Coral Preservative 


Sealer. 


That’s because the Blue Coral treatment is more than just 
an ordinary temporary wax or shine up. It’s a two-way combination 
of priceless ingredients created to work together in safely clean- 
ing, quickly burnishing and completely fortifying the car finish against 
every climate and driving condition for months to come. 

Show your customers how to keep their cars a thing of beauty as 
well as a joy to drive. Recommend. Blue Coral to take them over the 


years and over the miles—in style! 


©—H.D.T. COMPANY FACTORS, INC. 


H. D. T. COMPANY FACTORS, INC. 


tia 


Creafors of the Blue Coral Treatment * 







WHITE PLAINS, NEW YORK 
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' Unit Design Too Costly, SAE Told... ; — Edsel merchandising direc. A 
| U. S. Car Pictured . a 
. Misfi When the owner of one make 
| As Export Misfit buys another,” Judge said, “the 


GM Prefers Separate Frame 


(Continued from Page 2) 


to “other systems,” they said, in 


through the elimination of labor.| the following ways: 


4. That automation must cost more | 





“Elimination of a high-pressure 





pressure fuel line; no vaporlock; 
self-priming, 


“Easier adaptation and 


DETROIT. — U. S. car makers 
are lagging in world export mar- 
kets because of continuing failure 
to meet the needs and economic 
ability of foreign purchasers, a 
British auto editor told the SAE 


chances are 2% to 1 that he wil] 
buy another make produced by the 
same company.” 

Observing that one-fifth of | ow- 
price car owners who purchase 
cars “trade up” each year, he 












































































than a conventional system. metering type pump; fewer moving| assembly-line installation; quieter | — vention last week. pointed out that while 80 percent 
5. That automation inevitably | Parts; no special pump-drive from ee aoe a — Laurence Pomeroy, technical | °f Ford Motor Co. volume was in 
raises maintenance costs. 6. That |°™ine; no critical filtering re-| ments; no a-precision machin- | editor of The Motor, of London | the Ford car, GM and Chrysler 
| quirement; no surge or inertia ef-| ing standards. ’ Corp. were spread only 50 percent 
automation inevitably means up- | ¢ots as in a pulsating high- ; 5 said Western European manufac- | * : p n 
g, hig Chevrolet's Zora Arkus - Duntov in the low-priced field. 
grading of labor skill require- said the new GM system permits turers widened their export mar- “Actual buying in the market bi 
meats and severe retraining | Deal Ril. Inst ll “superior performance, reduced fuel ge ores = ;: shows that the company which has . 
problems. 7, That automation has | eater it ey nstaus consumption and instantaneous re- aie onesie of 1986 in “he Mrst |a broad range of products in the res 
nothing to offer labor but un- 2-Way Radio System | sponse to the throttle at all speeds — = _— medium-price field can retain a 
employment, 8. That automatic | GCAWKER CITY, Kans—Riley | 24 loads.” Fg he wh yop — — higher proportion of its customers} Ap 
hine lone is responsible | Chey : | E. A. Kehoe and Donald Stolt-| ®"d lighter cars than the Ameri- | who are moving up the price scale,” 
mac ry alone is po Yhevrolet Co. here has installed cans at prices which t , tra 
; : : . ; |man, of GM’s Rochester Products| ©#"S_2* Prices which are competi- | he said. 
for advances in automatic manu a two-way radio system which ‘visi : tive in terms of inches and pound i : : Jo) 
facturing and productivity in- y yste | division, foresaw a “new potential on oe ae pean Louis C. Goad, executive vice- 0 
| . enables it to keep in touch with | of advancements not possible with — Pomeroy said, “they are | president of GM, told an SAE his 
creases, | employes in cars in surrounding | the conventional carburetor.” able to offer a vehicle capable of |juncheon meeting that the auto bee 
George H. Amber and Paul S.| areas. “A fuel system capable of cor- ponte four — in oye industry’s engineers in manufac- sta! 
Amber, machine control consult-| pitey feels that service calls | recting even 50 percent of aver- | ©O™ aes = ain _ pene we ta turing are “leading the way in en- 
ants, suggested that an SAE or con thas be Gres tees we be age carburetor dcficiencies,” can construc rs completely fail abling men to utilize energy ef- co 
ASME committee could perform “ as vel & ca ad . nes Y | stated GM engineer John Dolza, to match. ficiently.” BI 
worthwhile service by standard- | _ - o_o “may produce a 10 percent im- “I know of no group,” he said, ev 
izing automation classification) range of 35 to 40 miles, The an- provement in fuel economy.” burned hydrocarbons and fuel sys-| “which has done more to make the a 
techniques. tenna is located atop the city Dolza also envisioned reductions| tems free of evaporation. | American dream real than automo- fii 
Speaking on “why cars wear out,”| water tower, with its tip 140 feet | in air pollution resulting from use| Owner loyalty was a major fac-| tive engineers and the capital- I 
Atlantic Refining’s H. R. Jackson| above the ground. of fuel injection, because of the| tor behind development of the/ enterprise-labor team of which tio: 
reported that tests with radioactive “possibility” of exhausts free of un-| Edsel, SAE was told by J. Emmet| they are a part.” Jol 


piston rings showed that the main} 
causes of wear were oil-borne| 
abrasion and low-temperature cor-| 
rosion. 
“We must conclude,” Jackson 

said, “that the best way to effect 
a major reduction in ring and 
cylinder wear in our customers’ 
cars is to keep his oil clean and | 
his cylinder walls out. Present- | 
day filter and cooling system de- | 
signs are not doing this job.” 

: A fuel-injection panel included 
reports on the Bendix and GM sys- 

' tems. 

| Two Bendix engineers, A. H. 


Sell the 
seat || First Choice on th 


at 

by Rambler, points to a potential 

: improvement in fuel economy, con- 

i tingent upon integration of fuel > 

injection into overall engine de-| 

: sign. 
Bendix fuel injections is superior Oly 


| 
Shop Clinics Open 
| 



















NADA Convention | 
Saturday at S. F. 


(Continued from Page 1) 
they will be prepared to talk on 
any service subject the dealers wish | 
to discuss. 
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| At THE Government Working} 
Conferences, representatives of | 
the armed forces will meet with 
| industry men to talk over problems | 
pertaining to operation of motor 
; . vehicles by the military. 
: The meetings will be held next 
Monday and Tuesday in Meeting 
Room A on the fourth floor of the 
Civic Auditorium. 

On the entertainment side, 
NADA-sponsored events will be- 
gin Sunday evening when Law- 
rence Welk and his orchestra 
present a program in Civic Audi- 
torium. Welk will appear through 
the courtesy of Dodge. 

Tuesday morning, NADA’s 30- 
Year Club will hold a breakfast in 
the Mark Hopkins Hotel, and Tues- 
day evening has been set aside for 
the Convention Ball in the Shera-| 
ton-Palace Hotel. The NADA Revue | 
will be staged Wednesday night in 
the Civic Auditorium. 

= ° * 

ORD MOTOR CO. and American 

Motors will be host to their 
dealers at breakfasts Monday. AMC | 
dealers will gather in the St. Fran- 
cis Hotel, and the Ford party will 
be in the Fairmont Hotel. The 
NADA executive staff and regional 
directors have been invited to the 
Ford affair, to be sponsored by the 
Dealer Policy Board. | 

Chrysler Corp. has invited its 
dealers to a Wednesday luncheon 
at the Mark Hopkins, and De- 
Soto’s annual dealers’ banquet is 
scheduled for the Fairmont Mon- 
day evening. Some 500 DeSoto 
dealers and their wives are ex- 
pected to attend. 

A woman’s hospitality and infor- 
mation center will be open each day 
in Rooms 214 and 217 of the St. 
Francis. Hostesses will be on duty 
to assist wives of dealers in plan- 
ning activities during their San 
Francisco visit. 
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*DeLute Champion 


On the proving grounds of car manufacturers, 
tested by their own scientists, engineers and tech- 
nicians, Firestone De Luxe Champion Tires have 
proved their superior performance in mileage, in 
comfort, in quietness, in styling, and in built-in 












AUTOMOTIVE WASHINGTON 


U.S. Ignoring Decision 
On Finance Reserve 


By William Ullman 


Weshiasten Correspondent 


ee is understandable confusion among the nation’s 
car dealers over whether their finance reserves are tax- 
able as income in the year when credits are made to their 


reserve accounts. 


This confusion was compounded last year when a Federal 


Appeals Court ruled that a 
trailer dealer named Blaine 
Johnson didn’t have to report 


his reserve as income until it had | © 
been removed from contingent |) 


status. 

Several interpreters of this 
court decision assumed that when 
Blaine Johnson won his appeal, 
every dealer in the country with 
a contingent reserve type of 
finance arrangement also won. 
In other words, these interpreta- | 

tions assumed that the Blaine} 


Johnson decision was binding on! William Ullman 






oo, a i qe —— 
| the Internal Revenue Service. 


Nothing could 
be farther from 
the truth. The 
Blaine Johnson 
decision by the 
Fourth Circuit 
Court of Appeals 
in Baltimore af- 
fected only one 
dealer — Blaine 
Johnson himself. 
Furthermore, it 
affected Johnson 
only for those 
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taxable years actually mention in 
the case brought by the Govern- 
ment. 

If it wished, the Government 
could turn around and bring simi- 
lar charges against Johnson cover- 
ing years not included in the first 
indictment, and force the weary 
dealer to go through another long 
process of litigation. 

+ * + 


Not a Precedent 


EF IS important to remember this. 
A single decision by the U. S. 
Tax Court or a Federal Court of 
Appeals does not set a precedent 
for the Internal Revenue Service. 
In practice, a decision by the U. S. 
Supreme Court does set a pre- 
cedent, but there has been no de- 
cision by that body on the question 
of finance reserves. 

Prior to the Blaine Johnson deci- 
sion, the Commissioner of Internal 
Revenue ruled that “credits to such 
a reserve, in the case of a dealer 
employing the accrual method of 
accounting, would constitute in- 
come to the dealer at the time such 
credits are made, regardless of 
whether charges to the account for 
worthless notes are also made pur- 
suant to an agreement between the 
parties.” 

This is still the position of the 





Internal Revenue Service, the 
Blaine Johnson case notwith- 
standing. It is the privilege of 
the Commissioner to disagree 
with a court decision, and in this 
matter the Commissioner dis- 
agrees, 

A number of groups, including 
NADA, believe that the Commis- 
sioner is wrong. NADA is of the 
opinion that when the dealer’s re- 
Serve can be charged with repos- 
session losses, the Internal Re- 


venue Service should consider as | 


income only those amounts actu- 
ally paid to the dealer. 

In short, NADA agrees with the 
Blaine Johnson decision and thinks 
it should be adopted by the In- 
ternal Revenue Service. 

z = * 


IRS Unbending 


—as may be what NADA and) 
countless dealers want, but it is| 


not what they have received, 
As long as IRS refuses to 
acquiesce in the Blaine Johnson 


decision, dealers, in order to protect | 


themselves, must expect to be ques- 
tioned if they follow Johnson’s 





method of reporting reserves as in- | 


come. They must also be prepared 
to take their cases to court. 
There are some agreements be- 








peace of mind. 


That’s why for years Firestone De Luxe Cham- 
pion Tires have been the first choice of automobile 
manufacturers. And that is why they are standard 
equipment on the new 1957 models of America’s 


finest cars. 
























t’s a fact that every year more new passenger 


cars are equipped with Firestone Tires than any 


other make. This means that as a Firestone tire 
dealer, you get a ready-made replacement market 
in passenger car tires. Firestone’s strong “original 


equipment” position is a plus value no other 


complete details. 


Be Sure to Visit The Firestone Hospitality Room in the Presidential Suite 
of the Sheraton-Palace Hotel During the Convention. 









franchise can offer—a plus value that means plus 
sales and plus profits. Why not look into the big 
money-making features of the Firestone Franchise. 
Phone your nearest Firestone District Office for 
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tween dealers and finance com- 
panies, of course, under which 
dealer reserves cannot be 
charged for delinquent or unpaid 
notes. 


If a dealer has such an agree- 
ment, there seems to be little doubt 
that he must report his reserve as 
taxable income within the year 
when credit is made to the reserve 
account, 

a + + 


Tax on Prizes 


A NEW ruling by the Internal 
Reyenue Service relieves a 
dealer from deducting or withhold- 
ing any income tax on merchandise 
prizes awarded to salesmen. 

However, the fair market value 
of any non-cash prize must be in- 
cluded in the total wages reported 
on each salesman’s Withholding 
Tax Statement (Form W-2). At 
year-end, of course, each sales- 
man must pay taxes himself on 
the value of any prizes he has 
received during the year. 

The ruling affects all payments, 
including prizes, made after Aug. 
9, 1955. 


Patman At It Again 


a. s Rep, Wright Patman, 
Texas Democrat, has never 
shied away from a fight, although 
some of his critics claim he oc- 
casionally starts fights with wind- 
mills, This year he is living up to 
his reputation. 

Before the 85th Congress was a 
week old, Patman was girded for 
battle with big business, the Eisen- 
hower Administration, and his old 
enemy, the Federal Reserve Board. 

As the Administration prepared 
to ask Congress to extend manu- 
facturers’ excise tax rates at 
present levels for another year 
after Apr. 1, Patman’s House 

Small Business came . 

up with 21 proposals, including 

one calling for outright repeal 
of all excises held over from 


| World War II and the Korean 


conflict, 

To make up for the loss in 
Federal income occasioned by ex- 
cise repeal, Patman would enact a 
progressive income tax system for 
corporations, slapping considerably 
higher rates on companies with big 
earnings. 

Patman’s committee also called 
for a sweeping series of probes into 
everything from the causes of con- 
tinuing price increases to the im- 
pact of Federal contract policies 
on the structure of American busi- 
ness. The small business: group 
would also make a study of whether 
the Government should set up a 
Federal small business bank to 
finance small concerns, and it 
recommends that the Small busi- 
ness Administration be granted 
permanent status. 

a7 > a 


‘Error of Judgment’ 


yum proposals are bound to 
arouse the wrath of such pres- 
sure groups as the National Assn. 
of Manufacturers and the U. S. 
Chamber of Commerce, as well as 
Administration leaders. Almost 
every recommendation of Patman’s 
committee goes far beyond the 
more conservative suggestions of 
the President’s Cabinet Committee 
on Small Business. 

Patman also is chairman of a 
subcommittee of the Joint Eco- 
nomic Committee, and it is in this 
role he challenged the Federal Re- 
serve Board. The Texan charges 
that by permitting the market 
place to decide which enterprises 
shall get the tight supply of credit, 
the rich and powerful get most 
of it. 

Everytime the “Fed” lets in- 


even tighter pinch and the 
bankers get 

Patman has a powerful ally in 
his anti-FRB attack in Rep. Albert 
Rains, Alabama Democrat, who is 
expected to head the House Bank- 
ing and Currency Committee this 
year. Rains says that the Board’s 
recent action to allow banks to pay 
higher interest rates on savings de- 
posits was “a serious error of 
judgment” which jeopardizes the 
Government’s housing program 

Rains doesn't believe that a 
family which has trouble saving 
money will salt much more away 
in the bank just because their 
savings will earn an addition dollar 
or two each year. But he does fear 
that the action will drive interest 
rates so high that many. people 
won't be able to buy houses, 
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Capsule Comments 


The first month of across-the-board competition on 1957 
models finds 13 makes juggled in sales rankings. 
The chips aren’t even down yet. 
* * * 
The NADA has announced a detailed three-day agenda 
of business meetings and service clinics for its San Fran- 
cisco conventiion. 


And then there’s the sunset as viewed from the Top of 
the Mark. 


An auto maker announces that it has added a flowery 
scent to a new auto polish for used-car reconditioning. 


From klunker to stinker in one easy step. 
* * * 

The sales chief of Edsel says one goal of the car’s stylists 
is to make it easily recognizable to persons looking down 
from the 10th floor. 

How about three-foot letters, E-D-S-E-L, painted on the 
rooftop? 


+” * * 


More makers have announced sharp upward revisions in 
production schedules for the first quarter. 


You can’t sell ’em if you don’t have ’em. 


* * * 


It’s a pity, observes an engineer, that atomic power plants 
are too heavy for cars, because of the made-to-order name 
for such a vehicle—the “‘atomobile.” 

It would be just right for huntin’ and fission, too. 
* * * 


Car payments have exceeded new loans for the second 
month in a row, says the-Federal Reserve Board. 


Cars all paid are easy to trade. 


Events 


Dealer Conventions 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

March 24-26 — Automobile Dealers Assn. 
of North Dakota, Bismarck, 

March 25-26—Nebraska New Car Dealers 
Assn., Paxton Hotel, Omaha. 

Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
April 45—Illinois Automotive Trade Assn., 

Leland Hotel, Springfield, III. 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General glethorpe Hotel, 
Savannah. 

* e 


Auto Shows 

Jan. 18-23—San Diego Auto Show, Elec- 
tric Bldg., Balboa Park, San Diego. 

Jan. 18-26—Indianapolis Auto Show, Man- 
ufacturers Blidg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 19-27 — St. Louis Auto Show, Arena, 
Oakland Avenue, St. Louis. 

Jan. 19-26—Baltimore Automobile Show, 
Fifth Regiment Armory, Baltimore, 

Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National ward Armory, Pitts- 
burgh. 

Jan. 19-27—Detroit Auto Show, Detroit 
Artillery Armory, Detroit. 

Jan. 21-26—Cincinnati Automobile Show, 
Cincinnati. 

Jan. 23-25—Appleton Auto Show, Shop- 
ping Center, Appleton, Wis. 

Jan. 26-Feb. 2 — Rochester Automobile 
Show, War Memorial Exhibit Hall, 
Rochestr, N. Y. 

Jan. 26- Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Jan. 30-Feb. 2 — New Castle Auto Show, 
Scottish Rite Cathedral, New Castle, Pa. 

Feb. 2-10—Omaha Auto Show, Civic Audi- 
torium, Ohama. 

Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 

Feb. 8-10—Lowell Auto Show, Memorial 
Auditorium, Lowell, Mass. 

Feb. 9-16—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee. 

Feb. 14-17 — Asheville Auto Show, City 
Auditorium, Asheville, N. C. 

Feb. 15-17 — Richmond Auto Show, Me- 
morial Auditorium, Richmond, Calif. 
Feb. 17-23—Syracuse Automobile Show, 
Onondaga County War Memorial Bidg., 

Syracuse. 

Feb. 18-21—St. Petersburg Auto Show, Gay 
Blades Autotorium, St. Petersburg. 

Feb. 19-21— Altoona Auto Show, 
Mosque, Altoona, Pa. 

Feb. 20-24 — Harttord Auto Show, Con- 
necticut State Armory, Hartford. 

Feb. 28-March 2—Greenville Automobile 
Show, Textile Hall, Greenville, S. C. 

March 2-10—Kansas City Auto Show, Ex- 
hibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 13-17—Lincoln Auto Show, Muni- 
cipal Auditorium, Lincoln, Neb. 

March 14-17— Orlando Automobile and 
Truck Show, Orlando, Fia. 

March 20-24—West Texas National Auto- 
mobile Dealers Show, Municipal Colli- 
seum, Lubbock. 

Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

. 


Jaffa 


General 


Jan. 19-23—Sixteenth Annual Convention, 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Jan. 31-Feb. I!—Private Truck Council of 
America, |8th Annual _ Convention, 
Sheraton-Jefferson Hotel, St. Louis. 

Feb. 47—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 

March 7-10—9th Annual Pacific Automo- 
tive Show (jobber sponsored regional), 
Civic Auditorium, Seattle. 

March I1-12—Annual Convention, Cana- 
dian Automotive Wholesalers’ & Man- 
ufacturers’' Assn., Windsor Hotel, 
Montreal. 

(See CALENDAR, Page 12, Col. 5) 


30 Years Ago... 


Automotive Cartoon 


Of the Week 


"| have it! How about power viewing for 
people with poor eyesight?" 


Letterbox 


‘Behind the Glamour ... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Sloppy Assembly 


The display of 1957 cars at the 
New York Auto Show was cer- 
tainly impressive to a great many 
people. The immaculate shiny new 
cars showed all the latest design 
features to us. But behind the 
glamour and tinsel of such a dis- 
play there is a grim fact that is sel- 
dom if ever mentioned in print. 


I refer to the increasingly poor 
workmanship and sloppy assembly 
in so many of the production cars. 
Can you tell me why there seems 
to be such a noticeable taboo among 
automotive writers on this subject 
that is close to you and me and 
every other car owner? 


Most of the ballyhoo about the 
new cars deals with safety and 
styling. While these are important, 
equally important is the matter of 
building cars for more economical 
maintenance. The car makers are 
producing cars of greater complex- 
ity without any increase in car 
quality and reliability that is lack- 
ing in so many of the late model 
cars. Far too many car owners, per- 
haps even you and some of your 
acquaintances, have had the ag- 
gravating experience of repeated 
expense and loss of valuable time 
in having various factory-built de- 
fects repaired, mainly because some 
of the car makers did not and still 
do not see fit to build a little more 
quality into their cars. 

Most in agreement with these 
harsh facts are the many people 
who own a late model car literally 
slapped together by the well-known 
“quick and dirty” method. 


I’m sure that you and other mem- 


The Big Stories 


Tires of plain rubber without treads successfully stood speeds of 
200 m.p.h. without overheating in tests made in England on the 
“$100,000 automobile,” designed expressly to capture speed records 
now held in the U. S. At a speed of 120 m.p.h., ordinary tires were 
stripped off with a loud report and flung off red hot. 

James Ward Packard, originator of the Packard automobile, has 
given $1 million to Lehigh University for the erection of an electrical 
and mechanical engineering laboratory which will bear his name, He 
brought out the first Packard in 1889, ; 

Retail. sales of General Motors cars by dealers in December were 
52,729, against 101,729 in November and 56,129 in December, 1925. 
Sales by dealers for the entire year were 1,215,826, compared with 


827,056 in 1925 and 657,568 in 1924. 


Dodge last year sold to dealers 331,764 cars and trucks, making 
1926 the biggest year in its history. 


—From the files of Automotive News. 


bers of the staff have observed the 
numerous examples of poor and 
skimpy paint jobs, badly misaligned 
exterior body parts and shiny trim, 
and the quick-rusting chrome plate 
on car bumpers. It becomes rather 
obvious that the top management 
of some of the car makers know in 
advance that many of their cars 
leave the assembly lines with built- 
in defects, many of which cannot 
be properly fixed by the selling 
dealers’ mechanics. To me all this 
adds up to a great big racket on 
the part of certain car makers and 
certainly deserves some attention in 
print.—R. Buiacpen, Box 42, R. R. 3, 
East Hampton, Conn. 


* * * 


X-Frame Introduced in ’38? 


John Benedict’s article in Avurto- 
motive News of Dec. 31, about “new” 
automobile frames is very interest- 
ing. 

However, when mentioning the 
“revolutionary and radically new” 
frame of the 1957 Cadillac it would 
have been much more accurate and 
honest to add that the well-known 
German Mercedes-Benz cars have 
had such an X-shaped, tubular 
frame since 1938, and while most of 
their models now have a so-called 
platform-frame (since 1953) which 
actually amounts to unit- 
construction, the large model “300” 
four-door sedan or four-door con- 
vertible) still has the tubular center 
X-frame with oval-shaped longi- 
tudinal members and welded-in tub- 
ular cross-members, 


In other words, this “new” 
frame seems to me about 20 years 
old, however, not a single word is 
mentioned about this fact, 

On the other hand, I have proof 
in the form of a folder from 
Daimler-Benz that they do not hes- 
itate to mention the fact that an 
automatic transmission made or 
designed in Detroit by Detroit Gear 
is available as optional equipment 
in the same model “300.” 

European automotive circles do 
not hesitate to give honor to whom 
honor is due and very frequently 
state the fact that they use an idea 
which was born in the United 
States. Whatever the reason might 
be that American automotive ex- 
perts do not want to concede that 
they, too, take up ideas from the 
“Old World,” it is extremely diffi- 
cult for me to explain unless the 
public has to be kept under the 
impression that American engineer- 
ing is superior to anything else in 
the world.”—W. E. S., Detroit. 





DELCO RADIO, developer of industry's highest power transistor, now gives you- 


An Auto Radio 


* 


That Outperforms 
All Other Makes! 


MOST POWERFUL TRANSISTOR IN AUTO RADIOS— 


it’s the only one that outweighs in performance the parts it replaces! 


New Delco Radio Delivers— 


. Greater Power Output 
. Broader Tonal Range 

. Longer Service Life 

. Greater Fidelity with— 


. Less Battery Drain 


Operating on much less battery current than conventional tube-type 
sets, the new transistor-powered Delco auto radio provides you with 
more performance and sales advantages than any other transistor or 
non-transistor auto radio. 

Because it utilizes low sethantes vibrator or rectifier—this remark- 
able new unit works free of the high electrical pressures and strains 
normally encountered in auto radios. As a result, all the parts in the 
entire system last longer and work more dependably. 

Delco Radio’s new transistor-powered unit, already in hundreds of 
without di of aerate and a, gives eee ee pleasure 
without distracting background noise heard over o radios. 

PRINTED CIRCUITS FOR GREATER QUALITY AND DEPENDABILITY T istors are another “first” for you from Delco Radi Gn eae 


No other auto radio makes such extensive use of these things nstan i tisfy customers 
advanced construction techniques that increase quality and ee ae Sa ae ee moe 


dependabilit 
: : A General Motors Value by D 4 s Cc O R A D i O 


DIVISION OF GENERAL MOTORS, KOKOMO, INDIANA 


WORLD LEADER IN AUTO RADIO 
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Dodge Giant on Display— 


Central feature of the Dodge truck display in the Chicago Auto Show was a C500 
cab-over-engine model with 32,000 pounds combination weight with a new 197- 
horsepower V-8 engine. John B. Naughton left, Dodge truck and fleet sales director, 
was host at the exhibit opening night preview with George Blique, center, new-truck 
manager, and Morris Jones, Midwest area truck manager. 


Meeting the Practical Problems... 
Case Histories of a Salesman 


Eprror’s Note: This is one of 
a series of letters on practical 

problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* a * 
Dear Ed: 
— a story about selling 
a used car that called for a 
lot more than the usual strategy. 

Recently, a man and his wife 
pulled up to our used-car lot in 
a ’56 model and 
buyer. 

As I approached the couple, I 
saw that the wife was sitting in 
the rear 
front next to her mate. 

Well, Ed, I soon learned why. 
They were having a family argu- 


asked for the | 


seat, rather than up | 


ment. This one was pretty serious | 


because they were at the point 


of dividing their assets, You see, | 


I was to buy the car and make up 


How 


two equal checks—half for each. 
The price was right, so I asked 
them to wait 
while I had 
checks drawn 
up for them, as 
they requested. 
Our book- 
keeper didn’t 
like the idea of 
two checks, so 
I went back to 

the couple. 
I said, “I'm 
. sorry I can’t 
Bert Simons oblige you with 
two checks, too much confusion 
in the office, but Ill get one 
check and we'll go down to the 
bank, get it cashed and split it. 


How’s that?” 
* 
‘O K’ said the husband, “I’m 
willing, if she is, but I 
dont’ think she'll go for it, or 
anything else that’s practical, I 


* * 


Great Lakes Steel 
teems quality 


You’re up on the catwalk above the pouring platform 
along the open-hearth pit at Great Lakes Steel. Right 
below, one of the giant 250-ton teeming ladles is filling 
another train of hot-top ingot molds. 

At no step in the production of good, deep-drawing steel 
is control of quality more important than in the teeming 
operation. For defects can easily develop unless the entire 
pouring operation is done exactly right . . . the way it is 


at Great Lakes. 


For example, these hot-top molds are designed to eliminate 
shrinkage cavities in the finished product. A special lining 
compound of graphite or tar blankets the inside of every 
mold to form a highly protective shield for the delicate 


ingot surface. 


And that’s only a sample of the care Great Lakes takes 
every step of the way to maintain high and uniform quality 


steel! 


The easiest way to reach us? Simply phone our nearest 


representative. 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan «+ A Unit of 


a 


NATIONAL STEEL Omaha LLUT 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, 

Grand Rapids, Houston, Indianapolis, Lansing, Los Angeles, 

New York City, Philadelphia, Pittsburgh, Rochester, St. 
Louis, San Francisco, Toledo, Toronto. 


BUILT-IN QUALITY of Great Lakes steel is guarded through 
every step to final delivery. Here shipments of flat-rolled 
sheet coils are covered with tarpaulins for protection. 


know, that’s why we're here now, 
etc. etc.” 

The wife spoke up very pleas- 
antly and said, “Mr. Simons, 
when my husband gets through 
complaining about me being 
impractical, ask him why we're 
really selling this car and if he 
tells the truth, he'll say we can’t 
afford the $100-a-month pay- 
ments on his $60-per-week sal- 
ary—not with three kids to feed. 
Ask him who was practical 
when he got himself involved 
with this car.” 

Well, Ed, these kids really loved 
each other, and both had legiti- 
mate “beefs” but didn’t have any- 
one interested enough to listen 
asa disinterested party. 

* + 


ED: SELLING cars is qualifying, 
and qualifying is asking ques- 
tions. That’s what I did with 
these two. I listened to each 
one’s story and then asked lots 
of questions till I got them an- 
swering each other instead of me. 
Finally, when life looked like it 
was worth living again for these 
two, I steered them into a good 
used 1953 model, which they 
could own with the equity in 
their 56. Away they went, gen- 
uinely happy, as they really 
wanted to be all the time. Some 

days I just love selling cars. 
—Bert Simons. 


Sullivan, Dykstra 
And Duffy Named 
‘As Ford Realigns 


DEARBORN. — Ray H. Sullivan, 
| John Dykstra and Irving A. Duffy 
| have been named group vice-presi- 
|dents of Ford Motor Co. and the 
firm’s basic manufacturing divi- 
| sions’ management organization has 


R,. H, Sullivan 4. Dykstra 


been broadened, Henry Ford I, 
president, said last week. 
| Later, it was reported that J, E. 
Lundy has been elected treasurer 
of Ford Motor, succeeding L. E. 
Briggs, who will retire Jan. 31 after 
42 years with Ford. 

Ford said the three new group 
vice-presidents, newly created posi- 
| tions, will report to D. S. Harder, 
| executive vice-president, basic man- 
| ufacturing divisions. 

Sullivan and 
| Dykstra were for- 
merly vice-presi- 
dents and group 
executives, Duffy 
was vice - presi- 
dent and general 
manager of the 
tractor and im- 
plement division. 

The expansion 
includes estab- 
lishment of six 
new divisions, by 
separating functions of three exist- 
ing divisions, appointment of four 
new group executives and eight new 
division general managers. 


Calendar 


(Continued from Page 10) 


General 
March 13-14—National Automotive Serv- 
ice Show, Show Mart Bidg., Montreal. 
March 25-27 — American Society of Tool 


and Con- 


Engineers, Technical Meetin 
otel, Hous- 


vention, Shamrock Hilton 


ton. 

Apr. 47—I4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bldg., Fair Park, Dallas. 

Apr. 25-27—International Automotive Ex- 
position (southeast jobber sponsored), 

inner Key Auditorium, Miami. 

May 9-12 — Midwest Automotive Trade 
Show, Kiel Auditorium, St. Louis, 

May 12-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, Bal Harbour, 
Miami Beach. 
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NADA Show to Feature 


Factory Service 


O events of interest to all 
franchised car and truck dealers, 
put of greater importance to deal- 
ers of the 13 western states, will 
feature this year’s Equipment Ex- 
position held in conjunction with 
the annual NADA convention in 
San Francisco. 

Three outstanding service clinics 
are scheduled for Saturday and 
Sunday (Jan. 26-27) and, in addi- 
tion, the service managers of all car 
factories but one will be in the 
spaces allotted to them on the sec- 
ond floor of the Civic Auditorium 
where the exposition is held. It’s 
the first time this consultation serv- 
ice has been offered at the equip- 
ment show. 

The service managers and their 
technical men will be there every 
day during the convention to con- 
fer with their dealers and their 
dealers’ service managers on all 
problems of service, parts, train- 
ing, facility layout, organization 
or any other subject the dealer 
or his service head wishes to dis- 
cuss. 

The 10th annual NAD Equip- 
ment Exposition opens Saturday 
and at 2:15 p.m. on that day the 
first clinic on “How to Attract and 
Hold Mechanics” will be held under 
the chairmanship of Guy B. Arthur, 
a consultant of Toccoa, 


Speaking on this panel will be 


2 Service Shows 
Open in Spring 


Boston Subs for ASI; 
Seattle Ist to Start 


IVE so-called regional shows, 

sponsored by Jobers as a dis- 
Play where aftermarket parts, 
accessory and shop equipment 
makers present their wares to retail 
service shop operators, are sched- 
uled for this spring. One will be 
held in March, two in April, and 
two in May. 

Designated as the show with 
national overtones is the New 
England Regional to be held May 
23-26 in Boston’s Commonwealth 
Armory. 

A mammoth tent is to be erected 
in the street in front of the build- 
ing to take care of the overflow of 
exhibitors signed for this event. 

This is the show chosen by the 
four big associations — Motor & 
Equipment Wholesalers, Motor & 
Equipment Manufacturers, National 
Standard Parts and the Equipment 
and Tool Institute for their annual 
meetings. 
* J * 

E regional show each year is 

designated to take the place of 
what formerly was the. industry’s 
largest trade show, the ASI, which 
was held either in Chicago or At- 
lantic City. 

First of the regionals will take 
Place at the Seattle Civic Audi- 
terium, March 7-10. It is known 

as the Pacific Automotive Show 
and normally rotates on the West 
Coast from Los Angeles to San 
Francisco to Seattle. 

The next scheduled is the Dallas 
Southwest Automotive Show to be 
held in the Automobile Building at 
Fair Park, Apr. 4-7. It will be the 
14th held in the Southwest. 

The Midwest Automotive Trade 
Show to be held in Keil Auditorium, 

(Continued on Page 14, Col, 5) 


Frank Collord, chairman of the 
NADA personnel relations commit- 
tee, on “How to Interview Mechanic 
Applicants;” Arthur Haas, presi- 
dent, Downtown Chevrolet, Cleve- 
land, on “How to Recruit Mechan- 
ics,” and George Ranes, president, 
Ranes Motors (DeSoto-Plymouth), 
Dallas, on “How to Check Refer- 
ences on Mechanics’ Applications.” 
* + + 


Other Speakers Listed 


A! on Saturday there will be a 
second clinic on service and 
parts operation headed by Ferris 
Miles (Dodge-Plymouth), Redwood 
City, Calif. On this panel will be 
Paul A. Schamp, service manager, 
Vanness Oldsmobile Co., San Fran- 
cisco, who will talk on “How to 
Build an Effective Shop Apprentice 
Training Program;” Parker Adams, 
service manager, Les Bogel Chevro- 
let, San Francisco, whose subject 
will be “Service Department Advi- 
sors, a Key to Success,” and William 
Stahl, Stahl Motor Co. (Packard), 
Monterey, Calif., who will tell “How 
to Increase Overhead Absorption.” 

Others will be Lynn Ball, part- 
ner and service manager, Dana 
Frane Motor Co. (Dodge-Plym- 
outh), Oakland, Calif., on “Tech- 
niques for the Improvement of 
Service Department Efficiency;” 
“Earl A. Reichert, sales manager, 
Factory Motor Parts, San Fran- 
cisco, on “How Profitable Is Your 
Parts Department?,” and Mrs. 
Helen Sachs, Sachs & Sons (Mer- 
cury - Lincoln - Continental), 
Downey, Calif., on “What the 
Dealer Can Do to Bring in More 
Service Business.” 

The service panel to be held Sun- 
day (Jan. 27) is entitled “The Key 
to Success Through Service Traffic” 
and will be directed by Fred J. 
Fletcher, Fred Fletcher Motor Co. 
(Buick), San Jose, Calif. 

On this panel will be Vern Rich- 
ards, Van Strough Chevrolet Co., 
Oakland, Calif.; J. H. Eagle jr., 
president, John H. Eagle Co., Inc. 
(Ford), Stockton, Calif., and C. P. 
Robinson, J. E, French Co. (Dodge- 
Plymouth), San Rafael, Calif. 

* - * 


Service Chiefs on Hand 


N ATTENDANCE at the factory 
service managers’ consultation 
center will be Myrle St. Aubin, Gen- 
eral Motors service. section direc- 
tor, and P. B. Hopkins, director of 
Chrysler Corp.’s service develop- 
ment and training department, and 
men from their staffs. Also on hand 
will be the service manager of GMC 
Truck, J. C. Marek, the service 





Counsel 


manager of Dodge truck, Walter 
L. Scott. 


From American Motors will be 
C. M., Tillinghast, parts and service 
manager, with two technical rep- 
resentatives, the western division 
parts and service manager and the 
director of field service operations. 

Representing Buick will be E. 
J. Krause, general service man- 
ager; Ralph Boyer, Pacific Coast 
service engineer, and Dean Billig- 
meir, San Francisco zone service 
manager. From Cadillac will be 
R. M. Phillips, géneral service 
manager, and the general parts 
and service manager of the San 
Francisco area. E, L. Harrig, 
Chevrolet general service man- 
ager, and some of his staff will 
be on hand. 

Representing Chrysler Corp. and 
various divisions will be Hopkins, 
J. M. Moriarty, administration man- 
ager, and L. M. Brucker, service 
policy and program manager of the 
corporation’s service development 
and training department; R. B. 
Teiper, director, and C. T. McClure, 
service manager, Chrysler division; 
R, W. Utley, director, and W. H. 
Peterson, regional service manager, 
DeSoto; W. M. Spencer, director, 
and Scott, truck service manager, 
Dodge; C. J. Cutler, director and 
William Landon, assistant service 
director, Plymouth, and Roy de- 
Blois, regional manager, and C. A. 
Grain, zone parts manager, MoPar 
Parts and Accessories division. 


Doman Heads Ford Group 


ARL T. DOMAN, national serv- 
ice manager, will head the Ford 
division representatives, aided by 
George Brown, assistant national 
service manager; T. M. Stephens, 
regional service manager; E, T. 
Leonard, San Jose district manager, 
and members of Leonard’s staff. 
H. D. Hubbs will represent Ford’s 
parts and accessories division. 
Chris J. Fournier, service man- 
ager, will head the Lincoln group, 
assisted by J. F. Stilleto, Los Ange- 
les district manager, and Walter 
Jones, San Francisco district man- 
ager. E. D. Longnecker, national 
service manager; Dan Cornila, as- 
sistant national service manager, 
and George Dixon, parts and acces- 
sories manager will represent Mer- 
cury. 

Completing the General Motors 
divisional representation will be 
W. J. Buxton and H. J. Hales, 
general service managers of Olds- 
mobile and Pontiac, respectively. 


(Continued on Page 14, Col. 3) 


Rules Listed for Gas Economy .. . 





{merica’s Motor Vehicles 


Backshop 





A* I sat recently in Walker Wil- 
liams’ office, high up in the 
new Ford Motor Co. office building 
on The American Road, talking 
with him and Benson Ford about 
the way the Dealer Policy Com- 
mittee will work, I began to won- 
der how many dealers in this great 
industry of ours realize that forma- 
tion of these committees by the 
auto makers was due to inadequate 
lines of communication in big 
business, 


Of course many dealers will 
immediately “call” me on that 
statement and say they were 
formed as an answer to dealer 
complaints about abuses brought 
out in the Monroney and other 
governmental hearings. 


But I would like to take you 
back to a period right after the 
end of World War II when car 
and truck companies went back 
into active production and makers 
had to reactivate field staffs that 
had been dissipated during the 
war. 

They just couldn’t call back the 
experienced travellers that were in 
the field prior to the European and 
Korean fusses. Those men weren't 
available. Those young enough for 
field duty were needed to man dis- 
trict, zone and regional offices 
where personnel had been deci- 
mated by age and inroads of 
“money making” ambitions. 

* * = 


They Became Dealers 


INN MANY cases, even the ranks 

of travellers themselves had 
been sorely decimated by the great 
swing from factory employe to 
dealer status that took place all 
over the country in every make. 


So, factories had to hire inex- 
perienced personnel to fill field jobs. 
Many of these young fellows were 
bright and smart—far too many 
quickly became too bright and too 
smart for the factories’ own good. 


That was the first step in the 
breakdown of an adequate and 
dependable line of communica- 
tion from dealer to the policy- 
making level and back. 

I could take up all of the space 
in this issue to picture what took 
place and how it occurred but let 
it suffice to sketch just a few “re- 
minders.” 

In those days before the “great 
conflagration,” Alfred P. Sloan jr. 
had his own men in the field, re- 
porting only to him, Their only 
job was to visit GM dealers in all 
sections of the country and get at 
first-hand what dealers thought of 


Engine Wear Linked to Driver 


EMPERATURE and “the nut 

behind the wheel” play a very 
important part in engine wear and 
economy of operation according to 
two engineers who appeared last 
week before the annual meeting of 
the Society of Automotive Engi- 
neers in Detroit. 

H. R. Jackson, Atlantic Refin- 
ing Co., reported the results of an 
exhaustive test conducted to de- 
termine the cause of wear on 
piston rings and cylinder walls.’ 
A. A. Keefer, buildings, supplies 
and motor vehicle supervisor, Pa- 
cific Telephone and Telegraph Co., 
reported results of a test which he 
ran on P T & T’s fleet of about 


4,000 vehicles to determine how to 
obtain the best gasoline mileage. 

Both found that temperature, es- 
pecially temperature in which the 
vehicles ran, played an important 
part in both wear factor and econ- 
omy. And they found that the care 
a driver gave his vehicle in one 
instance and in how he drove in 
another, materially affected both 
results. 

a ” o 


vas wear test was conducted 
with a fleet of 12 cars of two 
makes operated by a group of 24 
research department drivers on a 
rotating basis. Drivers were changed 


weekly and cars were kept within 


100 miles of the plant. The cars 
accumulated mileage at the rate of 
about 1,200 miles per month. 

All were equipped with oil filters 
but for the test they were discon- 
nected three days out of each of 
the six weeks during the test. The 
increase in oil activity during this 
period divided by the mileage then 
could be converted into a rate of 
top ring wear. 

The results of this test, it was 
hoped, might help answer the 
question of relative importance of 
friction, abrasion or corrosion in 
operation of a modern high-speed 
engine. 

All 12 cars used the same pre- 

(Continued on Page 15, Col. 1) 
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GM policies and the way they were 


administered. 
- + * 


Sloan’s Appreciation 

LOAN, an executive with a real 

appreciation of the worth of 
dealer morale, knew that even in 
the corporation, with the high 
quality of executives it had, there 
always remained the problem of 
getting a true picture of factory- 
dealer relations as it filtered from 
traveller through district or zone 
manager, regional manager, sales 
manager to top executive. 

Some years ago, J. B. Ball, I 
think it was, instituted a “deal” at 
all Ford dealer meetings to em- 
phasize the danger in corporation 
dealer-factory communications. 


He had the man running each 
meeting select a group of dealers 
sitting on the front row. A short 
phrase was whispered to the man 
on one end of the row. He was to 
whisper the same phrase to the 
man next to him and so on to the 
other end of the row. 


In a row of better than average 
intelligent men—all dealers—no one 
would recognize the original phrase 
by what the last man said was 
whispered to him, Each man had 

(Continued on Page 16, Col. 3) 


UMS Chief Cites 
Growing Market in 
Replacement Field 


HICAGO.—The tremendous pop- 

ulation growth, the increase in 
disposable income and leisure time, 
the shift of population and industry 
to the suburbs and the increase in 
two-car families mean the greatest 
opportunity for growth ever offered 
the automobile replacement parts 
business. , 

That is what Roland S. With- 
ers, general manager of General 
Motors’ United Motors Service 
division, told 200 UMS distribu- 
tors at a meeting during the Chi- 
cago Auto Show. 

Edward L. Lape, UMS general 
sales manager, said research by the 
division shows that the gasoline 
service station is becoming increas- 
ingly important as a tuneup service 
outlet, He added the car population 
has increased 56 percent since 1948 
and is continuing its rise. 


T A luncheon held in connec- 
tion with the auto show open- 
ing, a brief outline of the role GM’s 
AC Spark Plug division plays in the 
defense of the United States and in 
the guided missle program was pre- 
sented to UMS and AC personnel. 
Withers said four independent 
research groups had found that 
in the last two years customer 
preference for Delco batteries has 
increased 125 percent. 

“This customer preference has in 
great part come about since the in- 
troduction of the Delco dry charge 
line of batteries in April, 1955,” 
Withers said. 

United Motors is the sales and 
service organization in the replace- 
ment market for 14 General Motors 
parts and accessory divisions. 
Working through wholesale dis- 
tributors, it sells automotive parts 
to hundreds of thousands of service 

(Continued on Page 16, Col. 4) 
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a 
chanic training and customer re. 
lations. 





Considerable emphasis will be 
placed by all factory men on the 
availability of their training cen. 
ters and facilities. They recognize 
the great need both for adding to 
the mechanic body and for more 


Factory Men to Advise 
Dealers at NADA 









































































































































intensive training of present me - 
chanics to provide the type of sery. | 4! 
en eee ice that is so necessary today to lini 
They will be assisted by some of | factory service executives, the fac-|overcome the bad customer relg- oil 
their West Coast men. tories, while looking upon this|tions that have been acquired dur- | “ 
A. J. Lohr, general parts and| year’s effort as more or less of an|ing the past two or three years, wi 
service manager, Willys Motors,| experiment, are enthusiastic about * * * chi 
Inc., will be aided by C. T. Scher,| the potential possibilities of the AT » Point? tri 
service manager, and a representa-| opportunity to get together with the urning £08 los 
tive of the government contract| dealers attending the convention is in line with NADA Presi- } 4, 
—s section. and their service heads and discuss dent Carl E. Fribley’s advice to : 
Aubin will be aided ty 3 = i service problems in the field. the dealers at a recent meeting in | 4, 
tra, manager, product entigate éo- All Tole they will be 1 coe a ae ie oe depart- } he 
; pared on any service su ment is your greatest producer of 45 
(eas apogee | manager of the training centers, | Jeet the dealers wish to discuss, | good will,” he said. “Satisfied cus- | Hi 
Here is a scene from “The Magic Wand," a 25-minute motion picture visualizing a a | from building layout to policy | tomers of your service department lov 
the sales and profit opportunities that await the alert service station operator. While Training Will Be Stressed | adjustment, nuts and bolts, me- |are your best source of new-car fle 
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ciabatta act | from the value of service as the hi 
cornerstone of a sound retail auto- 
motive selling enterprise during the 
|phases of misleading advertising to 
and discount selling. This coopera- pe 
tive effort on the part of the car on 
makers and NADA may well be- H 
come the turning point that will al 
redirect dealer efforts back to the Sa 
| profitable sound basis of automotive fi 
merchandising that once existed a 
and which enabled dealers to 
|weather many depression storms 
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| 
! 
Seattle Leads Off , 
= . | 
5 Service Shows ; 
‘On March 7-10 : 
(Continued from Page 13) ¢c 
ae | St. Louis, May 9-12 also will feature | 1 
me |an old time automotive equipment a 
| display. It is said that many first- I 
| of-their-kind pieces of equipment t 
out of America’s rich automotive ! 
|history, as well as many antique ; 


automobiles, will be shown. 
> > > 

PENING on Florida’s Dinner 

| Key Apr. 25 and running 
through Apr. 27, the southeast 
regional takes on an international 
fiavor this year. 

Strenuous efforts are being 
made to interest automotive 
wholesalers from Latin American 
countries to augment the South- 
ern jobbers and retailers that are 
expected to attend. 

Lending some flavor to this show 
is an announced meeting of the 
Motor & Equipment Wholesalers 
Assn., to be held in Miami two days 
preceding the show. 

And not to be outdone by U. S. 
makers, the Canadian Automotive 
Wholesalers & Manufacturers Assn. 
is holding its National Automotive 
Service Show in the Show Mart at 
Montreal, March 13-15. 
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Elliott Opens Ford in Calif. 


4001 —This 5%" high beam lamp has its 
37¥4 watt single filament positioned at the focal 
point of the reflector for maximum efficiency. 
Has E-Z Aim Platforms for quick daylight ad- 
justment with all mechanical aimers or may 
be aimed by conventional methods. Locating 
bosses (seating lugs) on back of reflector permit 
correct installation in 4001 housing only. 


© TUNG-SOL 


AUTO LAMPS «+ SIGNAL FLASHERS 


4002-—This 5%" lamp has a 37% watt high 
beam filament and a 50 watt low beam fila- 
ment. The low beam filament is positioned at 
the focal point of the reflector to deliver a 
greatly improved passing illumination pattern. 
The high beam filament delivers light that is 
supplementary to the high beam single fila- 
ment lamp (4001). Low beam filament equipped 
with anti-glare fog cap. Lamp has E-Z Aim 
Platforms. Locating bosses (seating lugs) on 
back of reflector permit correct installation in 
4002 housing only. 


TUNG-SOL ELECTRIC INC. 
Newark 4, N. J. 


Sales Offices: Adlanta, Ga.; Columbus, Ohio; Culver City, Calif.; 
Dallas, Texas; Denver, Colo.; Detroit, Mich.; Irvington, N. J.; 


Melrose Park, Ill.; Newark, N. J.; Philadelphia, Pa.; Seattle, Wasks 
Canada: Montreal, P. Q. 






Nevin Elliott has taken over @ 
Ford dealership in Laguna Beach, 
Calif. Elliott, who has been in the 
auto business since 1939, once was 
manager and part owner of a Los 
Angeles Studebaker dealership and 
later was sales manager for Pelton 
Motors (Dodge- Plymouth), Los 
Angeles. 





Acid Containers 
Found Dangerous 


ROCHESTER, N. Y. — Federal 
pure food and drug agents are 
planning to press for more prom- 
inent warnings on plastic con- 
tainers used to ship sulphuric acid 
for auto batteries, according to 
John Temmerman, a Rochester 
city chemist. 

Temmerman was called in on 2 
case in which the clothing of two 


He urged station operators to de- 
stroy the containers to avoid 
trouble. . 
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Rules Listed for Gas Economy o'as 


Engine Wear Linked to Driver 


(Continued from Page 13) 


mium grade gasoline but half used 
a fully-compounded oil of low alka- 
linity and half a fully-compounded 
oil with higher alkalinity. The cars 
were not “babied” but were handled 
as near as possible to customer- 
type treatment. Oil filters were 
changed every 5,000 miles and elec- 
trical and carburetion adjustments 
were made only on complaint of 
drivers. 

The average temperature for the 
entire test was 53 degrees Fahren- 
heit, and the average wear rate was 
4 milligrams per 1,000 miles. 
Higher wear rates were found at 
lower temperatures and was a re- 
fiection of corrosive wear variance 
on the overall pattern of the cars. 

z + * 

HIS engineer found that prevail- 

ing air temperatures exerted 
such a pronounced effect on ring 
wear rates that he concludes this 
is ample evidence that automotive | 
cooling systems do not permit| 
either rapid warm-up or adequately | 
high inlet water temperatures after | 
warm-up. 

Higher rates of wear were found | 
toward the end of the oil change} 
period and there was a wear carry | 
over right after each oil change. | 
He also found a definite loss of oil 
alkalinity “took place in the first 
500-1,000 miles. Subsequently, it 
fluctuated up and down due to oil | 
additions.” 

The results of this test demon- | 
strated that approximately 50 per- | 
eent of the wear was due to oil | 
borne abrasion, approximately 45 
percent due to low temperature 
corrosion and 5 percent due to 
other causes. 

In order to get a fair cross sec-| 
tion of the results of this test the| 
three highest and three lowest rates | 
of wear found with each car-oil| 
combination then were examined. | 
The 12 lowest rates of wear aver- 
aged but 6 milligrams per 1,000 
miles and occurred at an average | 
temperature of 67 degrees Fahren- | 
heit, an average of 1,600 miles since | 
oil change and with an average of | 
42 miles driven per day. 

The 12 highest rates of wear aver- | 
aged 154 milligrams per 1,000 miles, | 
at an average temperature of 41 
degrees Fahrenheit, an average of 
3,500 miles since oil change and an 
average of 37 miles per day. 

> * * 


ACKSON’S summation read as) 

follows: “We must also conclude | 
that the best way to effect a major} 
reduction in ring and cylinder wear | 
in our customers’ cars, is to keep | 
the oil clean, and cylinder walls) 
hot. Present day filter and cooling} 
system designs are not doing this} 
job.” 

Keefer had a problem. American 
Bell was getting better economy in 
the operation of its fleet, 6 of a 
mile per gallon below his best aver- | 
age, and he conducted the test to| 
see how he could better his opera- | 
tion. | 

In describing his project, he 


14 Veteran Aides | 
Honored at Aro 


Sales Conference 


BRYAN, O.— “Planning Service 
Today for Sales Tomorrow” was 
the theme of the 26th annual sales 
conference of Arolube division, Aro 
Equipment Corp. Division managers 
from the U. S. and Canada attended 
the two-day parley. 





Company officials reviewed the 
achievements of the past year and 
commended the division managers 
for their accomplishments, Another 
discussion covered new develop- 
ments in marketing, an outline of 
1957 sales policy and a presentation 
of new industrial and farm lubri- 
cating equipment. 

A celebration dinner honored the 
first 14 Aro employes to achieve 25- 
year service status, President M. J. 
Anderson, principal speaker, gave 
each man a watch and a framed 
service certificate. 

The following day, Anderson out- 
lined Aro’s new five-year expansion 
program. He showed plans for in- 
creased floor space at both plants 
here and explained how Arolube 
division would benefit from the ex- 
pansion through greater decentrali- 
zation. 


said, “We first picked the loca- 
tions with low mileage for further 
study for we were sure a cold 
engine was a gasoline mileage 
robber. Tests had showed these 
vehicles were getting below nor- 
mal mileage. Investigation dis- 
closed the worst offenders were 
equipped with 140 and 160 degree 
thermostats while others that 
seemed to do a little better were 
equipped with 180 degree thermo- 
stats. Controlled tests indicated 
that for short driving the 180 de- 
gree thermostat produced about 
5 mile per gallon improvement. 

“While many of our vehicles were 
equipped with 180 degree thermo- 
stats,” he said, “the replacement of 
the few low rated ones we found 
did not make a significant improve- 
ment in our overall gasoline mile- 
age.” 

Keefer also found a number of 
poor mileage vehicles to be equipped 
with manual chokes which contrib- 
uted to poor mileage. This was fixed 
by adding a 15-cent spring so the 








BATTERY TESTER-CHARGER LINE 


| choke would return to normal when 

released, Also automatic chokes 

were specified on all new vehicles. 
* + * 


VALUATION of mechanical ad- 
justments and plugging of small 
leaks still left Keefer short of the 
average mileage per gallon shown 
by the Bell fleet. He did learn from 
these tests that practically all of 
the vehicles were capable of deliv- 
ering 3.6 to 5.5 miles per gallon 
more than was being obtained. 
“There was only one answer,” 
Keefer said, “the driver was the 
person who could give the results 
we were looking for. From the 
results of tests and information 
collected from other sources, we 
formulated a driver training pro- 
gram.” 
The nine driving rules that 
brought an increase from 10.3 miles 





in three years are as follows: 

1. Getaway. When leaving a sig- 
nal don’t try to win a race to the 
next one, (On one test the driver 


With exclusive profit-making tests 


Only Allen Tru-Charge Battery Tester-Chargers make these four 
important tests for selling more batteries, generator-regulator 


services and ‘parts. 


1. Rate-Finder eliminates costly over-charging... charges at fastest 


safe rate. Protects battery and charger. 


2. Regulated Voltage Test.checks the entire electrical system . . . sells 


generator-regulator services. 


3. Battery Load Tesf proves in five seconds battery cranking ability. 
4. Battery Condition Test shows whether battery is weak, sulphated or 


normal. 


You'll sell more, make more...with Allen Tru-Charge Battery - 
Tester-Chargers...the only line offering all these features for 
more profit in today’s more competitive market. Get the full story 
from your Allen distributor today! Ask him. about trade-ins and 


his easy time payment plan! 
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did and averaged eight miles per 
gallon. Retracing the same route, 
but using less speed when leaving 
signals, an average of 15.3 miles 
per gallon was attained and took 
only seven seconds longer to cover 
the distance, approximately one 
mile.) 

2. Shifting speeds. Shift to high 
gear as soon as possible, (At 20 
miles per hour second gear uses 
15 percent to 20 percent more 
gasoline than high, first gear 30 to 
50 percent more.) 

3. Driving speeds, The following 
list shows gasoline mileage at vari- 
ous speeds of a car capable of 20 
miles per gallon at 20 miles per 
hour. 

20 mph - 20 mpg 50 mph - 15.9 mpg 

30mph-19.7mpg 60 mph - 12.2 mpg 

40mph-18.3mpg 70mph- 8.0 mpg 
* * +. 

4. JACK RABBIT driving. Don’t 

* hop around in traffic. Every- 
time drivers speed up to get to an- 
other lane they over-use the accel- 
erator pump and it forces gas right 
out the exhaust. This type of driv- 


more gasoline. 


5. Pacing yourself in traffic. Try 
to make the signal and not have 


SUPER “100” 





Electric and Equipment Company ¢ 


to speed. Avoid unnecessary stops 
in traffic. 

6. Warming up. If necessary use 
the choke, but push it in as soon 
as possible. If it’s an automatic 
choke, be sure it’s adjusted and 
don’t pump the accelerator. 

7. Needless idling. It’s just good 
reasoning to shut off the engine 
when parked but nevertheless this 
same needless idling costs most 
people from 5 to 10 percent more 
for gasoline than is necessary. 

8. Take it easy on clutch. Use the 
brake on hills, It’s safer and much 
more economical than slipping the 
clutch. 

9. Take it easy on the brakes. 
It takes gasoline to move your 
car so anticipate traffic and you 
won’t have to use your brakes so 

much, 

Keefer said in summation: “We 
have carried the theme of “an eco- 
nomical driver is a safe driver” in 
all our training and follow-up ma- 
terial and, believe me, if we do any- 
thing to promote safe driving and 
cut down the terrible toll of auto- 
mobile accidents we are making a 
| large contribution to our fellow men 
and community. So the nut behind 
|the steering wheel is the one we 
; want to give a double coating of 
| chrome plate and keep bright.” 
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BY AUTHORIZED 


1956 was a Complete Factory 
Sell-Out Year with FRIGIKING 


Sales Up 59% over 1955 
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1957 Will Be BIGGEST SALES 
and PROFIT YEAR IN CAR 
AIR CONDITIONING HISTORY 
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Backshop . 


© ce e Jack Weed 


(Continued from Page 13) 


added a little of his own interpre- 
tation to the original. 

It’s just human nature. 

The dealers in each audience then 
were told that they had seen 
a demonstration of what could hap- 
pen to instructions originating in 
top echelon, by the time they fil- 
tered down with each man flavor- 
ing the instructions to fit in with 
his own ideas or problems. 

+ = * 


Over and Out 


HERE was a time in the his- 

tory of the old Ford company 
when a dealer lost his franchise if 
he went over the head of his branch 
manager—czar in his territory—to 
any one in the factory. 

There was a time in the history 
of Chrysler when even the top 
echelon held to the belief that 
Chrysler made the vehicles and it 
was the dealer’s problem to sell 
them, The factory wanted no aid 
or any suggestions from dealers as 
to product or procedure. 

Under such conditions there 
was an absolute void in the line 
of communication from dealer to 
top factory executives, The fac- 
torymen thought only they knew 
what was going on in the field. 

No executive worth his salt today 
feels that his factory can stay in 
business without the greatest dealer 

good will and harmony. 
> * * 


Quality Dealer Value 


VERY sales manager in the in- 

dustry today knows the value 
and long-range benefit of the now 
famous “Quality Dealer Program” 
of pre-war days and each, in his 
way and within the limitations 
under which he must work, 
earnestly is striving for the same 
in his organization, This I fully 
velieve. 

The current dealer policy com- 
mittees are modern versions of 
Sloan’s “man in the field” approach 
to better and closer lines of com- 
munication to and from dealer and 
factory. 

The resultant good for both 
will depend upon the sincerity of 
the men composing the commit- 
tees and the “rules” under which 
they are allowed to work. 

I look upon the experiment of 
factory service managers taking a 
week out of their busy lives—and 
no one knows better how busy 
these boys are right now than your 
writing machine pounder—to meet 
with dealers and dealer service 
managers at this month’s NADA 
convention as another expression 
on the part of dealers and factories 
to mend—or improve—their lines of 
communication on service matters, 
vitally important to the customer 
and customer goodwill. 

Here again, most factory service 
managers — executives — are hard 
put to get the “truth” about field 


problems. 
> * > 


What to Do? 


MA of the current problems 
involve policy: Whether it is 
best to continue along present lines, 
feeling that the customer must be 
right, or modify these policies be- 
cause the customer may be asking 
for more than he is entitled to or 
the dealer is taking advantage of 
them. 

I really believe that sitting down, 
man to man, with dealer and 
executive away from business, will 
clarify many questions that per- 
haps still are unspoken and lurking 
in the background as vague impres- 
sions. 

Five days ef constant talking 
with dealers from all over the 
nation about problems—with no 
program to sell, or any particular 
trend to run down—certainly will 
give these service managers 
more of an “editor’s” view of 
what is going on than they pos- 
sibly could get in their own of- 
fices or conducted field tours. 

I only wish there could be some 
similar meeting of minds and in- 
formation between these service 
managers, with their technicians, 
and the bulk of independent serv- 
ice men. 

We know that due to lack of 
dealer facilities, and other causes, 
a large percentage of owners must 
have their cars serviced outside 





franchised dealer shops. How they 
are serviced, depends a great deal 
on how much the independent 


knows about proper procedures, 
+ + * 


The Ice Is So Thin 


b yoe regional show that is desig- 
hated each year as the official 
version of the old ASI would be a 
grand place. Here the audience 
would be composed of jobbers, 
specialty service men and run-of- 
the-mine independent and filling 
station servicemen. 


But enough of that—I know 
just how thin the ice is on that 
pond with independent parts 
makers competing with factory 
parts and accessory departments. 
Then, too, there is the attitude 

of a great many dealers toward the 
independent shop down the street- 
even though these same dealers 
may be part of the reason for the 
independent’s existence. 

Why? Because they do not fur- 
nish the space or the workman- 
ship that would put him out of 
business. 


New AAR Officers 


HE new Affiliated Automotive | 

Affiliated Representative offi- 
cers for the year have been an- 
nounced. 

Claude Sharp, Detroit, is presi- 
dent; J, Austin Elliott, Vancou- 
ver, B. C., first vice-president; J. 
McEwen Cherry, Nashville, sec- 





ond vice-president; Harry G. 
Kitchen, Richmond, Ind, 





treasurer, and Harry C, Youncer, 
Pasadena, Calif., secretary. 

Ben M. Asch, New York, is chair. 
man of the board and Ed L. Lee 
is executive secretary with offices 
at 17 W. Sixtieth St., New ‘ork 
City. 

By the way, M. M. Wendell 
troit, is the only woman dircctor 
of this association and one of two 
women carrying on a manufac- 
turer’s representative business in 


the association. 
a * = 


Old Friends Pass 


I WAS sorry to hear of the death 
of Hugh C. Weed, a good friend 
and a namesake. 

Weed, former president of Car. 
ter Carburetor Co., made frequent 
trips to Flint during the early war 
days and whenever he and I were 
at the Durant at the same time I 
would get his mail and he would 
get mine. It seemed a hopeless task 
to try and get the mail clerks at 
that “boarding house” to distin- 
guish between H. C, and J. C. 

Hugh was under average in 
stature and those of you who 
know me know that Ill never 

be anything but a line man on a 
football team as far as size goes. 
So I used to rib Hugh about I 
being his shadow and he mine— 
the shadows being représentative 
of our importance in the industry. 

Another friend, a designer for 
Packard and a son of a Packard 
president, also “went over the hill” 
last week. I'll always remember the 
ride Ed Macauley gave me some 
years ago in his first creation of a 
plastic top for convertibles. 

It was raining quite hard out at 
the Packard proving ground that 
day and I poured cold water on 
Ed's enthusiasm about the new en- 
closure as my ears rang from the 
drumming of the rain on the roof. 


De- 





Dermatitis Costs $100 Million . . . 


Industry Health Hazard 


NEW YORK, — A recent survey 
of 141 plants, covering 429,000 em-| 
ployes, has shed new light on in- 
dustry’s major health hazard 
dermatitis, which has been esti-| 
mated to cost industry at least $100| 
million annually. 


The survey of major manufac- 
turing industries revealed that 
26 percent of employes are ex- 
posed to potential skin irritants 
daily. Of these, at least 9 percent 
actually contract some form of 
skin trouble resulting in lost man 
hours. 

The 59 companies able to supply 
information on time lost from the 
job lost 18,219 man hours in 1955. 
Analysis indicates that this figure 
should be much higher, since many | 
companies did not know the extent | 
of the dematitis problem, or the} 
amount of lost time it incurred. 

According to the survey, con- 
ducted by the Assn. of American 
Soap & Glycerine Producers, the 
best method of combatting indus- 
trial dermatitis is through edu- 
cating employes on how to recog- 
nize its causes and how to prevent 
skin disease before it occurs. 

Figures show that three-quarters 
of the sample rated such educa- 
tional programs effective and indi- 


UMS Chief Cites 
Growing Market in 
Replacement Field 


(Continued from Page 13) 








stations, dealers and garages across 
the country. 
+ * + 
THERS told the distributors 
that UMS has been expanding. 

“In 1946 we had 20 zones, 103 
sales districts and 106 active sales- 
men,” he said. “Today we have 28 
zones—an increase of 40 percent. 
We now have 147 districts—an in- 
crease of 43 percent. And our sales- 
men total 434—the largest and most 
active selling force in the automo- 
bile parts industry.” 

Lape added, “Car dealers are 
holding ‘their own in the service 
field. Independent garages have 
consistently fallen off since 1948, 
but the service station is growing 
so fast as a service outlet that it 





must be given a high priority for 
merchandising action.” 








cated they were needed—while only 
a third already provided any em- 
ploye education along this line 
Other measures rated effective 
were: Plant posters (64 percent), 
washroom decals (55 percent), and 
employe leaflets (44 percent). 


Pointing up the value of em- 
ploye education is the fact that the 
high incidence of dermatitis con- 
tinues even though almost all of 
the companies provide soaps and 
skin cleaners (96 percent) and 
towels (91 percent). More than 
two-thirds provide showers, pro- 
tective clothing, protective creams 
and ointments (mainly larger com- 
panies.) Ninety-three percent re- 
ported that their employes used 
these facilities regularly. (82 per- 
cent provided company-paid clean 
up time for employes. 


The survey shows that a large 
share of the dermatitis problem 
falls on small industry. In plants 
employing 500 and under, a 
greater percentage of employes 
(36 percent as opposed to the 26 
percent average figure) actually 
face exposure to potential irri- 
tants. Yet of those plants, 84 
percent did not provide employe 
educational programs on cleanli- 
ness. These figures indicate that 
smaller plants are perhaps less 
aware of the dermatitis problem. 
Other facts revealed by the sur- 
vey provide information useful in 
combatting the dermatitis health 
problem: 

Oils, greases, chemicals, solvents, 
acids, alkalis and cleaning agents— 
in that descending order—comprise 
nearly 60 percent of the potential 
irritants reported. 

Production and processing de- 
partments were listed as work 
areas with highest irritation po- 
tential, 

Over a third of the participants 
reported employes are most likely 
to suffer skin irritations within 30 
days on the job. This again points 
up the necessity for educating new 
employes, in particular, on proper 
preventive measures and clean-up 
techniques. 


Florida Assn. Moves 


ORLANDO, Fla. — The Florida 
Automobile Dealers Assn, has 
m ov ed «its offices to 406 Rutland 
Building, Orlando. Walter C. Mal- 
lory is general manager of the as- 
sociation. 
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superintendent, Lee Tribbey, when| Francis Motor Car Co. (Ford), was 


Service Briefs 


NEW BRUNSWICK, N. J. — A 
new epoxy resin autobody repair 
kit, in which the resin and non- 
toxic hardener are pre-measured 
for mixing, has been developed by 
Permacel Tape Corp. here. 

The kit is designed to overcome 
hurdles arising from the critical 
mixing tolerance of resins, Perma- 
cel said. With the kit, the repair 
man does not have to measure out 
the resin and hardener. Both com- 
poenents are pre-measured in such 
a way that one container of hard- 
ener is paired with one container 
of resin, the firm said. 

+ * = 
Chrysler Parts Building 
Going Up in Vancouver 


VANCOUVER, B. C. — Chrysler 
Corp. of Canada is erecting a $650,- 
000 parts plant here. It will be ready 
for partial occupancy in March, 
although the official opening is 
scheduled for June. 

The building will also house re- 
gional sales offices. It is located on 
a 7%-acre site and will have 53,000 
square feet of floor space. 

> 


Permacel Appointed 


FORT WAYNE, Ind. — Permacel 
Tape Corp., New Brunswick, N. J., 
has been appointed national sales 
agent in the electrical motor repair 
field by Rea Magnet Wire Co., Inc. 
Rea said it will continue to service 
the original-equipment basis on a 
direct basis. 


> * * 


GM Expands Okla. Site 


OKLAHOMA CIT Y. — General 
Motors is adding 6,307 square feet 
of classroom. space to its training 
center here. The addition will con- 
sist of two classrooms which will 
raise the square footage of the in- 
stallation to 32,279. 

> > = 

GM Adds Training Space 

ST. LOUIS. — A total of 6,307 
square feet is being added to the 
General Motors Training Center in 
Kirkwood, Mo. 

> 


Stewart-Warner at Fair 


CHICAGO. — Stewart-Warner 
Corp. will be an exhibitor at the 
Chicagoland Fair, a business, in- 
dustrial, and cultural exposition to 
be held at Navy Pier, June 28-July 
14, 1957. Sponsored by the Assn. 
of Commerce and Industry, the fair 
will feature five miles of exhibits 


and pageants. 
. * * 


Battery Kit for Dealers 


CLEVELAND. — A kit of bat- 
tery catalogs, price sheets, signs, 
ad preprint, servicing chart, price 
tags and guarantee forms is being 
supplied to its dealers by Willard 
Storage Battery division. 

- 


S-P Parts Depot Opens 

VANCOUVER, B. C. — Stude- 
baker-Packard of Canada, Ltd. 
is establishing a new parts depot 
here at 1165 Seymour St, 


7 * > 


Gustin-Bacon Picks Rep 


PITTSBURGH. — Dravo Corp. 
has announced that its Keystone 
division has been named regional 
distributor for fiber glass insulation 
products of Gustin-Bacon Mfg. Co., 
Kansas City. 

- 


Calif. Service Center 

GLENDORA, Calif. — Arrow Au- 
tomobile Service Center has opened 
here at Arrow Highway and Glen- 
dora Ave. It is comprised of three 
firms, a Texaco gasoline station, J. 
& D. Automotive Service and Glen- 
dora Auto Parts Co. 

> * + 

Navarro Names Barrada 


KEY WEST, Fila. — Julio Bar- 
rada has been appointed service 
manager for Navarro, Inc., 601 
Duval. . 

er * 


Colorado Joins Move 


To Train Mechanics 


DENVER. — Colorado has joined 
the National Standard Parts Assn. 
in its move to increase automotive 
instruction in the schools. 

Harry C. Porter, Porter Brothers, 
Inc., Denver, has been named chair- 
man for the program, W. G. Flan- 
nery, Colorado supervisor of trade 
and industrial education, has of- 
fered his aid. Porter has promised 





fullest cooperation to schools set- 
ting up courses or desiring to ex- 
pand courses. 

* * * 


Ridenour Parts Moves 
KOKOMO, Ind. — Ridenour Auto 
Parts has moved into a new 
concrete-block building. Carl Riden- 


our and his son, Frank, are owners. 
* * * 


Canadian Wholesale Assn. 


Forms a New Division 


OTTAWA.—The Canadian Auto- 
motive Wholesalers’ & Manufactur- 
ers’ Assn. has organized a new divi- 
sion comprising wholesalers in area 
from Windsor to Galt, Ontario. 

The association said there has 
been a growing demand for such 
a division because of the number 
of members in this area and it cuts 
down distances that members for- 
merly had.to travel when attending 
meetings in Toronto. The central 
division, which meets regularly in 
Toronto, will continue to take in 
members from Ontario east of Galt. 


Officers of this new division are: 
S. L, Courtis, chairman, Kitchener; 
Ken Thomas, vice-chairman, Lon- 
don, and R. J. Anderson, secretary, 
Kitchener. 

* + + 


2 Southern Representatives 


Appointed by Buxbaum 

CANTON, O. — Buxbaum Co., 
makers of Akro tire and tube re- 
pair materials and other automo- 
tive products, has appointed South- 
ern Sales Co., Jackson, Miss., as 
the company’s representative in 
Alabama, Mississippi and western 
Tennessee. 

McDonald, McPherson & Bowling 
has been appointed representative 
for Florida, Georgia and east Ten- 
nessee, with headquarters in At- 
lanta. 


+ * * 
Emich Presents Engine 
EVANSTON, Ill. — Thomas E. 


Emich, president, North Shore 
Chrysler-Plymouth, has presented a 
Chrysler New Yorker V-8 engine to 
Evanston Township high school for 
experimental testing and repair by 
students in the auto shop classes. 
The national shortage of well- 
trained machine specialists was 
pointed out by Emich and his shop 





making the presentation. 
* + * 


Canadian Rep Named 


CLEVELAND. — Appointment of 
Pneumatic Industrial Equipment 
Co., Ltd., Toronto 13, as distributor 
for Parker o-rings and related 
molded rubber products, has been 
announced by D. A, Cameron, gen- 
eral sales manager, Parker Appli- 


ance Co. here. 
+ * * 


Shepard Elected 


SACRAMENTO, Calif. — Frank 
Shepard has been elected president 
of the Automotive Maintenance 
Assn, of Sacramento. Gilbert Stein- 
haus is vice-president, and John 
Dosdorian is secretary - treasurer. 
Directors are Gene Harris, Dave 
Ellis, Bill Aston, Howard Emick, 
Robert Welday, Robert Clark and 
Jack Cross. 

o + * 


Parts-Service Club Elects 


Nelson in Portland, Ore. 


PORTLAND, Ore. — William P. 
Nelson, service manager, Braley & 
Graham (Buick), has been elected 
president of the Portland Parts and 
Service Managers club for 1957, He 
succeeds Harry Ewing, A. B. Smith 
Chevrolet Co. 
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elected vice-president; Frank Hea- 
ton, parts manager, Wolfard Motor 
Co, (Ford), secretary, and Ken 
Smith, parts manager, A, B. Smith 
Chevrolet, treasurer. 

+ * + 


Transmission Firm Opens 

TOLEDO, — Toledo Automatic 
Transmission Service, for repair of 
all types of automatic transmis- 
sions and general auto repair work, 
has opened here. 


Retirement Plan Adopted 


By Hammonton Investment 


HAMMONTON, N. J.—Hammon- 
ton Investment & Mortgage Co. has 
adopted an employe-security pro- 
gram which provides both a guar- 
anteed lifetime income and “sub- 
stantial” death benefits for 
dependents. 

It was underwritten by Pruden- 
tial Insurance Co. and follows the 
terms of the Chrysler Corp. retire- 
ment program, according to Lewis 
L. Colasurdo, HIMCO president. 


C of C Elects Thompson 


JACKSONVILLE, Fila. — Gordon 
E. Thompson (Chevrolet) has been 
elected president of: the Jackson- 


Nate Kromling, service manager, | ville chamber of commerce. 
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leading dealers everywhere choose 


ARO LUBE EQUIPMENT 


Go modern . . . go ARO! That’s the trend everywhere today 
among profit-minded service stations, garages and car dealers! 
Switch to ARO Lubricating Equipment for the most advanced 
features to save steps, time and effort on every lube job. ., 
plus look-ahead styling . . . plus Aro-engineered depend- 
ability. You’re missing a lot unless you have Arolube equip- 
ment... today’s top moneymaker in lube service. See your 
Automotive Wholesaler. 


AROLUBE SERVICE REELS save space 
+... Speed service ... step up customer- 
appeal and profits! Easily installed in any 
combination of units for chassis, gear, 
motor oil, air, water, automatic trans- 
mission service. Go overhead to get ahead! 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro of California, 3141 S. Grand Ave., Los Angeles 7, Calif. 
Aro Equipment of Canada, Ltd., Toronto 15, Ontario 
Offices in All Principal Cities 


LUBE EQUIPMENT 


Automotive—farm—industry 
Also ... Air Tools ... Aircraft 
® Products ... Grease Fittings 
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Aro Opens Annual Lubrication School— 

Aro Equipment Corp. opened its !1th annual series of lubrication service schools 
with a one week session of its main factory in Bryan, O. Students utilize their class- 
room instruction at work benches, where they learn to assemble and test many kinds| Pump, Feb. 13; Body Fitting and 


of Aro lubricating equipment. 
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and service! 





When you’re ready to get new bearings to match the old, 
meet exactly the right replacements in the Federal-Mogul line. That’s 
because the line is complete—whether you need bearings for one of the 
newest engines or a real old timer. It’s a fact that most of the 700,000 
mechanics in the U.S. and Canada prefer service bearings in the black 
and red box—they know they can depend upon Federal-Mogul quality 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


DETROIT. 


next month—a regular feature of 
| AuTomoTive News. 


For Make Servicemen 
AMERICAN MOTORS — During} 
the period Jan, 28-Feb. 22, Ameri- 
| can Motors’ zones will be conduct- | 
|ing 1957 Rambler Flash-O-Matic 
and 1957 four-barrel 





transmission 
earburetor schools at dealer level. 
These schools will be conducted by | 
zone parts and service represen- | 
tatives. 

| CHRYSLER DIVISION—Center- 
line, (Mich.) training center, En-| 
| gine Reconditioning — (complete) | 
| Jan. 28-Feb. 1; Engine Diagnosis | 
jand Tune-up, Feb. 4-6; Body Fit-| 
| ting and Sealing, Feb. 7-8; Brake 
and Power Brakes, Feb. 11; Coaxial 
| Power Steering, Feb. 12; Front 
| Suspension and Power Steering 





| Sealing, Feb. 14-15; Special School 


/ 
You always meet your match 


inthe FEDERAL-MOGUL LINE! 


That's why most mechanics prefer to buy 
replacements in the black and red box 


you'll always 





Service Schools in Field 





Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


— Here is the sched-|for Chrysler Regional Service Per- 
ule of field service schools for the sonnel, Feb. 18-22. 


FORD DIVISION — From Jan. 
28-Feb. 22, Ford District service 
school instructors will be con- 
ducting 1957 model truck intro- 
ductory courses in all 35 sales 
districts, These courses cover new 





Trico Patent Suit Briefs 
Due in U. S. Court Feb. 1 
BUFFALO. — Final briefs in 


the $17 million patent suit 
brought by two John W. Ander- 


son-controlled Gary (Ind.) firms | 


against Trico Products Corp. will 
be exchanged before Feb. 1. 

After filing the briefs, both 
sides will await the decision of 
U. S. Judge Justin C. Morgan. 
Initial briefs earlier were ex- 
changed in conformity to court 
order and Judge Morgan fixed 
Feb. 1 as time limit for filing 
answers. 
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RESEARCH * DESIGN « METALLURGY « PRECISION MANUFACTURING ¢ SERVICE 


engine, electrical and cha 
features, the tilt cab and 
transmissions, 


GMC TRUCK & COACH Diy, — 
Milwaukee — V-8 Tune-up, lower 
Steering, Jan. 28; Diesel, Fe: 11. 
18; Houston, Hydraulic Brakes, 
Jan. 28; Cleveland, Fuller Trans- 
mission, Jan. 28, Hydra-Matic, Feb, 
11; Pittsburgh, V-8 Tune-up, 
Hydra-Matic Linkage, Hydra. 
matic Brakes, Jan. 28, Holley 4900 G 
Carburetor and Distributor Over. 
haul, V-8 Tune-up and Hy dra. 
Matic Linkage, Feb. 4-11; Diesel In. 
jector Overhaul & Testing, Feb. 
18; Kirkwood, Mo., Turbo Diesel, 
Jan. 28; Golden Valley, Minn. 
Parts Training, Jan. 28; Wide 
Range Axle, Spicer 45 Axle, New 
Process Transmission, Hydraulic 
Brakes, Feb. 4; V-8 Tune-up, Car- 
buretion, Feb. 11; Hydra-Matie, 
Feb. 18; Tigard, Ore., V-8 Tune-up, 
| Pre-Delivery Service, Hydra-Matic 
| Linkage, Brake Servicing, Jan. 28- 
Feb. 4; Parts and Service Manage- 
ment, Feb. 11-18. 


UNITED MOTORS SERVICE— 
Classes held continuously at 30 
United Motors classrooms at 
General Motors training centers 
| throughout the country. Contact 
| United Motors service distributor 
|for training center locations and 
classroom schedules. Instruction in 
factory approved service methods, 
using the latest equipment, is avail- 
jable in (1) automotive electricity 
i(Delco-Remy), (2) carburetion 
(Rochester), (3) electronics (Delco 
|radio and Guide Autronic Eye), 
| (4) transmission (Hydra-Matic). 
| WHITE MOTOR CO. Mobile 
training unit, equipped to set up 
class in any service shop, will visit 
Philadelphia (34th and Indiana 
Ave., see G. M. Doll) Feb. 4-7; Bal- 
timore (703-728 E. 25th St., see J. 
|F. Costello) Feb. 11-14; Arlington, 
| Va. (2765 Jefferson Davis Hwy, 
|see G. B. Sandin) Feb, 18-21. Any- 
one desiring to attend the school 
|may write White Motor Co. at the 
|address given and to the attention 
| (Continued on Page 19, Col. 1) 
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Delco Expert 
Offers Tips on 
Battery Care 


ANDERSON, Ind. Proper care 
of the electrical system can save 
money and frayed nerves in winter 
| motoring, according to Frank P. 
Plovick, field service manager for 
General Motors’ Delco-Remy divi- 
sion. 

“Many winter starting troubles 
can be minimized,” Plovick said, 
“just by making sure the top of 
the battery is clean and that the 
cells are filled with electrolyte. 
| “The car owner can do these 
jobs himself, Other work which 
|may be needed had better be left 
to the skilled mechanic. This in- 
|cludes any necessary replacement 
|of wiring and adjustment of the 


| voltage regulator, plus ignition and 


motor tuneup.” 

Clamps, terminals and the top of 
the battery can be washed with a 
solution of two heaping teaspoons 
of baking soda to a quart of 
water, Plovick said. After a few 
minutes, the solution should be 
flushed off with clean water, and 
the terminals and clamps should 
be coated with petroleum jelly 
when dry. 

He emphasized that none of the 
soda solution should be allowed 
to get into the battery cells. In 
filling the cells, he advised distilled 
or demineralized water, since or- 
dinary water can introduce impuri- 
ties into the battery which tend to 
shorten the effective life and cause 
premature failure. 


Southwest Show 
Scheduled for 59 


DALLAS. — Directors of the 
Southwest Automotive Show, which 
will be held Apr. 4-7 here, have 
voted to return to the policy of a 
biennial show. Consequently, the 
next Southwest exposition will be 
held in 1959. 

The directors also decided to hold 
the space drawing for this year’s 
show at 9 a.m. Feb. 15 in the audi- 
torium of the Hall of States, Fair 
Park. The drawing previously had 
been scheduled for early January. 

As of the first week in January, 
75 percent of the booth space had 
been sold, and 275 jobbers had 
signed up as sponsors. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
(Continued from Page 18) 


ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories, 
industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 

ELECTRIC AUTO-LITE, Toledo 


Charles Motor Adds 


Rootes Franchise 


PROVIDENCE. — Charles Motor 
Co., Inc., is now franchised for the 
Rootes group of English cars in 
this city. 

The firm has been an authorized 
dealer for the German-made DKW 
since last September, Charles 
Fischer, president, has been a 
foreign-car dealer since the first of 
the year. 


of gentlemen listed. There will be a 
factory training school Feb. 25- 
March 1. Anyone desiring to attend 
contact T. W. Laurer at White 
Motor Co., Cleveland, O. 


For All Servicemen 

ALLEN ELECTRIC AND 
EQUIPMENT CO., Kalamazoo, 
Mich.—Allen Power-Tune course is 
being conducted throughout the 
U. S. and Canada by Allen whole- 
galers and authorized field sta- 
tions. Additional information can 
be obtained by writing directly to 
Allen Electric, 2101 N. Pitcher St., 
Kalamazoo, Mich. 

AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North) 
Chicago, Il. 

BEAR MFG. CO., Rock Island, | 
Mi.—School offers training in align- 
ment, balancing, and frame 
straightening and is located at 
2103-5th Ave., Rock Island, Ill. Ad- 
dress all inquiries to Mildred T. 
Clark, registrar. Next classes begin 
Feb. 4 and Feb. 11. 

BINKS MFG. CO., Chicago 
Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
spray equipment may attend. No 
tuition. Next class will be held 
Feb, 4-8. Contact W. Beachan, in- 
structor. 

CARTER CARBURETOR | 
CORP., St. Louis—Classes of 12 
men in carburetion starting each 
Monday for a three-week dura- 
tion. Classes will begin on Jan. 
28, Feb. 4, 11, 18. Contact nearest 
Carter distributor. | 

DEVILBISS CO., Toledo — One) 
week classes of limited size cover- | 





| 


B-W Unit to Build | 


New Indiana Plant 


CHICAGO. — Borg-Warner Corp. 
has announced plans for a 162,000- 
square-foot plant and office build-| 
ing in Auburn, Ind., to house its | 
Warner automotive parts division. 

Roy C. Ingersoll, B-W chairman, 
said construction is scheduled to 
start next spring and full occu- 
pancy is expected next fall. The 
new structure will be located! 
directly south of the division's | 
present facilities. 

Warner has been a separate B-W| 
division since 1938. In that year, it| 
was moved to Auburn where it oc- 
cupied the plant site and buildings 
that had been acquired from Au- 
burn Automobile Co. 


. 
Safety Project 
Augusta (Ga.) Dealers 
Aid Boys’ Club 

AUGUSTA, Ga. — The Augusta 
Automobile Dealers’ Assn. and Po- 
lice Chief F. B. Green have pledged 
their support to the newly formed 
August Automobile Safety Club, a 
youth organization. 

Claude Daniels, Daniels Lincoln- 
Mercury, said dealers have agreed 
to supply the group with old tools 
and used parts and have invited 
club members to visit their repair 
shops to view the work of trained 
mechanics. 

Dealers participating in the plan 
are Georgia Truck & Equipment 
Co., Pontiac Master Auto Service, 
Harison-Gulley Chevrolet, Inc., 
Walker Motor Co., Morgan Truck 
& Tractor Co., Robert Motor Co., 
Richmond Motor Co., Richards 
Buick Co., Eastern Motor Co., Dan- 
iels Lincoln-Mercury and Green’s 
Garage. 

Chief Green promised Police De- 
partment assistance in the club’s 
program of safety instruction. 





ment. 


owners demanding the 


Penn Jersey Buys Building 

PHILADELPHIA. — Penn Jersey 
Auto Stores has purchased a build- 
ing in northeast Philadelphia for 
use as a warehouse. The one-story 
building provides some 103,000 
square feet of space. 


1957 SUN Tune-Up Tester tests 9 
major engine areas in 10 minutes. 


—Courses open to anyone in the 
automotive trade. No fee for tuition 
or materials, Students learn basic 
information and fundamentals of 
electricity, magnetism and testing 
equipment; the battery as related 
to electrical system; component 
parts of electrical system, circuit by 
circuit, and wiring. Next class, Feb. 
4-22. Write William B. Selb or H. 
M. Riddle, instructors in charge, 
511 Hamilton St., Toledo, O. 

INLAND MFG. CO., Omaha — 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$100 otherwise, Course 
teaches: All aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
Neb., for reservation or further in- 
formation. 

RAYBESTOS DIV., Bridgeport, 
Conn.—A five-day course extend- 
ing from 8 a.m. Monday, Feb. 4— 
5 p.m, Friday, Feb. 8, will be held 
at the Raybestos brake service 
school and work shop located at 
Stratford, Conn. The training 
covers all phases of brake service 
work including major adjustments, 


1957 automobile design means that you should own 1957 
test equipment to sit in on the service game. The new 
engines are too sensitive to deliver their top performance 
without the use of down-to-date scientific testing equip- 


The old days of “‘playing it by ear” are long gone. Car 


best from their fine new auto- 


mobiles will go to the shop with the latest SUN TEST 






1957 SUN Master Motor Tester 
makes 32 motor tests, the most 
complete precision engine test 
equipment ever designed. 


1957 SUN Master Distributor 
Tester makes 12 accurate tests of 
the distributor (the heart of the 
engine). 





Chrysler Graduates 


154 Plant Apprentices 
DETROIT, — Graduation exer- 
cises for 154 men who have com- 
pleted a total of nearly 1,500,000 
hours of instruction in Chrysler 
Corp.’s apprentice training pro- 


gram were held here last week. | 
Each of the graduates worked | 


and studied from four to five 
years to achieve journeymen 


status in the trade of his choice, | 


including die making, tool mak- 
ing, machine repairing, pattern 
making, die-model building and 
pipefitting. Chrysler Corp. now 
has approximately 700 apprentices 
in its factories and an additional 
700 men have completed appren- 
tice training since the current 
program was begun by the com- 
pany in 1945. 





minor adjustments, and complete 
brake overhauls on all types of 
brake systems. Personal instruc- 
tion is augmented by a technical, 
full-length, color, sound, motion 
picture for a well integrated train- 
ing program, Individuals who suc- 
cessfully complete the course will 
receive a certificate showing that 
they are qualified to work on all 


types of automotive brakes, Write 
to J. Kane for further information. 
| Courses will be conducted by A. 
| D'Andrea. 

STEWART - WARNER CORP., 
| Chicago—A five-day course for 
| Alemite service depot men will 
| be held at the Alemite factory in 
| Chicago from Feb, 11-15, Subject 
| matter to be covered is servicing 
of Alemite lubrication equip- 
| ment. Instructor in charge will 
be Raymond Frazier jr. 

SUN ELECTRIC CORP. 
| Classes in service merchandising, 
| Jan. 28 eb. 1, test equipment 
|operation, Feb. 4-8, principles of 
| electrical testing, Feb, 11-15, engine 
| tune-up, Feb. 18-22. Classes will be 
held at Chicago technical training 
center. Instructors will be G, A. 
Lane, R. C. Heidrich, A, E, Even- 
son, and G. A, Buhr. 

THERMOID CO., Trenton, N, J. 
—No definite school schedule. 
Classes are held whenever there 
is a demand from students for 
brake service information, and are 
held by J. A. McLaine in the Ther- 
moid engineering department test 
garage. There is no tuition, but 
students are expected to pay their 
own living expenses, Session takes 
approximately five days. Text book 
| furnished to students at no charge. 





EQUIPMENT. SUN AUTOMOTIVE TEST EQUIPMENT is constantly 
improved in electrical design and circuitry to keep abreast 
of all current automobile testing problems. 


Want to stay in the service business ? Get SUN TEST EQUIP- 
MENT—clip the special 1957 automotive test’ specifica- 


tions coupon to your business 
mail it RIGHT NOW. We will 
fications on all 1957 cars. 


card or letterhead and 
mail you full test speci- 





ELECTRIC CORPORATION 
6323 N. Avondale, Chicago 371, Ill. 


SUN DEPT. AN-1 


This coupon entitles me to full 
test specifications of 1957 cars 
and 1957 SUN TEST EQUIPMENT. 
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FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 





THOMAS J. O'’NEIL ARTHUR HATCH 


JOSEPH E. BAYNE WALKER A. WILLIAMS 





A weekly roundup of news No. 14 OF A SERIES 


and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


“What is the 
Dealer Policy Board?” 


“We've been asked that question frequently by dealers during the past eight 
months. When they’re told what we do, they agree that the Ford Motor Company 
Dealer Policy Board is unique—a high-level group—without sales responsibility 
—whose principal purpose is to familiarize itself with the basic problems of our 
dealers and to work for the improvement of their position. 


“The members of the Dealer Policy Board were carefully chosen because of their 
long and varied experience working with dealers. Walker A. Williams, Vice- 
President, Ford Motor Company, is Vice-Chairman of the Board, and the other 
members are Joseph E. Bayne, Arthur Hatch, and Thomas J. O’Neil. 


“One of the important functions of our Board is to represent dealer interests to the 
company. When policies affecting dealers are being made, we help to initiate and 
formulate those policies from the beginning, and we constantly review the 
administration of those policies after they have been established. 


“Another important function of the Board has been to maintain a direct and con- 
tinuing contact with you. From the beginning, Board members have traveled 
throughout the country to meet in confidential sessions with you individually 
and in groups to learn of your ideas and suggestions. 


“We have also received a number of direct communications from many of you in 
which you seek the advice and the assistance of the Board. These have come from 
all parts of the country and cover a wide variety of subjects. We will continue to 
make every effort to give the assistance requested. 


“Your honest and outspoken comments indicate that you approve of this unusual 
venture in company-dealer relationships. We appreciate your candor. 


“Our aim is that the Dealer Policy Board shall represent the conscience of the 
company in its relations with our dealers. We are working constantly to insure 
that the good relations that have always existed between us will be improved in 
the new era of growth and development ahead.” 


pee ae 


Chairman, Dealer Policy Board 
VICE-PRESIDENT, FORD MOTOR COMPANY 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD © MERCURY ¢ LINCOLN © CONTINENTAL 
FORD TRUCKS * TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Survey Gauges Reaction 
To Nylon Upholstery 


———s percent of those 
interviewed were aware of hav- 
ing nylon upholstery in their cars 
and nearly 80 percent expressed a 
preference for this type of seat cov- 
ering, according to results of a 
survey conducted among Buick 
owners. 

Sponsored by duPont to deter- 
mine consumer reactions to nylon 
automobile upholstery, the survey 
was made in such a manner that 
the respondents did not know 








that duPont was in any way con- 
nected with the investigation. 
Questionnaires were directed to a 

group of 5,000 Buick owners. A total 
of 2,773 replies were received. A 
summary of the findings shows that 
more than three-quarters of the 
respondents knew that their cars 
had nylon upholstery. 


Interior trim stylists and body 
engineers should be interested to 
learn that 45 percent of the returns 
indicated that upholstery had been 
used as a selling point by the new- 
car salesman. 

7 * a7 
—_ evidence that uphol- 
stery is a potent selling influ- 


Averege Volve 
Perrone! Tools 


Per Men 


Phas $30,000 Dollars of Major Tools & Equipment of 
Geakam's to Gaarantee You Sotistaction — Bring Your 


Cor in New! 








—~ me 


with ads, men and 


FREE ESTIMATES! Budge! Terms Available! 


GRAHAM cm 
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Look at these Snap-on cabinets and 
tool boxes and you can tell Graham 
mechanics are well equipped to handle 
today’s complicated service work — and 
really do a good job. Graham is proud 
of its talent and tools — and Snap-on 
is proud to be part of this great service 


team. 


Do the men in your shop know the 
extra pay-boosting advantages of being 
completely equipped with efficient, time- 









*Snap-on is the trademark of Snap-on Tools Corporation. 


SNAP-ON TOOLS CORPORATION 


8082-A 28th Avenue ® Kenosha, Wisconsin 


ence may be seen in the assertion 
that 10 percent of those replying 
said that the upholstery played a 
major role in their decision to buy. 
Nearly 65 percent of the respond- 
ents said upholstery played at least 
some part in their decision to pur- 
chase their car. 

Auto upholstery features con- 
sidered most important by those 
surveyed were: Ease of care, 
long life, attractive colors and 
retention of original appearance. 
Durability and ease of cleaning 
were principal reasons given by 
the 78 percent who expressed a 
definite preference for nylon up- 
holstery over upholstery made of 
other fibers. 

The summary also quoted figures 
that purport to show a strong pref- 
erence for nylon among car owners 
who had had previous experience 
with cotton, wool and rayon trim 
materials. 

Among the “free response’ com- 
ments, favorable remarks were 
more than double the number of 
unfavorable comments, In the cate- 

gory of alleged disadvantages, 578 
persons criticized the nylon mate- 
rial for such factors as: “Stains 
and soils too readily, difficult to 


Graham Motor Sales Co., Bloomington, Ind., has the formula for 
bringing in service customers — hard-hitting advertising, experienced 
mechanics, plus a wide assortment of Snap-on tools. 
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$430 Billion Product 


By Mid-1957 Foreseen 


CHICAGO. — There is a good 
chance that the gross national 
product will be up to $430 billion 
by mid-1957, according to Ernest 
T. Baughman, assistant vice- 
president, Federal Reserve Bank 
of Chicago, 

Baughman said the probability 
of continued economic growth at 
the rate of 3 percent to 4 percent 
per year seems bright, He cau- 
tioned, however, that fluctuations 
in various lines are to be ex- 
pected, “Some recovery” in autos, 
as compared with this year, is to 
be expected, he said. 





clean and too much sstatic elec- 
tricity.” 
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Differential, Coil Spring 
Improvements Demonstrated 


ONDITIONS in midwinter De- 

troit are just about ideal for 
establishing the antispin merits of 
a torque-bias differential, Person- 
ally, I have long been convinced of 
the theoretical benefits of such a 
design, although my actual driving 





Graham Motor Sales 
makes service pay 
-o#¢ tools 


saving tools? If not, they can get real 


help from the Snap-on 


man. On his 


regular calls, he can work with each man 
on an immediate selection of tools. He 
can add tips on tool use. He can arrange 
credit plan terms to make it easy for 
mechanics to own the tools and tool cab- 
inets they need. And these same easy 
terms are available to you for needed 
shop equipment. Ask your Snap-on man 


for further details. 























experience with these units had 
been limited. 

Now, after a week with the 
Studebaker President, my predom- 
inant enduring impression is not so 
much related to the details of the 
improved differential action (as it 
tends to maintain positive traction 
and avoid skidding)—but, rather, 
the overall assurance of added 
“security” attributable to confidence 
that I was driving a car with the 
most advanced type of differential 
available on original equipment. 

Intermittent periods of snow, 
freezing rain and semithaw con- 
ditions afforded an excellent op- 
portunity to study action of the 
car on slippery paved streets and 
muddy unpaved roads. Under such 
adverse conditions, rear - wheel 
driving torque automatically ad- 
justs itself in proportion to trac- 
tion available at each wheel. 

This type of rough-road driving 
also served to demonstrate how 
improved control of ride motion is 
achieved with Studebaker’s new 
variable-rate front coil springs. 
With coil spacing closer together 
at one end of the spring than at the 
other, the action is that of a spring 
which becomes stiffer with increas- 
ing load. 

This provides, in effect, a “soft” 
ride when negotiating small bumps 
and a firm, steady suspension ac- 
tion when passing over larger 
irregularities in the road surface. 
The net effect probably is to permit 
a suspension that gives a more 
comfortable boulevard ride while 
Providing roadability and con- 
trolled wheel motions on rough 


roads. 
> = * 


Progress Is Reported 


On Torsion Bar Suspension 


CERaRE to the general 
assumption, the decision to pro- 
duce a 1957 Packard with Stude- 
baker’s coil and leaf-spring suspen- 
sion system need not necessarily be 
construed as a death penalty for the 
front-to-rear torsion-bar principle 
used on Packard’s 1955 and 1956 
models. 

While it is true that produc- 
tion on this type of suspension 
has been (temporarily?) discon- 
tinued, and nothing has yet been 
revealed concerning details of 
1958 Packard cars, inventor Wil- 
liam D. Allison continues to re- 
fine the basic design through 
simplification and detailed im- 
provements. 

Although refraining from com- 
ment on the status of negotiations 

with firms that are interested in 
his suspension ideas, Allison did 
tell me recently that progress has 
been made in adding three major 
improvements to the torsion-bar 
system. 

The first is a newly patented 
front stabilizer that acts as a 
“leader” spring and gives the 
needed supplementary rate on the 
front suspension to guide it through 
major waves and dips in the road. 
This is said to give improved sus- 
Pension control on rough roads and 
undulating surfaces without im- 
pairing ride softness under smooth, 
boulevard conditions. 

. aa = 

IMPLIFICATION of electrical 

wiring on the compensator con- 

trol is the second improvement 
cited by Allison. He said the sys- 
tem now is running on one control 
switch (sealed against moisture) 
and one toggle switch on the dash. 
As an added precaution, the load 
compensator circuit also has been 
separated from that for the body 
wiring. 

The other evolutionary refine- 
ment mentioned by Allison is the 
replacement of needle bearings on 
torsion bar supports with inexpen- 
sive bearings that do not require 
lubrication. 

While the idea of connecting 
front and rear suspensions of a 
vehicle remains a highly contro- 
versial subject, Allison points out 
that Packard’s use of this princi- 
ple has given a worldwide boost 
to the relatively new suspension 
concept. 

Attesting to the future outlook is 
Allison’s quote from a European 
engineer who said that such sus- 
pensions are an economic necessity 
in Europe, and predicted that the 
need for interdependent front and 
rear suspensions will be recognized 
and adopted in Europe by 1960. 

Summarizing his own views on 
this subject, Allison said: “I feel 
that the merits of the torsion-bar 
setup for connecting front and rear 
suspensions eventually will win out 
as the best way to do the job.” 
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Court D 


By Leo T. Parker 
Attorney at Law 

AST month a higher court 
rendered an important decision 
to the effect that an automobile 
dealer always is 
liable for negle- 
gence of an auto- 
mobile driver if 
he knows at the 
time he so in- 
trusts it to him 
that the driver 
was reckless or 
incompetent to 
drive motor vehi- 

cles. 

However, the 
fact that the 
driver is a minor, or has no license 
to drive an automobile, does not 
render the dealer liable for injuries 
and damages caused by one per- 
mitted to drive the automobile. 

For example, in Finch v. Platte 
Motor Co., 297 Pac. (2d) 594, the 
testimony showed facts, as follows: 
A salesman for Platte turned a car 
over to a fifteen-year-old boy who 
was driving the automobile at the 
time of an accident for a tryout 
before purchase, without inquiring 
if the boy had a driver’s license or 
making other investigation con- 
cerning his competency to operate 
the motor vehicle. 

Instead of driving around the 

. block, as was intended by the 
salesman, the boy drove through 

the town and onto the state high- 

way, where he proceeded to drive 





L. T. Parker 


’ at a speed of at least 85 miles 


and possibly as high as 90 miles 
an hour. While driving at this 
excessive and unlawful speed, he 
attempted to go around and pass 
another car travelling in the same 

direction and when he saw a 
third car approaching from the 
opposite direction, he applied 
brakes and swerved to the left, 
trying to avoid a collision. This 
caused the vehicle to leave the 
road, overturn and roll over a 
number of times, 

In subsequent litigation no proof 
was given that the salesman knew 
that the boy was a reckless or in- 
competent driver. Hence, the higher 
court held Platte Motor Co. not lia- 
ble, and said: 

“The burden was upon the plain- 
tiff (Finch) to produce evidence 
that the salesman either knew or 
had reason to know that the young 
man was of a wantonly careless 
disposition and completely without 
regard for the welfare of others. 
We find nothing in the evidence 
which shows there was any fact or 
circumstance apparent or occuring 
to warn or apprise the salesman 
that the driver who wrecked the 
car was other than a person com- 
petent to operate the same.” 

This court further explained that 
the actual knowledge of a driver’s 
characteristic recklessness may 
make the dealer liable for the reck- 
less negligent act of the driver to 
whom he entrusts a motor vehicle 
for trial, 

However, in absence of actual 
knowledge that the individual is a 
reckless driver, and consequently 
an incompetent driver, the legal 
duty of the dealer who entrusts a 
motor vehicle to him must be meas- 
ured by what he knows or what 
became apparent to him, or by what 
would have reasonably become ap- 
parent to an ordinary person under 
the same circumstances. 

For comparison, see Gulla v. 

Straus, 154 Ohio St. 193. This 


USED CAR DEALERS 
We can supply you with 
CHEVROLETS 


1955 - MODELS - 1956 
other makes too 


lowest wholesale prices 
all cars clean 


As Near As Your Telephone 


EMKAY, INC. 


6850 Cottage Grove Avenue 
Chica 37, IMinois 
: MUseum 4.6969 
Ask for Ben Geller 


Lawsuits Affecting Dealers ... 








ecisions 


court held that the fact that an 
automobile dealer permits an un- 
licensed person to drive his auto- 
mobile will not subject the dealer 
to liability on the theory that he 
has permitted the use of the car 
by an unskillful or incompetent 
operator, 

For further comparison, see 
Baader v. Driv. 120 So. 515, 517. 
In this case the higher court held 





Chevrolet Dealers Elect 


Wolfson in St. Louis 


ST. LOUIS. — Robert L, Wolfson, 
president, Feld Chevrolet, has been 
named president of the Chevrolet 
Dealers Assn., of St. Louis. He 
succeeds Mike Bilgere, president, 
Bilgere Chevrolet. 

The organization was started in 
1935 and has been active in such 
activities as furnishing autos for 
driver training to schools, soap box 
derbies and United Fund collec- 
tions. 


a dealer liable in heavy damages 


ducting a driverless automobile 


for injuries caused a pedestrian by| rental business within the city. 


an intoxicated driver of the auto- 
mobile. The testimony showed that 
the dealer knew that the driver was 
intoxicated when the dealer per- 
mitted him to drive the car. 

* * x 


Hertz Tax Upset 


Aes to a late higher 
court decision a city cannot 
enact a valid tax law against auto- 
mobile rental companies on the 
basis of a state law which author- 
izes cities to tax companies which 
transport passengers. 

For illustration, in City of Corpus 
Christi v. (Hertz) Driv-Ur-Self Sys- 
tem, 284 S. W. (2d) 927, it was 
shown that a state law authorizes 
cities to levy “permit taxes” for the 
privilege of operating motor vehi- 
cles transporting passengers for 
hire. 

The higher court held that this 
state law does not authorize a 
city te levy a tax for privilege of 
conducting a driverless automo- 
bile rental business, 

In this case the higher court held 
invalid an ordinance which required 
Hertz Driv-Ur-Self System to pay 
a fee of two percent of its gross 
receipts for the privilege of con- 





* * * 


Court Upholds Chicago 
SS to a late higher 
court decision a city may con- 
demn and appropriate for a public 
parking lot more land than is at 
present needed for this purpose. 

For example, in City of Chicago 
v. Newberry, 113 N. E. (2d) 61, the 
higher court held valid a city ordi- 
nance which authorized the city to 
confiscate all private property in 
a city block for use as a public 
automobile parking lot. 

This court, also, explained that 
the city need not pay the owners 
of the real estate more than the 
actual present value of their con- 
fiscated property. 

The court said: “As to the 
amount of the land appropriated, 
a municipal corporation , . . will be 
permitted a large discretion in 
determining for itself the amount 
of land to be taken. It is, of course, 
permissible for the condemnor to 
take not only sufficient land for the 
present need, but it may, and 
should, anticipate the future in- 
creased demands for the public 
use to which the land is to be 
devoted.” 





‘Plastic Production 
In °56 Rises to 
4 Billion Pounds 


NEW YORK, — Plastics produc- 
tion passed four billion pounds last 
year by increasing 10 percent over 
1955, it has been estimated by the 
Society of the Plastics Industry, 
Inc., which said ten years ago pro- 
duction was less than one billion 
pounds, 

The total production for all plas- 
tics and synthetic resin materials 
for 1956 will be approximately 4,- 
112,900,000 pounds, compared with 
actual production in 1955 of 3,738,- 
916,000 pounds, the society said. 

Last year’s approximate 10 per- 
cent growth comes on top of a 30 
percent increase in 1955. For 1957, 
SPI estimates production will be 
approximately 5 percent higher 
than 1956. 

The production record also estab- 
lished the plastics industry, for the 
first time, as a $2 billion industry. 
The value of its products in 1956 
are estimated by SPI at approxi- 
mately $2,056,450,000. This compares 
with $1,869,458,060 in 1955. The plas- 
tics industry as a whole operated 
at capacity during 1956, it was said. 
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Lion Nokorode gives superior results with a 


get 50% more under- 


coating jobs from every drum. 


Lion’s patented process (U. S. Patent No. 
2,393,774) gives Nokorode extra density— 
extra toughness—so that heavy applications, 
as are often recommended for other brands, 
are simply not necessary. Result: the thinner 
coat recommended for Nokorode gives ex- 
cellent protection, yet builds up more profits 
for you because you get 50% more satisfied 
customers with each drum. 


© Is preferred by spray men, 
because both application and 
clean-up are easier 


® Is guaranteed by Lion Oil 


Please sead me complete information about Lion Nokorode, 
and how it can increase underbody coating profits. No obliga- 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week remained un- 
changed from the previous week. 

The index was split evenly, 
with four models advancing in 
price and four retreating. 

Gains included $15 on ’52s, $12 
on 50s, $5 on ’54s and $3 on ’5Is. 
Setbacks amounted to $4 on ’53s, 
$6 on 57s, $10 on ’55s and $13 on 
"56s. 

New lows were established for 
"56s and ’53s. 

At a group of representative 
auctions last week, the average 
consignment consisted of 182 
units, compared with 200.3 the 
previous week. The sales ratio 
moved up from 62.8 percent the 


previous week to 68.3 percent 
last week. 


* + * 


Prices marked with an * as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


FT. WAYNE, IND. 


(Carl Marker's Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan, 8.) 
(Prices were good on ‘53s and ‘54s; 
off on '56s and 57s. Bidding slow as we 
sold 71 cars out of 131 offerings.) 
BUICK—’57 Special 2-dr., $2,790*, $2,575°. 
"56 Special 2-dr., $2,350°; 4-dr., $2,270* 
(ps), $2,060°. ‘55 Special 2-dr.,. $1,520*, 
$1,505", $1,500°; Super sedan, $1,560° 
(ps). ‘54 Special 2-dr., $1,025, 2 at $950°. 
"53 Special 2-dr., $700. "52 Super 4-dr., 
$450°. ‘51 Super 2-dr., $450°. ‘50 Super 
2-dr., 2 at $125°. '49 Super 2-dr., $115*. 
CADILLAC—'56 (75) 2-dr., $4,025° (ps). 
"SS (62) 2-dr., $2,660° (ps); 4-dr., $2,- 
400° (ps). ‘53 (62) coupe de Ville, $1,- 
325°. ‘51 (62) 2-dr., $685°. "49 (60) 


a 4-dr., $500°. 

VROLET—'55 Bel Air (8) 2-dr., $920, 
bare Two-ten (8) 2-dr., $1,280, $980. 54 
station wagon, $1,030: Two-ten 4-dr., 


$915*, $870*, $640. "53 Bel Air 4-dr., 
$780*. ‘52 Bel Air 2-dr.. $385*, $265. 
CHRYSLER—'S4 Imperial 2-dr., $1,205°*. 
"51 NY 2-dr., $345*° (ps). "50 Windsor 4- 
dr., $265°. ‘49 NY 4-dr., $235. 
DeSOTO—'55 Firedome 2-dr., $1,350° (ps). 
"52 Custom 2-dr., $380. '51 Custom 2-dr., 


$185*. '49 Custom 4-dr., $130°. 

DODGE—'55 Royal Hardtop, $1,275* (ps). 
"53 Meadowbrook 4-dr., $445*. °52 Coro- 
net 2-dr., $260. 

FORD—'57 station wagon, $2,375. '56 Fair- 
lane (8) conv., $1,775*; Victoria, $1,625°* ; 
4-dr., $1,470°; Custom’ (8) 4-dr., $1,450° 
(ps), $1,425, $1,255; Custom (6) 2-dr., 
$1,045; Main (8) sedan, $1,240. '55 Fair- 
lane (8) Victoria, $1,350, $1,265°, $1,090, 
$1,085, $990, $980. ‘54 Crest (8) Victoria, 
$1,015*; Ranch Wagon, $980; Custom (8) 
4-dr., $740. 53 Custom (8) sedan, $760*, 
$750; Custom (6) 4-dr., $485, $475; Main 
(6) sedan, $385. "52 Custom (8) 4-dr., 
$450°. ‘51 Custom (8) Victoria, $355, 
$350°, $275. 

MERCURY —'57 Monterey Hardtop, §2,- 


650°. °55 Monterey 4-dr., $1,105°. ‘54 
2-dr., $995°. °53 2-dr., $680°. ‘51 4-dr., 
$260°. '50 2-dr., $210. 

NASH—’'56 Rambler 4-dr., $1,340*, $1,290. 


‘51 Rambler 2-dr., $215. 

OLDSMOBILE—'56 (88) Holiday, $2,300*, 
$2,150*, $2,000°. °55 (98) 2-dr., $2,000* 
(ps); (88) Holiday, $1,780* (ps), $1,685*. 
"54 (88) Holiday, $1,090*. '51 (88) Holi- 
day, $270°. '50 (98) 4-dr., $140°, $105°*. 

PLYMOUTH—'56 Savoy (8) 2-dr., $1,580*, 
$1,255*; Belvedere (8) 4-dr., $1,430*, $1,- 
300, $1,220. °55 Savoy station wagon, 
$1,350; Belvedere (8) 4-dr., $1,040* (ps); 
Plaza (8) sedan, $855. °54 Savoy 4-dr., 
$700, $690. '53 Cambridge 2-dr., $365, '52 
Cranbrook 2-dr., $270, $260. ‘51 Cam- 
bridge 4-dr., $175. 

PO? .C—’'55 Chieftain (8) Catalina, $1,- 
560°, $1.490°, $1,210*; 4-dr., $1,125*; 
Star Chief (8) 2-dr., $1,085*. '54 Chief- 
tain (8) 2-dr., $800* : $695°*. '52 Chieftain 
(8) 4-dr., $530° $455*; Star Chief (8) 
4-dr., $425°, $395°. °50 Silver Streak (8) 
4-dr., $200*. 

STUDEBAKER—'54 station wagon, $820. 
"50 Commander 4-dr., $130. 

WILLYS—'53 4-dr., $270. 

MISCELLANEOU: 


iS —'56 Chevrolet %-ton 
a $1,095. '53 International Carryall, 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
. Prices are for sale of Jan. 8.) 

-—'56° Super Riviera, $2,285* (ps); 
Special Riviera, $2,100*. '55 Super club 
coupe, eee Riviera, $1,750° 
(ps); Century Riviera * (ps); Spe- 
cial 2-dr., $1,610*, $1,365°. ’54 Century 
Riviera, $1,435° (ps); Special 4-dr., $1,- 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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110. '53 RM 4-dr., $745* (ps); Special Ville, $615*. 135, $850; Two-ten (6) 4-dr., 2 at $1,195; 
4-dr., $695*; Super 4-dr., $660*. "52 Su-| CHEVROLET — ‘57 Two-ten (8) station One-fifty (6) 4-dr., $1,010. °54 Two-ten 
per Riviera, $570*. 51 Super 4-dr., $365* wagon, $2,570*, $2,525*. "56 Two-ten (8) 4-dr., $830, $775; 2-dr., $825, $740. ‘53 
Riviera, $255*; Special 4-dr., $315. '50 station wagon, $2,055*, $2,050; Bel Air Bel Air Hardtop, $1,020*, $900; Two-ten 
sedanet, $225*. °49 sedanet, $130°. (8) 4-dr., $1,880*%; 2-dr.. $1,830*; Two- 4-dr., $700, $500*. °52 SL Deluxe club 
CADILLAC—'56 (62) coupe, $3,800* (ps). ten (6) 4-dr., $1,575. ’55 Two-ten (8) coupe, ; 2-dr., $520°; FL Deluxe 
"55 (62) coupe de Ville, $3,295* (ps). '51 station wagon, $1,665; Delray coupe, $1,- 2-dr., $420. °51 SL Deluxe 2-dr., $475*, 
(62) 4-dr., $900*. ‘50 (62) coupe de 450°, $1,380°; 4-dr., $1,225, $1,165, $1,- $300; 4-dr., $380, $275; club coupe, $375*, 





ALABAMA 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Teesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





CALIFORNIA 


SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd. Ph. 
CO. 4-0157. Thursday 1 p.m. 


COLORADO 





COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 








DENVER AUTO AUCTION CO. 

(Denver's Oldest Auto Auction) 

4595 S. Santa Fe 

Ph. SU 1-6673 — Ed Smith or Mil Nace 
Auction Every Friday at 11:00 A.M. 

We Issue Auction Checks and Guarantee Titles | 49.39 — saLE EVERY WEDNESDAY — 12:30 


Littleton, 


Colo. 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 
Crump-Dudley-Caswell 


To serve you 


best 


Phone Sherman 4-3263 


1OWA 





THE HARRY GELT 
CENTRAL STATES AUTO 


AUCTION 


Every Wednesday at Noon 
“Gateway to the Western Market” 
ae! poets or 1182 


end Wiles 
Guaranteed —— af 





MASSACHUSETTS 





PEABODY AUTO AUCTION, 
INC. 


Fer Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thersday at 11 A.M. 
Newburyport Turnpike, U. S$. Rt. 1 
West Peabody, Mass. Jefferson 1-7500 
Joseph Herbert Phillip Glick 








MICHIGAN 





EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘'Bili" 
“Michigan's Best" 
Phone: ARdmore 6-4720 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, 
Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


M, D. McCollum, Mgr. Phone Cedar 9-4492 


MISSOURI 











lOWA 





TOM FLETCHER'S 
DES MOINES AUTO AUCTION 


Oldest 


Auto Auction 
i fhe Manet Ge Cian Se 


4701 $.E. 4th 


Moines 15, 


Phone ATilantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Titles and 


Checks 








lowa 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


Operating, Stare Yous 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Aute Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 

80 car sale average 


All Titles and Checks Guaranteed 


NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 





Negy LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State, Insured 
Checks and Titles (Wed.). 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Menday, 12:30 P.M. 
: “WE NEVER miss” 
Your Good Will—Our Most Valuable Asset 
On U. S. Revte 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsyivania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 
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$220*. 50 SL Deluxe Bel Air, $315, $225; 
2-dr., i os $160. °49 FL Deluxe 
2-dr.. $270, $ 

cunrésze—s1 Windsor 4- dr., $400*. 

DeSOTO—'54 Firedome 4-dr., $910° (ps), 
’53 Powermaster 4-dr., $650° (ps). ‘51 
4-dr., $235*. 47 Custom 4-dr., $140°. 

DODG ’53 Meadowbrook station w-gon, 
$600; Coronet (8) 4-dr., $540, $435". 5] 
Coronet 4-dr., $200°. 

FORD—’57 Fairlane (8) 500 2-dr., $2,350, 
’56 Parklane. station wagon, $2,100* « 
Country sedan, $1,980*, $1,950°, $1,455*, 
$1,880; Fairlane (8) 4-dr., $1,695*; Cus. 
tom (8) 4-dr., $1,600, $1,585, $1,575, $1,- 
565*, $1,550; 2-dr., $1,570*, $1,550°. ‘55 
Country sedan, $1,750*° (ps); Fairlane 
(8) Crown Victoria, $1,700* (ps); 2-dr,, 


$1,415*; 4-dr., $1,345*; Ranch Wagon, 
$1,550, '$1,500*, $1,385; Custom (8) 4- r., 
$1,075; 2-dr., $1, 065; Main (8) 4-dr., 2 at 
$900. °54 Ranch Wagon, $1,165*; Crest 
(8) 4-dr., $915* (ps); Custom (8) 2-dr,, 
$790. °53' Ranch Wagon, $815*; Main (8) 
4-dr., $630; Main (6) 4-dr., $520; Cus- 
tom (6) club coupe, $650; * Custom (8) 
4-dr., $595. "52 Ranch Wagon, $655; Cus- 
tom (6) 4-dr., $555. °51 Custom (8) 4. 
dr., $370, $310*, $265*, $175; Victoria, 
$340*; 2-dr., $300; conv., $205. ’50 Cus- 
tom (8) 4-dr., $250; club coupe, $240; 
Custom (6) 2-dr., $200. 

HUDSON—’'51 Hornet 4-dr., $205. °49 Com- 
modore (8) 4-dr., $125. 

KAISER—’53 Manhattan 4-dr., $590* (ps), 
*51 2-dr., $300°. 

MERCURY—’'56 Montclair 4-dr., $2,230* 
(ps). 55 Monterey station wagon, $1,775* 
(ps); Hardtop, $1,670* (ps); 4-dr., $1,- 
530°. °53 Monterey Hardtop, $895*; Cus- 
tom club coupe, $820; 4-dr., $740*. '52 
Monterey Hardtop, $700; coupe, $600; 
4-dr., $325*. °51 4-dr., $375°*. '50 4-dr., 
$225. 49 4-dr., $240. 


NASH—’52 station wagon, $315. 

OLDSMOBILE—’56 (88) Holiday, $2,250* 
(ps). °54 (88) Holiday, $1,460*%; (98) 4. 
dr., $1,440° (ps). ‘52 (88) Super club 
coupe, $700*; 2-dr., $575*, $520*. ‘51 
(88) Super Holiday, $575*, $420°; Deluxe 
Holiday, $570°. °50 (88) 4-dr., $370*; 
club coupe, $300*. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,515. 
’55 Plaza (8) 4-dr., $1,075. '54 Belvedere 
Suburban, $1,175; Savoy 4-dr., $700; 
Plaza 4-dr., $630. °53 Cranbrook 4-dr., 
$550, $530. "52 Cranbrook 4-dr., $385. ‘51 
Suburban, $520. 50 Special Deluxe 4-dr., 
$245. '49 4-dr., $110. 

PONTIAC—’56 Chieftain (8) 4-dr., 
"55 Chieftain (8) 4-dr., $1,095. 
tain (8) station wagon, $800*. 
tain 
$400°. 
$145. 

STUDEBAKER—'53 Champion 4-dr., 
"52 Commander 4-dr., $400*. 
mander 4-dr., $150*. 
$290. "49 Commander 4-dr., $120. 

MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $1,035; %-ton pickup, $915, $775; 
GMC ‘%-ton pickup, $1,175; Ford %-ton 
pickup, $850. "53 Chevrolet %-ton pickup, 
$550. '52 Ford %-ton pickup, $375; GMC 
%-ton pickup, $635. °51 Chevrolet 1%4-ton 
pickup, $275; Ford 2-ton truck, $520. '50 
Ford %-ton pickup, $330. *49 Dodge %- 
ton pickup, $390. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Jan. 8.) 
(Seid 253 cars out of 419 offerings.) 
BUICK—'57 RM 4-dr., $3,705* (ps). 56 
Special Riviera, $1,990°. '55 Super Rivi- 
era, $1,710° (ps); Special Riviera, $1,- 
610° (ps); 2-dr., $1,495°. °54 Century 
Riviera, $1,415* (ps); 4-dr., $1,035; Su- 
per Riviera, %$1,235°, $1,040°. ‘53 Super 
Riviera, $890*, $750°, $655° (ps); Special 
4-dr., $630; 2-dr.. $530°. °52 Super Rivi- 
era, $450°. '51 Super Riviera, $310°*. 
CADILLAC—'57 (62) coupe, $4,810° (ps). 
"56 Eldorado Seville, $4,595° (ps); (62) 
conv., $4,020° (ps), $3,825* (ps); coupe 
de Ville, $3,945° (ps); coupe. $3,835° 
(ps). "55 (62) coupe, $2,685° (ps). ‘54 
(62) coupe de Ville, $2,685* (ps), $2,595* 
(ps); 4-dr., $2,335* (ps). °53 (62) coupe, 
$1.335*. °51 (62) coupe, $610°, $395°; 
4-dr., $480°. 
CHEVROLET—'56 Nomad station wagon, 


$1,900°. 
’53 Chief- 
"52 Chief- 
(8) station wagon, $510*; 2-dr., 
*51 Silver Streak (8) 2-dr., $255, 


$465. 
"51 Com- 


$2,185* (ps); Bel Air Hardtop, $2,010° 
(ps), $1,920° (ps), $1,825*, $1,775° (ps); 
4-dr., $1,970° (ps), $1, 745%, $1,.675*, $1,- 
645°, $1,620°; Bel ‘Air (6) 4-dr., $1,595*; 
Two-ten (6) 2-dr.. $1,375, $1,350. ‘55 
Bel Air (6) Hardtop, $1,370, $1,325, $1.- 
300°; Bel Air (8) 4-<r., $1,300°, $1,270; 


Two-ten (6) 2-dr.. $1.205* $1, 030; 4-dr., 
$1,100; station wagon, $1,065; Two-ten 
(8) 2-dr., $1,190; One-fifty (6) 4-dr., 
$950, $750; One-fifty (S) 2-dr., $900. "54 
Bel Air 4-dr., $735; Tw°-ten 2-dr., $715°*. 
’53 Bel Air 2-dr., $695* $690°; conv., 
$510; Two-ten station wagon, $660. ‘52 
SL Deluxe Bel Air, *490*; 2-dr., $400; 
4-dr., $325°, 5230. ‘51 SL Deluxe 4-dr., 
$300°; 2-dr.. $240. 

CHRYSLER—'56 NY 4-dr., 
"55 NY St. Regis, $1,.905* ‘ps); 4-dr., 
$1,680° (ps); Hardtop, $1,555*. 53 New- 
port 2-dr., $725*. ‘52 Windsor Hardtop, 
$440° (ps). ‘50 Windsor Newport, $325°. 

DeSOTO—'57 Firedome Sportsman, $2,615* 
(ps). °53 Firedome Sportsman, $675* 
(ps); Powermaster 4-dr., $515°. ‘52 
Sportsman, $325; Deluxe 2-dr., $230. 

DODGE—'53 Coronet 4-dr., $415*, $210; 
2-dr., $305°; Meadowbrook 4- dr., $360°. 
"52 Coronet 4-dr., $275. 

FORD—’'57 Fairlane (8) 500 2-dr., $2,420* 
(ps); Victoria, $2,310*, $2,280*. '56 Coun- 
try sedan, $1,800; Fairlane (8) conv., 
$1,800* (ps); 4-dr., $1,700*, $1,660*, $1,- 
655° (ps); Victoria, $1,585* (ps), $1,- 
585*; Custom (8) 4-dr., $1,515*; Main 
(6) 4-dr., $1,310. '55 Thunderbird, $2,- 
300* (ps); Fairlane (8) Victoria, $1,445°*, 
$1,345, $1,040°; 2-dr., $1,195*; Ranch 
Wagon, $1,205* (ps); Custom (8) 4-dr., 
$945*; 2-dr., $925; Main (8) 2-dr., $865. 
54 Ranch Wagon, $815*; Custom (8) 

(Continued on Page 25, Col. 1) 


Model Breakdown 
Of Auction Averages 


$2,390* (ps). 











i Kelly Auto Overall 


uction, Junction U. S. Hwys. 70S- 


nen ursday 11:00 a.m. 





Jan., 1957 Dec., Nov., 
Model To Date 1956 1956 
$2,399 $2,393 $2,422 
1,751 1,860 1,909 
1,271 1,347 1,380 
894 938 1,006 
599 625 668 
371 412 433 
262 283 300 
196 213 235 
Average $ 968 $1,009 $1,044 











"50 Champion coupe, - 
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manent 
5, $225. $725*, $520; Custom (6) 4-dr., $610*, °53 coupe, $950*; Plaza station wagon, $825. $730*, $665*, $580*. ‘52 Super 4-dr., 
x eluxe Custom (8) 4-dr., §750; 2-dr., $720*, ’51 Cranbrook Belvedere, $260. $415*. j 
e e $670*, $610; conv., $595, ’52 Custom (8) | PONTIAC—’56 Star Chief (8) conv., $2,- | CADILLAC =e 55 (62) coupe de. Ville, 
100°, U d C A ct 2-dr.,’ $460. 050°; Chieftain (8) Catalina, $1,875+, 58 $2,950° (pa. 'S4 (62) 4~dr., $2,245° (pe). 
ar ” Uu ion rices aoN—’ aée., Chieftain (8) Catalina, $1,570*,  $1,500*; -dr., $345°. 
ps). si se Cor centhais tie. ieieachdec See. station wagon, $1,210*; 4-dr., $1,390*, |CHEVROLET — '56 Bel Air (6) 4-dr., 
140° SCN SS Capel Scr. : 54 Chieftain (8) Catalina, $1,110*. '53| $1,600*; Two-ten (8) 2-dr., $1,525*. ‘55 
wago MERCURY—’57 Monterey Sport coupe, $3,-/ Gnieftain (8) station wagon, $615*; 2-dr.,| Bel Air (8) 4-dr., $1,125; Two-ten (8) 
25°. St 100° (ps). '56 Monterey Sport coupe, $2,-| ga45* 152 Chieftain (8) 4-dr., $340*;| 2-dr., $1,105, $1,090, $1,055, $1,025, $960, 
(Continued from Page 24) 075°; 2-dr., $1,550°. °55 Monterey coupe,| Chieftain (6) 2-dr., $210. 51 Silver Streak | $950, $935. °54 Bel Air 2-dr., $870; Two- 
$2,350, ey. $1 ‘ono’. "88 siontater Uhulleds ean, pena $190°. ee ae nee a ee Sean oa 
)* (ps); be - Custom (6) 4-dr., $755; 2- 4-dr., $635*; One-fifty 4-dr., $325. 50 FL cea ° ss 4. * | STUDEBAKER-—’54 Champion 4-dr., $510. | 500. 52 S eluxe 2-dr., » y 
S1ABee sar. soe: Crest (8) Victoria, $750.'°53| Deluxe 2-dr., $220. Tones oe fae sone Pe coe WILLYS—’48 Jeepster, $310. | $390*, $385, $375. '51 SL Deluxe 4-dr., 
*; Cus. Main (8) 4-dr., $390; 2-dr., $385. °51| CHRYSLER—'54 Newport coupe, $1,100* ustom 4-dr., $850*, $690°. | onterey | MISCELLANEOUS — ‘50 International %-|  $385%, $305, $265, $255, $230, $230*. '50 
75 ate -dr * . 1 ’ eo* 7 ees * | Sport coupe, $580*. °51 Custom 4-dr.,/ ton pickup, $230. °47 Chevrolet %-ton| SL Deluxe Bel Air, $125*. 
75 $1,- Custom (8) 4-dr., $285* (ps). 51 Newport 2-dr., $160*. $160*. ) as $180 CHRYSLER — SS St. Regis Newport, §1,- 
eae HUDSON—'54 Wasp 2-dr., $355. '53 Hor-| pesoTO—'53 Firedome 4-dr., $620*. | NASH—'55 Ambassador 4-dr., $1,005*. *53| PiC*UP, : | "990" (ps). °51 NY 4-dr., $235*. ’50 Wind- 
* Q-dr- net 4-dr., $290°. DODGE—’55 Coronet station wagon, $1,-| Rambler station wagon, $520*. °51 Ram- DYER IND sor Newport, $150. 
Wagon, LINCOLN—’56 Capri Hardtop, $2,925° = aaah & a onseee “aa Coronet’ Sapam, oa “S170; quate 4d io =a z eS ee mare jo “tek Be M 
* . ° (pe). * Sosmopoli- roo -dr., oa , . 2-dr., § ; -dr., le k 4-dr. 420, - Coronet 
oo oar” quae’ (pe) "62 4-dr, $375°. $260*, '51 Wayfarer 2-dr., $200. | OLDSMOBILE—’56 (88) Holiday, $1,975*,| (Dyer Auto Auction. Sale every Friday. | ca ~ ‘62 es pipsemat $230. 
r., 2 at —% * . : “ wou? i ( -¢ * s °» (88) 2-dr.. $1,525". °54 (88) | Prices are for sale of Jan. 4.) 3 + , 
- OC —— . ‘ + | FORD—’57 Fairlane (8) 500 4-dr., $2,406 1,960*. °55 ) » eae ‘ 51 Meadowbrook club coupe, $165: Way- 
; Crest | MERCURY — '56 Montclair 2-dr., 7 a (ps). °56 Country sedan, $2,000* (ps);| Holiday, $1,300*. '53 (88) 4-dr., $840*; (Market seemed @ little stronger. | (9) Moaiowei30 , ; 
ain (6 oOo eae a ay de. 81,650" (pe); | Fairiane (6) Sport coupe, $2,000°; Fair-| Super conv., $830°, ‘52 (88) Super 4-dr., | There appeared to be more buyers around | ponn’ “st ‘Country sedan, $2,465; Cus- 
0; Cus. Monterey Hardtop, $1.455*, $1,300°;| ane (8) 4-dr., $1,520°; Custom RO) ees | a were - ' » 1. - ae aei e@edines.) yy tom (8) 300 2-dr., $2,050*. ’56 Fairlane 
om (8) nterey 295° (ps). 4-dr.. $1,295. °54| $1,530°, $1,420; Main (8) 2-dr., $1,175. | PACKARD—~'53 Clipper 4-dr., $320°. CK "56 Century Riviera, §2,200°.| (8) 4-dr., $1,730*, $1,645°, $1,620, $1,- 
5: Cus. conv., § oa g1.000° (pe) $975° “(ps) ’55 Country sedan, $1,280; Fairlane (8) | PLYMOUTH 57 Savoy (6) club coupe, BUI K — '56 Century = era, $2, ° 590*: Victoria, $1,725*, $1,720*: Custom 
(8) 4 Monterey 2dr tsrey Dds g800" $7IS*,| Victoria, $1,380%; ‘4-dr., $1,060; Custom | $2,085; Plaza (6) 4-dr., $1,775. 56 Bel-| °55 RM Riviera, $1,605* (ps). "4 Super | (2) 4 ar” gi sos, $1,300; Ranch Wagon, 
ictoria, seen, $615°; Hardtop, $750° (ps); 4-dr.,| (8) 4-dr., $1,130*; 2-dr., $1,040; Ranch| vedere (8) conv., $1,685° (ps). "55 Bel-| Riviera, $1,275°; RM Sd. $1,000; | ¢1 460. ‘55 Fairlane (8) 2-dr., $1,195°, 
0 Cun, sero, MSe00*, $580". 52 Monterey 4-dr..| Wagon, $1,140, ’54 Ranch Wagon, $905°;| vedere (8) coupe, $1,350° (ps); Savoy (6) | Special Riviera, $1,185°, $1,0650; 2-dr., ’ ndeh on fams Oe a8 
$240. Te. ret gda5, 1 4dr. $335; 2-dr.,| Custom (8) 2-dr., $890; 4-dr., $750,| 2-dr., $835; 4-dr., $830, ‘54 Belvedere! $1,185. °53 Super Riviera, $625; 4-dr., (Continued on Page 28, Col. 3) 
s $225. 
= NASH —’56 Rambler 4-dr., $1,825*. °54 
* Rambler 4-dr., $555. '53 Statesman 4-dr., 
Ps). $535*; Ambassador club coupe, $450*. '52 
$2, 230° Statesman 4-dr., $245*, 51 2-dr., $385°*. 
$1.775* OLDSMOBILE—’56 (98) Holiday, $2,450* 
r., $1,- (ps). °55 (98) Holiday, wre aiee; 4. A oa 
-: Cus. $1,675* (ps); (88) Holiday, 400°; 4- oat < r ne : = <Q ete = - > 2 
‘ar dr. $1,625* (ps). °53 (88) 4-dr., $840°. a aii ee ee a , . 
$600; "52 (88) 4-dr., $705*, $630°; (98) 4-dr., 
) 4-dr,, $325°. 


s | | 

PACKARD—'54 Clipper 4-dr., $600%. 53 E ra -_ _ u 
Si MOUTH 06 Pnza 16) 2a. $1245 A ways KeCTInNISNInN tals 

$2, 250° PLYMOUTH—'56 Plaza (6) 2-dr.,” $1,245. a 








































(98) 4 '55 Belvedere (8) Hardtop, $1,250*; 4- 
r club dr., 2 at $1,050*; Belvedere (6) Hardtop, Ps 
e. “ea $1,090. °54 Belvedere Hardtop, $665; 7 - 
ee ee = erever You Are 
$370°; $305. " 
PONTIAC—'56 Chieftain (8) Catalina, $1,- o 
$1,515. 800°, $1,645*; 4-dr., $1,575°. °55 Star 
ivedere Chief (8) Catalina, $1,665* (ps). '54 Star 
$700; Chief (8) 4-dr., $905* (ps); Chieftain (8) 
4-dr., 4-dr., $855*, $820* (ps). °53 Chieftain 
85. '51 (8) 4-dr., S680*, $625*, $555*, $550°, | 
4-dr., $435*:; 2-dr., $615*, '52 Chieftain (6) 2- 
dr., $270. °50 2-dr., $200* 
1,900°, STUDEBAKER-—'55 President 2-dr., $1,- 
Chief- 175* (ps). "53 Commander Hardtop, | 
Chief- $555*; Champion 2-dr., $535*. 
2-dr., WILLYS—'57 Jeep, $1,580. 
$255, MISCELLANEOUS —°55 Chevrolet %-ton 
c $925; English Ford 4-dr., $510. | 
$408, pickup, ; & . | 
‘om- 9 ~ : . 
coupe, - JENISON, MICH. 
(Grand Rapids Auctions, Inc. Sale every 
% -ton Tuesday. Prices are for sale of Jan, 8.) 
3775; (Market seems to have stiffened quite 
¥e-ton a bit as demand for cars ts definitely 
ickup, greater than three weeks ago. Sold 105 | 
GMC cars out of 167 offerings.) | 
4#-ton BUICK—'56 Super 4-dr., $2.315* (ps), $2,- 
0. 50 250° (ps). °55 Super 4-dr., $1,700°, $1,- | 
pe 2° 500* (ps), $1,490° (ps); Century 4-dr., 
$1.680* (ps); 2-dr., $1,615*; conv., $1,- 
575* (ps); Special Riviera, $1,500*, $1,- | 
485*; 2-dr., $1,400*%; 4-dr., $1,360*, 
$1,130*, S900. °54 Super Riviera, $1,165* 
Tues- (ps), $1,145; Century sedan, $1,065. °53 | 
Special 2-dr., $750*; Super Riviera, $720*, | 
BD $705. 50 Super Riviera, $230, $220. 
56 CHEVROLET—'56 Bel Air (8) 4-dr., $1,- 
Rivi- 705*, $1,700, $1,615, $1,535*; Bel Air (6) 
, $1,- station wagon, $1,650. ‘55 Bel Air (8) 
ntury 2-dr., $1,435*, $1,375, $1,180°; Bel Air 
; Su- (6) station wagon, $1,460*, $1,305; Two-| 
Super ten (6) 2-dr., $1,070 $1,040, $1,010; 4-| 
pecial dr., $1,020, "54 Two-ten station wagon, | 
_ $855*; 4-dr., $740. '53 Two-ten 2-dr., | 
. $715; Bel Air 2-dr., $705, $700. "51 SL 
(ps). Deluxe 4-dr., $200*, '40 2-dr., $115. 
(62) CHRYSLER ‘55 Nassau 2-dr., $1,540°| 
coupe (ps). 
}, 835 PODGE—'56 Royal 4-dr., $1,850° (ps). 
loose FORD-—"57 Fairlane (8) 4-dr., $2,300*. 56 | 
> Custom (S) 4-dr., $1,525*; 2-dr., $1,250. | 
une, ‘5S Fairlane (8) Victoria, $1,420°; 4-dr., | 
395°; $1,295, $1,290*; 2-dr., $1,350*%; Custom | 
(8) 2-dr., $1,115, $1,020; Custom (6) 4-| 
rer dr., $1,015; Main (6) 2-dr., $960, °54| 
* Crest (8) Victoria, $955*; Custom (8) | 
ms sedan, $750; Custom (6) club coupe, $680; | 
aah Main (6) sedan, $485. ‘53 Crest (8) Vic- | 
5S toria, S815*; Ranch Wagon, $730; Main| 
, ‘S) sedan, S580; Main (6) 2-dr., S385. 
bs ‘51 Custom (8) 2-dr., $180. "50 Custom 
, (8) 4-dr., S180, 
ov HUDSON—"53 Hornet 4-cr., $450 
a MERCURY—'56 Custom 4-dr., $1,740*. '54 
a ea Monterey club coupe, $1,000* (ps); Cus- 
715° tom 4-<«ir., $930° (ps). '53 Monterey club 
: coupe, $765*; 2-dr., $540. "52 Monterey 
= | aoe MARTIN-SENOUR 
aoe NASH 56 Rambler 4-dr.. $1,675. "54 
— Statesman sedan, $535. "53 Stgtesman | Homidtty, © 3¢—June 
, 2-<ir., $300. 
OLDSMOBILE—'56 (98) club coupe, $2,-| 
~ 575° (ps); (88) Super 2-dr.. $1,920*; THE-3O-MINU me oe me 
ere 4-dr., $1,895*°, $1,850°. "54 (98) 4-dr., ‘ 
dtop $1,260* (ps); (88) Super 4-dr., $1,250. | e & 
325°. a 4-dr., $770. "52 (88) Super 4-dr.,.| 
: § ; 
aie PACKARD—'52 4-dr., $325*. 
"52 PLYMOUTH—'57 Belvedere (8) 4-dr., §$2,-| 
565*. "56 Savoy (8) 4-dr., $1,350; Plaza | 
210: 4-dr., $565 (taxi). '55 Plaza (8) station | 
60°. wagon, $1,140; Belvedere (8) 2-dr., $1,- 
. ll ee 4-dr., $935*. '54 Belve- e “ 
. dere 4-dr., 60; Savoy 2-dr., $625. "53 F Id- d f f ll de Only 
420" Cranprook’ shar, $200,”'08 Cambridge ield-tested and proved for one full year, under New MARTIN-SENOUR DYTHOL Gives . 
r., lb ess . 
a1. | PONTIAC 55 star Chiet 8) club coupe, all shop conditions, at all temperatures! You All These Advantages: 
$1,- tain (8) 4-dr. $740. , : oT : * . 
‘2. STUPEBARER "62 ¢-dr.. $175. Old Man Weather, greatest enemy of modern automotive re- * ie waiting! Dries snartinn no tacking be- 
° SCE NEOUS—' ‘ord %-ton pick- ° : : een coats, no ow c 
3 up, $1,100, '49 Willys pickup, $300. | finishing, has met his match at last! Under all extremes of ’ 
-dr., d humidity, Martin-Senour DYTHOL gives @ Eliminates wrinkling—without additives! 
365. ALBANY temperature an umidity, 
. . > s 
®) wcTim Anspach Auto Auction. Sale every you finer refinishing than ever before! What’s more, with © No tie-in or lapping problems! 
Onday. Prices are for sale of Jan. 7.) . : : 
tis (The first sale of the year started off DYTHOL, you can deliver a complete job in less than one hour! 
@ No excessive reduction (requires only 33-1/3% 
with a bang as clean cars sold for as . * ° req 
mas ao thez've been for the past Gheve | This remarkable, fast-drying (20 to 30 minutes) new prod- for all coats)! 
7 iT EE eee uct combines the speed of lacquer with the build, flow and gloss © Atomizes properly at relatively low pressures 
v Special Riviera, $1,610*. 'S4 RM_ coupe, of enamel. Much easier to apply. DYTHOL is wrinkle-proof (40-45 Ibs. at 33-1/3% reduction). Good break- 
. (ps); Century 4-dr., $1,130*. '50 ‘ ° ° 
22 ee and gives a harder, longer-lasting finish. It does not affect up at low pressures. 
"7 _ { ) -ar., ° (ps). 
08 ‘55 (62) coupe de Ville, $3,100* (ps); | the eyes, nose or throat. Only two coats are needed for a @ No spray dust problem. No offensive odors! 
80 coupe, $3,000* (ps). '53 (62) conv., $1,- 4 > . 
06 .,300* (ps). "50 (62) conv., $570*. complete job. Now available in 22 popular 1957 colors. 
68 CHEVROLET—’57 Bel Air (6) <-dr., $2,- } bb ALL 
235*; Sport coupe, $2,110; 2-dr., $2,175*: See your local Martin-Sénour jobber for 
33 Two-ten (8) 4-dr., $2,200*. '56 Bel Air , NEW 1957 colors on ALL makes and models 
00 = be aa a oe 4-dr., $1,- COMPLETE LINE OFFERS 22 
o-ten ( 4-dr. 530°. °55 Bel 
fe Gram las Hate” AB] aorent shades to match he OY ART ENOUR PAINTS 
— Two-ten (6) 4-dr., $1,020, $1,015, $1,000, most popular 1957 colors. 
$980, $950; 2-dr.. $1,090, $1,000, $950; 2500 South Senour Avenue ¢ Chicago 8, Illinois 
‘4 One-fifty (8) 4-dr., $700. ‘54 Bel Air 
4-dr., $940; One-fifty 2-dr.. $700, $670, 
— $550. "53 Two-ten 4-dr. $700, $650; 2-dr., 





$640*, $525; Bel Air 2-dr., $660* (ps); 
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SOME DEALERS HAVE 1007 ABSORPTION FIGURES! 


(National Average is 65%) 


We quarantee to increase your service absorption figures and fill your shop with customer- 
paid labor eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders. 


If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Contro 


2170 South Canalport Avenue 
Dept. AN-141, Chicago 8, Ill. 





PRODUCTION 


‘a 
GREY IRON CASTINGS 
ONE OF THE NATION'S 
LARGEST AND MOST.-MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


i1ATTANOOGA 2, TENNESSEE 





HOUSTON now FIRST 


in City Zone Population Standings of Daily 
Newspaper Cities ... 500,000 to 1,000,000 
as listed in Standard Rate & Data Service 








500,000 to 1,000,000 


My UB... cece. 
Denver, Colo.............. ‘ 
Nassau County, Long Island 672,765 
Atlanta, Ga. .............. 671,646 
Miami, Fla.. .. 632,637 
Oakland, Cal 
Dallas, Tex. 
a s 





Current population estimate for 
Houston A.B.C. city zone is now 
924,318!* Almost 200,000 more 
people than in 1950. With this 
26.5% population increase in the 
Houston city zone, one shining 
truth becomes apparent — you 
need The Houston Post to cover where the trend to The Post 
the Houston market. grows and grows. 


*Based on information obtained from city officials, city zone increase 
to 924,318 as of February 1, 1956. 
A.B. Publisher's statement for six months ending September 30, 1956. 


THE HOUSTON POST 


Represented Nationally By MOLONEY, REGAN & SCHMITT 


The Houston Post has done the 
best job of keeping apace with 
Houston’s rapid population 
growth. It has the largest circu- 
lation gain, 1950-56. 


Get the new facts on Houston, 


| Kendall Promotes Stineback 
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Auto Personnel 





Air Reduction Sales Co. has 
named three regional vice-presi- 
dents to administer field activities 
pertaining to production, distribu- 
tion and sales. 

A. C. Brown jr., general sales 
manager, was named vice-president, 
eastern region, with offices in New 
York; D. D. Spoor, equipment sales 
manager, New York, has been ap- 
pointed vice-president, midwestern 
region, and will be located in Chi- 
cago, and J. J. Lincoln jr., vice- 
president, New York, will become 
vice-president, southern region, with 
headquarters in Houston. 

* + * 


W eaver’s Hodgson Retires 


Charlies F. Hodgson, sales vice- 
president, Weaver Mfg. Co., Spring- 
field, Ill., has retired after 45 years 
with the firm, 

* 


* * 


Yale Promotes Ruland 


William C. Ruland, district sales 
manager for Yale hoisting equip- 
ment in the St. Louis area, has been 
promoted to a similar position in 
Detroit. He succeeds Neal Kemp, 
who has been appointed regional 
sales manager in the midwest. 

” > > 


Wolverine Tube Appoints 


Fox, Harty to New Posts 


L. G. Fox has been appointed 
product manager and H. A. 
has been named advertising and 
sales promotion manager in the 
sales division of Wolverine Tube 
division, Calumet & Hecla, Inc. 

Both men will headquarter in De- 
troit. Fox, with the company since 
1939, formerly was sales service 


manager, and Harty formerly was| 


advertising manager. He joined the 
firm in 1946, 


* > > 


3M Promotes Ackerberg 


|And Rech in Sales 


Two changes in the sales organ- 
ization of the coated abrasives and 
related products division have been 


announced by Minnesota Mining &| ( 
| sentative. 


R. L. Ackerberg has been pro-| 


Mfg. Co. 


moted to hardware-paint trades 


manager and will headquarter in| 
St. Paul. Willis C. Rech jr. will fill | 


Ackerberg’s former post of Seattle 
branch sales manager for automo- 
tive trades, industrial tapes and 
hardware-paint-trades. 

7 > > 


Scott Named Plant Chief 


Clayton E, Scott has been named 
plant manager of the Six Mile Road | 
plant of Michigan Tool Co., Detroit. 
Richard S. Hildreth, formerly assist- 
ant chief engineer, has been ap- 
pointed to succeed Scott as chief 
engineer for the machine tool and 
cutting tool division. 

’ = > 


> 


George C. Stineback, general sales 
manager of Polyken industrial 
tapes, has been promoted to sales 
director of the Chicago division, 
Kendall Co., Chicago. 

© > > 





DeSoto Appoints 


Fischer and Sharp 


Y. M. Posthuma, Los Angeles De- 
Soto regional manager, has an- 
nounced C. W. Fischer will assist 
in the business management de- 
partment. 

Fischer was Arizona district man- 
ager. A. R, Sharp will replace 
Fischer in Phoenix. Prior to the 
change, Sharp was assistant to the 
new-car manager. 

* * * 


General Petroleum Picks 


Buchanan and Holmes 


Nicholas Buchanan has been 
named manager of fleet sales, cen- 
tral division of General Petroleum 
Cor. in San Mateo, Calif. and L. M. 
Holmes has been made manager of 
fleet sales, southwest division in 
Los Angeles. 

Buchanan joined General Petro- 
leum in 1939 as a salesman in the 
marketing department. Holmes 
joined the company in 1942 as a 
lubricant consultant, 

7” * * 


United Motors Service 


Promotes Muser, Charles 


United Motors Service has ap- 
pointed A, M. Charles to a newly 
created assignment in charge of 


|McFarland Named to Direct 
'\'GM Personnel Services 


|General Motors college scholarship | 


all the division’s battery warranty 
transactions. 
Emil J, Muser succeeds Charles 
as national warehouse manager. 
* . * 
Eaton Promotes Groth 


In Axle Division 


Quentin N. Groth has been ap- 
pointed assistant to the general 
manager of the axle division of 
Eaton Mfg. Co. 

Paul T. Shirar has been named 
chief industrial engineer to succeed 
him, Groth joined Eaton in 1954 as 
chief industrial engineer. Shirar has 
been with the firm since 1955, 

* + * 


Roberts Named Sales Chief 


For Prest-O0-Lite Batteries 


W. C. Roberts has been named 
sales manager for Prest-O-Lite bat- 
teries, Electric 
Auto-Lite Co. In 
his new position, 
he will give ex- 
clusive attention 
to the Prest-O- 
Lite battery line 
and will actuate 
an extensive mer- 
chandising and 
field sales pro- 





gram, the com-| 
Pd pany said. 
W. C. Roberts Roberts joined| 


| Prest-O-Lite Battery Co. 23 years ‘ 
|ago, shortly after it was made a| Montreal region. 
| part of Electric Auto-Lite. | 


* * = 
Thor Promotes Bennett 


To Manage New Branch 
Kenneth V. Bennett has been 
named manager of a new branch 
office opened by Thor Power Tool 
Co, in Richmond, Va. 
Bennett moves up from his post 


|}as Philadelphia district service en- 


gineer. 
> * > 


Schaefer Appointed 


Industrial Gear Mfg. Co., Chi-} 
cago, has appointed J. A, (Tony) 
Schaefer as West Coast Sales repre- 


> . * 


Render Joins Vickers 


R. J. Render has joined the in-| 
dustrial electro-hydraulic servo 
group of Vickers Inc. He formerly 
was with the American Broach & 
Machine Co. 


- > > 


Harold S. McFarland has been) 
appointed director of the personnel | 
services section of the General Mo- 
tors personne] staff. 

McFarland, who has been associ- 
ated with the administration of the | 


program since July, 1955, started 
his career in GM as an hourly rate 
employe at Oldsmobile. In 1938, he 
was appointed employment man- 
ager at Oldsmobile. In April, 1942, 
he was named assistant director of 
labor relations there and three 
years later became director of labor 
relations. He left Oldsmobile in 1953 
to become director of industrial re- 
lations at the Detroit transmission 
division. 





Rockafellow Appointed 


In Chrysler Engineering 


Russell S. Rockafellow has been 
appointed director of production 
engineering on Chrysler Corp. 
manufacturing staff, succeeding 
Otto W. Franke, who has retired. 

Since Rockafellow joined Chry- 
sler in 1952, as staff assistant to 
the vice-president and operating 
manager, he has been successively 
chief industrial engineer for the 
stamping division and chief in- 
dustrial engineer on the manufac- 
turing staff. 


* * + 


Guna, Sullivan Named 


Garnet Gunn has been appointed 
assistant Toronto zone manager 
for Nash division of American 
Motor Sales of Canada, Ltd. Paul 
Jd. Sullivan was named sales train- 
ing supervisor for the merchan- 
dising division, 

” 


* * 


Hahn Elected President 
Of Pittsburgh Tube 


Jonathan W. Freeman has re- 
signed as president but remains 








chairman of the board of Pitts. 
burgh Tube Co., and William: K, 
Hahn jr., formerly vice-president 
and treasurer, becomes president, 

In other changes, Harold K, 
Brooks was named senior ce- 
president; R. W. B. Hannan, sles 
vice-president and a director: H, 
M. Feely jr.. operations vice. 
president; William C. Kyle, tr-as- 
urer; Herbert W. Martin, assisiant 
treasurer; P. V. Moyer, assistant 
secretary, and E, R. Hornbake, 


sales manager. 
+ x ca 


Standard Products Names 


O’Hara to Controller Post 


Promotion of Russell P. O’Hara 
from manager of budgets to cor- 
porate controller of Standard 
Products Co. has been announced. 

O’Hara’s previous position as 
| manager of budgets will be filled by 
Donald W. Speaks, who has been 
serving as controller of the Lexing- 
ton (Ky.) division. W. T. Warriner, 
accounting supervisor at Lexing- 
ton, will succeed Speaks. O’Hara 
and Speaks joined the company in 
1951. 


* * * 


Chrysler of Canada Names 


Hancox, Smith to Sales Posts 


A. L. Hancox and J. Murray 
Smith have been appointed to new 
positions within the Chrysler- 
Plymouth-Fargo sales division of 
Chrysler Corp. of Canada, Ltd. 

Hancox has been named assistant 





|general sales manager for the 


eastern regions and Smith, assist- 
ant regional sales manager of the 





THE BOOK 
THAT GIVES 


Wholesale Costs of All New 
veel 
and Equipment! 





Now you can know the exact 
Wholesale Cost of competitive 
makes. You’ll SAVE many deals 
with this information. 

You'll never want to be without it. 
Prove this book's authenticity and 
high value to you without risking a 
cent. We will send you a copy of 
“AUTO COSTS” for your free inspec- 
tion. Fill out coupon and 
mail at once. 


Auto Costs Publications 


P.O. Box 224—Dept. /|2 
New York 1, N. Y. 


FREE TEN-DAY TRIAL OFFER 


Gentiemen: Please send « copy of “AUTO COSTS” | 


which contains facts and figures referred to in your 


ed. | agree to either remit $10.00 or return the 


| | book within ten davs | 


Name 
Title 
| Te | 
Address 
City Zone___ State | 





MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the | to supply 


eet. (Since 


new cars for our leased 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, lilinois 
Phone: MUseum 4-6969 


MOTOR oF 
MASTER 


passsso® BUSINESS BUILDER 


Proved way to keep old custom- 
ers... getnew! Complete details 
on request. 


™ STEMAC 





1281 $0. CHEROKEE 
DENVER 23, COLO. 
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AUTOMOTIVE NEWS, JANUARY 21, 1957 


Sales Conditions in Various Areas ... 





Auto Market Reports 


Columbus, O. 


A total of 2,060 new cars were 
registered in Franklin County (Co- 
jumbus), O., during December, a 
gain of 20 percent over the previ- 
ous month’s total of 1,715. 

By make, registrations were: 
Ford, 606; Chevrolet, 429; Plym- 
outh, 189; Buick, 176; Oldsmobile, 
143; Dodge, 126; Pontiac, 93; Mer- 
cury, 72; Cadillac, 53; DeSoto, 47; 
Volkswagen, 35; Chrysler, 31; Stude- 
baker, 12;. Lincoln, 11; Imperial, 10; 
Rambler, 9; Nash, 7; Austin, 2; 
DKW, 2; MG, 2; Hillman, 1; Jaguar, 
1; Packard, 1; Triumph, 1, and 
Willys, 1. 

For the full year, new-car regis- 
trations amounted to 26,956, com- 
pared with 31,726 in 1955. 

December new - truck registra- 
tions were 123, off 16 percent from 
the November count of 146. The 
year’s total was 2,451, compared 

with 2,806 in 1955. 

New-truck registrations in De- 
cember were: Chevrolet, 36; Ford, 
29; GMC, 27; International, 13; 
Dodge, 11; Reo, 2; White, 2; Divco, 
1; Mack, 1, and Willys, 1. 

Tax-paid used-car transactions in 
December amounted to 3.883, com- 
pared with 4,622 a month earlier. 
The 1956 total was 64,647, com- 
pared with 70,226 in 1955. 


totalled 187, down from the 259 re- 
corded a month earlier. Total for 
the year was 3.973, compared with 
4,064 in 1955.—(Bert Strang.) 

Ed = 


Connecticut 


Carl R. Lane. executive vice-pres- | 


ident of the Connecticut Automo- 
tive Trades Assn., reports an esti- 
mated decrease of only 4,000 units 
in the number of new cars regis- 
tered in Connecticut last year com- 
pared with the 93.739 sold in 1955. 


The estimate is based on the/| yseq cars offered for sale. This is 


82,220 new-car registrations here 
for the first 11 months of 1956. 

Meantime, automotive sales pros- 
pects for Connecticut dealers look 
quite rosy for 1957. 

While it is too early for publica- 
tion of the State Motor Vehicle De- 
partment’s 1956 figures, indications 
here now are that more drivers 
were licensed, vehicles registered, 
fuel purchased and miles driven 
than during any previous year in 
Connecticut’s automotive history, 
which officially dates back to 1901. 


—(Thomas Marks.) 
. = = 


New Orleans 


New Orleans dealers closed out) 
the year by registering more new) 


cars in December than in any other 
month during 1956. 

The month’s total was 2,371, some 
26 percent above the previous 
month's total of 1,871 and 3 percent 
above the year’s next-best month, 
March, which scored 2,303. 

New-car registrations by makes 
were: Ford, 728; Chevrolet, 696; 
Pontiac, 196; Plymouth, 182; 
Buick, 154; Oldsmobile, 101; Mer- 
cury, 68; Dodge, 64; Cadillac, 52; 
DeSoto, 32; Chrysler, 28; Stude- 
baker, 28; Lincoln, 13; Volks- 
wagen, 10; Packard, 6; Hudson, 

4; MG, 4; Jaguar, 2; Hillman, 1; 

Nash, 1, and Willys, 1. 

Truck sales for December 
amounted to 163, compared with 253 
in November. By make, registra- 
tions were: Chevrolet, 72; Ford, 45; 
International, 21; Dodge, 8; GMC, 
6; White, 5; Mack, 4, and Diamond 
T, 1—(Gordon Hebert.) 

* 


= * 


Cleveland 


The new year opened on a favor- 
able note for new-car sales in the 
Cleveland area, with the first week’s 
turnover of 1,123 surpassing the 
year-ago figure by about 200. 

In used-car sales, however, vol- 
ume was down—845, compared with 
970. In commercial sales, the total 
of 103 new and 54 used were above 
the corresponding week a year ago. 

Reviewing the past year, the 
Cleveland Federal Reserve Bank 
had this to report: “. . . Retail 
deliveries of nearly 80,000 new 
automobiles in 1956 constituted a 
satisfactory level of sales, above 
all of the previous five years ex- 
cept 1955. 

“The exceptionally high 1955 sales 
volume, stemming as it did from 





oversupply, was achieved with nu- 
merous instances of extremely leni- 
ent financing and heavy price dis- 
counting: the subsequent retreat 
from such an overly stimulated 
sales paces should not be inter- 
preted as a trouble signal.” 

December new -car registrations 
in Cleveland totalled 5,638, com- 
pared with’ 5,572 in November. 

By make, they were: Ford, 1,- 
325; Chevrolet, 1,050; Plymouth, 
669; Buick, 604; Oldsmobile, 443; 
Dodge, 303; Mercury, 298; Pon- 
tiac, 270; Chrysler, 166; Cadillac, 
153; DeSoto, 141; Lincoln, 50; Im- 
perial, 43; Volkswagen, 40; Stude- 
baker, 34; Nash, 14; Checker, 10; 
Hudson, 9; Volvo, 5; MG, 3; 
Jaguar, 2; Packard, 2; Porsche, 
2; Triumph, 1, and Isetta, 1. 

Truck registrations amounted to 
384 in December, compared with 
394 a month earlier. They were 
shared as follows: Ford, 110; Chev- 
rolet. 108; International, 60; Dodge, 
27; Willys, 23; GMC, 21; Divco, 10: 
Reo, 7; White, 7; Mack, 6; Volks- 
wagen, 4, and Diamond T, 1.— 
(Sanford Markey.) 

> > 


* | 


Buffalo | 


Used-car business in the Buffalo | 
area is surprisingly good, dealers 


| report, and is stealing som f th 
Used-truck sales in December} S ea . 


thunder from the new-car trade. It 
was reported that used-car volume 
has been keeping pace with the| 
sale of 1957 models. 

Most Buffalo dealers report they 
are in a very favorable used-car 
inventory position. By contrast, a 
year ago used-car stocks in this 
area were unusually heavy. It is 
generally agreed that higher price 
tags on new cars is helping boost 
the demand for used models. 

Dealers have been dressing up 
their used-car lots and putting 
more time into the appearance of 


paying off in increased traffic and 
more unit sales, it was reported.— 
(George E. Toles.) 

. . * 


Louisville 

New-car sales in Louisville and| 
Jefferson County for December to- | 
talled 1.317, down 20 percent from 
the 1,641 registrations in November. 

The December total undoubtedly 
would have been considerably 
larger if cars had been available. | 

Total sales in 1956 amounted to 
20,114 new cars, compared with 25,- | 
668 in 1955 and 19,150 in 1954. 

Registrations by make for De- 
cember were: Ford, 443; Chevro- | 
let, 334; Buic’, 132; Oldsmobile, | 
109; Plymouth, 72; Mercury, 61; | 
Pontiac, 47; Dodge, 27; Cadillac, 
20; Chrysler, 17; DeSoto, 16;. 
Volkswagen, 12; Studebaker, 8; 
Lincoln, 4; Nash, 4; Hudson, 3; 
MG, 3; Imperial, 2; Jaguar, 1; 
Triumph, 1, and Willys, 1. 

New-truck sales for December | 
totalled 100 units, compared with 
133 a month earlier. The year’s total 
was 2,197, compared with 2,761 in| 
1955 and 2,300 in 1954. 

December truck registrations by 
makes were: Ford, 41; Chevrolet, 
32; International, 17; GMC, 3; 
White, 3; Volkswagen, 2; Stude- 


| 





baker, 1, and miscellaneous, 1.— 
(A. W. Williams.) 
a * * 
Cincinnati 


Motor vehicle sales in Hamilton 
County (Cincinnati), O., during the 
week ended Jan. 3 totalled 1,368 
units, an increase of approximately 
31 percent when compared with the 
sale of 1,045 in the previous week. 

A total of 707 new cars and 38 
new trucks were sold, compared 
with 540 new cars and 38 new 
trucks in the previous week. 

A total of 601 used cars and 22 
used trucks were retailed in the 
week, compared with 443 used cars 
and 24 used trucks in the week 
ended Dec. 27. 

Repossessions for the week ended 
Jan. 3 totalled 28. When compared 
with the previous week, a decrease 
of 34 units is noted. 

New-car registrations for all of 
1956 totalled 36,622, compared with 
47,104 in 1955. December sales to- 
talled 3,083, up 6 percent from the 
previous month’s 2,911, 

December registrations by makes 
were: Chevrolet, 787; Ford, 760; 
Plymouth, 325; Oldsmobile, 299; 


Buick, 192; Dodge, 148; Pontiac, 
129; Mercury, 102; Chrysler, 58; 
Cadillac, 57; DeSoto, 46; Nash, 32; 
Studebaker, 22; Volkswagen, 20; 
Lincoln, 15; Hudson, 14; Packard, 
6; Willys, 2; Continental, 1, and 
miscellaneous, 8. 

New-truck sales totalled 3,192 
in 1956, compared with 3,728 in 
1955. Sales in December amounted 
to 209, as against 223 in Novem- 
ber. 

By make, December registrations 
were: Chevrolet, 61; Ford, 54; Inter- 
national, 41; Willys, 16; GMC, 9; 
White, 9; Mack, 8; Dodge, 7; and 
Diveo, 2, and miscellaneous, 2, 

Used-car sales during 1956 totalled 
46,328, compared with 54,089 in the 
previous year. December sales were 
2,533, compared with 3,288 in No- 
vember.—(Frank Kappel.) 


* * * 


Birmingham, Ala 

Sales of new cars in Birmingham, 
Ala. totalled 1,430 in December, vir- 
tually unchanged from the previ- 
ous month’s total of 1,439. 

By makes, registrations were: 
Ford, 459; Chevrolet, 402; Buick, 
131; Plymouth, 101; Oldsmobile, 82; 
Pontiac, 58; Dodge, 40; Cadillac, 35; 
Mercury, 33; Chrysler, 21; DeSoto, 
18; Studebaker, 15; Lincoln, 7; Im- 





perial, 6; MG, 3; Hudson, 2; Pack- 
ard, 2; Prefect, 2; Anglia, 1; Austin, 
1; Borgward, 1, and Porsche, 1.— 
(Stuart Riddle.) 
* 


* * 


Washington, D. C. 


A total of 1,711 new cars were 
registered in the National Capital 
area during December, some 22 per- 
cent fewer than the 2,201 registered 
in November. 


New- truck registrations, mean- 
while, dropped 44 percent, from 231 
to 130. 

By make, car registrations 
were: Chevrolet, 404; Ford, 363; 
Plymouth, 222; Oldsmobile, 125; 
Buick, 107; Pontiac, 105; Dodge, 
88; Mercury, 72; Cadillac, 56; De- 
Soto, 45; Chrysler, 28; Nash, 14; 
Studebaker, 10; Lincoln, 8; Impe- 
rial, 5; Hudson, 3; Packard, 2, 
and miscellaneous, 54. 

Truck registrations were: Ford, 
39; Chevrolet, 35; International 23; 
GMC, 17; Dodge, 6; Divco, 3; Mack, 
2; Willys, 2; Studebaker, 1; White, 
1, and miscellaneous, 1. 

New-car registrations for the year 
totalled 26,241, compared with 34,729 
in 1955. The year’s truck registra- 
tions were 2,505, compared with 
2,606 the previous 12 months.—(Wil- 


liam Ullman.) 
* * * 


Minneapolis 

Automobile sales in Hennepin 
County (Minneapolis) declined 16 
percent in 1956 according to 
Finance and Commerce, Minneapo- 
lis business newspaper. 

Registrations of new cars totalled 
33,730 in 1956 to make the year the 


27 


fourth best in history. Topping 1956 
were 1950, with 39,650 cars; 1953, 
with 35,464 cars, and 1955, with 
40,362. 

New-car registrations in Decem- 
ber totalled 2,445, down 5 percent 
from the previous month’s 2,583. 

Ford was well out in front with 
655, followed by Chevrolet with 
516. Other totals were: Oldsmo- 
bile, 254; Plymouth, 251; Buick, 
197; Mercury, 112; Dodge, 380; 
Pontiac, 78; Cadillac, 63; DeSoto, 
55; Chrysler, 44; Studebaker, 40; 
Nash, 35; Volkswagen, 22; Lin- 
coln, #1; Hudson, 8; Packard, 2; 
Willys, 1, and miscellaneous, 11. 

Truck registrations in December 
were: Chevrolet, 56; Ford, 33; In- 
ternational, 25; Dodge, 6; Willys, 4; 
GMC, 3; Diamond T, 1; Reo, 1, and 
miscellaneous, 6. — (Donald M. 


Lyons.) 
oF 


Rochester, N. Y. 


The new-car sales index for the 
Rochester area in November was 
off slightly from the previous month 
and dropped 5 percent below the 
level of November, 1955. 

The latest sales index, as com- 
piled by the Chamber of Commerce 
research department, stood at 193.7 
points, against 194.5 for October 
and 203.7 for November, 1955. 


Registration of new cars for the 
month totalled 1,928, with 2,039 for 
October and 2,033 for November, 
1955. On the whole, loca) business 
in November attained the second 
all-time high in as many months, 
continuing a movement that started 
in May.—(William Hackman.) : 
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Be sure to see the money-making 


ideas on display at 


Nu Orm’s Booth 


Nos. 67 - 69 
at the N.A.D.A. Convention 


NU ORM PLANS, INC. 


1015 Se. La Cienega Bivd. Los Angeles 35, Calif. 
BRadshaw 2-3441 
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Used-Car Auction Prices 


(Continued from Page 25) 


$1,150*; Ranch Wagon, $1,175; Custom 
(8) 4-dr., $1,000, $995; Custom (6) 4- 
dr., $805. '54 Custom (8) 4-dr., $755*, 
$740*. 

HUDSON — ‘54 Wasp 4-dr., $295. °53 
Hornet 2-dr., $390. '52 Wasp 2-dr., $250*, 
130. 

LINCOLN — '56 Premiere coupe, $3,200* 
(ps). 

MERCURY — '57 Montclair coupe, $2,- 
800°. °'55 Monterey coupe, $1,330°. °54 
4-dr., $1,100* (ps). "53 Monterey coupe, 

*: 2-dr., $710*. °52 2-dr., $305. 

NASH -— '55 Rambler Country club, $975*. 
"54 Rambler 4-dr., $870*. °'53 Rambler 
Country club, $620. 

OLDSMOBILE — °56 (98) conv., $2,585° 
(ps); (88) Holiday, $2,290° 
(88) Holiday, $1,675* (ps). '54 
dr., $1,200* (ps). ‘53 (98) Holiday, $1,- 
120° (ps); (88) Holiday, $825°; 2-dr., 
$785*, $735*, $540°. °52 (98) 4-dr. $225*. 

PLYMOUTH — '55 Savoy (8) 4- dr., $950, 
$935, $885. ‘54 Savoy (8) 4-dr., "$675°; 
Savoy (6) 2-dr., $500. ‘53 Cranbrook 
Belevedere, $550*. "50 Special Deluxe 2- 
dr., $170. 

PONTIAC — °56 Chieftain (8) 2-dr., $1,- 
640*. ‘54 Chieftain (8) Catalina, $1,- 
095°: 4-dr., $635. °53 Chieftain (8) 4- 
dr., $705*, $525*. "51 Silver Streak (8) 
2-dr., $295*, $225*. °49 Silver Streak (8) 
2-dr., $200. 

STUDEBAKER — '53 Champion coupe, 
$440°: Commander 4-dr., $300°. '52 
Champion 4-dr., $325. °51 Commander 
Land Cruiser, $210*; 2-dr., $200°, $135°; 
Champion coupe, $115*. 

WILLYS-——'45 Jeep, $180. 

MISCELLANEOUS—’'55 International %- 
ton pickup, $585. °50 Chevrolet %-ton 
pickup, $385 


OMAHA 


$730, $675; 2-dr., $705*. °52 SL Deluxe 
2-dr., $460. '51 SL Deluxe 2-dr., $325, 
$255. °50 SL Deluxe Bel Air, $150. 
DeSOTO—’55 Firedome 4-dr., $1,400* (ps). 
"51 Custom 4-dr., $175*, $145*. 
DODGE—’56 Coronet Lancer, $1,800*. °54 
4-dr., $1,020*. ’°53 Coronet 4- 


ronb 57 Fairlane (8) 500 4- dr., $2,470* 
(ps); Fairlane (8) Victoria, '$2,300°; 
Custom (8) 300 4-dr., $2,140*. ’56 Coun- 
try sedan, $2,085* (ps); Fairlane (8) 
Victoria, $1,850*, $1,845* (ps); station 
wagon, $1,785; 2-dr., $1,760*; Ranch 
Wagon, $1,650; Custom (8) 4-dr., $1,- 
550°, $1,500°, $1,400, $1,395; 2-dr., 4 at 
$1,445. '55 Fairlane (8) 2-dr., $1,260*; 
Custom (8) 4-dr., $1,250*, $1, 200°: 2-dr., 
$1,115*, $1,050, $1,025, $990. ‘54 Crest 
(8) Victoria, $1,050*; Custom (8) 2-dr., 
$840, $690; Main (8) 2-dr., $800; Custom 
(6) 4-dr., $755; Main (6) 2-dr., $630, 
$620. '53 Custom (8) 4-dr., $765*, $725; 
2-dr., $685, $670, $640; Country sedan, 
$745; Ranch Wagon, $695*; club coupe, 
$550; Main (8) 4-dr., $490. ‘52 Ranch 
Wagon, $750; Custom (8) 2-dr., $585*; 
club coupe, $550. "51 Custom (8) 4-dr., 
$305*. '50 Custom (8) 2-dr., $120. 

HUDSON—-'53 Hornet 4-dr. $600°. 

LINCOLN—’55 Capri coupe, $1,950* (ps). | 

MERCURY —'56 Montclair 4-dr., §2,070* 
(ps); Hardtop, $2,000*. '55 Montclair 4- 
dr., $1,655° (ps), $1,340*° (ps); Custom 
2-dr., $1,195. °54 4-dr., $1,190*. '53 Cus- 
tom coupe, $1,070; 4-dr., $815, $795. °52 
4-dr., $635°. °51 4-dr., $415, $340°. °50 
coupe, $115*. 

NASH—'55 Ambassador 4-dr.. $995*. °52 
Statesman 2-dr., $480. '51 Custom 4-dr., 
$300. 

| OLDSMOBILE—’'56 (88) Holiday, $2,540* 

(ps); Super 4-dr., $2,070* (ps). '55 (98) 

Holiday, $1,955* (ps); 4-dr., $1,870* (ps); 

(88) Super 4-dr., $1,605*. °54 (88) Super | 


— 


club coupe, $950*. "50 (62) 4-dr., $525@ 


*49 4-dr., $215°*. 

CHEVROLET—'57 Bel Air (8) Hariit 
$2,650* (ps) $2,530°%, $2,470°%, $2,425%; 
station wagon, $2,650° (ps); One-fi 
(8) 4-dr., $1,900*. '56 Bel Air (8) Sporg 
coupe, $2,075*, $2,025*, $1,955%, $1,905¢; 
4-dr., $2,030* (ps), $1,865*, 2 at $1,450* 
$1.795*, $1,785*, $1,765*, $1, 755°; Twoe 
ten (8) 4-dr., $1,775*. 55 Bel Air (8) 
Sport coupe, $1,765*; station wagon, $1,. 
545; Bel Air (6) Hardtop $1,450*; T woe 
ten (8) 4-dr., $1,555*; Two-ten (6) 4-dr,, 
$1,110; 2-dr., $1,010, '54 Two-ten (6) 
sedan, $900*, ’53 Bel Air 4-dr., $775%, 
$740*, $700, $650; Two-ten 4-dr., $650*, 
’52 SL Deluxe club coupe, $220*. '51 SL 
Deluxe 4-dr., $350*. 

CHRYSLER — '57 Imperial. coupe, $5,000* 
(ps). '55 NY Hardtop, $2,095* (ps); 
Windsor 4-dr., $1,595*. '52 Windsor 4-dr., 
$455; 2-dr., $305* (ps). 

DeSOTO—'55 Firedome 4-dr., $1,480*. ‘53 
Firedome 4-dr., $655*. 

DODGE—’57 Coronet Hardtop, $2,825*. "55 
Coronet (8) 4-dr., $1,360; Hardtop, $1,- 
335. '54 Coronet (6) 2-dr., $695. °52 club 
coupe, $300. ‘50 club coupe, $175*. 

FORD —-'57 Fairlane (8) 500 Victoria, $2,- 
785°; Country sedan, $2,700* (ps); Raneh 
Wagon, $2,450*; Custom (8) 2-dr., $2. 
250°. '56 Fairlane (8) 4-dr., $1,800°; Vie- 
toria, $1,645*; Country sedan, $1, 740%; 
Custom (8) 4-dr., $1,530, $1,500°*; Custom 
(6) 2-dr., $1,250, '55 Fairlane (8) Vie- 
toria, $1,495; Custom (8) 2-dr., $915; 
Custom (6) 2-dr., $850; Ranch Wagon, 
$1,200°. °54 Custom (8) 4-dr. $860*, 
$850, $775; Custom (6) sedan, $650; Crest 
(8) 4-dr., $850. "53 Crest (8) conv., 
$735*, $650°; Victoria, $705*. '52 Crest 
(8) Victoria, $750°%; Main (6) 2-dr,, 
$325*; Main (8) 4-dr., $240. '51 Custom 
(8) club coupe, $280; Victoria, $235°*. 


LINCOLN — '57 Premiere coupe, $4,750* 


(ps), $4,730*° (ps). 

MERCURY—’'57 Montclair Hardtop, $3,200* 
(ps); Monterey Hardtop $§3,100*, $3,- 
050°. '56 Monterey club coupe, $2,200*, 
"55 Monterey Hardtop, $1,740*°; 4-dr., $1,- 
500° '53 4-dr., $730, $630°. 


OLDSMOBILE—’57 (88) Holiday, $3,135* 


(ps); 4-dr., $2,835°. ‘55 (98) Holiday, 
$1,905* (ps); (88) Holiday, $1,700*. ‘53 
(88) 4-dr., $990* (ps). "52 (88) Holiday, 
$650°. °50 (88) club coupe $280*. "49 
4-dr., $110°. 


‘ d Abel Auto Auction. Sale every Holiday, $1,570* (ps); 2-dr., $1,475°*, | 
Thureday, Prices are for sale of Jan. 10.) $1.100°. : PACKARD - "55 Clipper sedan, $1,635* 
BUICK—’57 Special Riviera, $2,770*; Cen- PLYMOUTH—'56 Savoy (6) 4-dr., $1,385*, (ps). "51 4-dr., $195°. °50 4-dr., $145°. 

tury Riviera, $3,015* (ps). "56 Century $1,345. '55 Savoy 4-dr., $875. '54 Savoy | PLYMOUTH—’'57 Belvedere (8) Hardtop, 

4-dr., $1,975* (ps). °55 Century Riviera, club coupe, $645; 4-dr., $640°. ‘53 Cran-| $2,850°. '56 Savoy (8) 4-dr., $1,660*. "55 

$1,580* (ps); Super conv., $1,520°; 2-dr., brook station wagon, $625; 4-dr., $500°.| Belvedere (8) sedan, $1,130; Savoy (8) 

$1.345*, °54 Super Riviera. $1,185*; 4-dr., ‘52 Cranbrook Belvedere, $455; 4-dr., 4-dr., $950. ‘54 Savoy station wagon, 

$1.175* (ps); conv., $1,065° (ps). °52 $305. $805; 4-dr., $755;«2-dr., $545; Belvedere 

Super 4-dr., $335*. °51 Special 4-dr., PONTIAC—'57 Chieftain (8) 4-dr., $2,585°. sedan, $785*. "52 Cambridge Suburban, 

$350. "56 Chieftain (8) 4-dr., $1,720° (ps), °55 $425. ‘50 2-dr., $155; club coupe $135. 
CADILLAC—’56 (62) 4-dr., $3,985* (ps). Chieftain (8) station wagon, $1,265*. '52| PONTIAC—-'56 Chieftain (8) Catalina, $1,- 

$3.815* (ps). 55 (62) coupe, $3,105*. '53 Chieftain (8) 2-dr., $395, ‘51 Silver Streak 975°. ‘55 Chieftain (8) station wagon, 

(62) 4-dr., $1,435* (ps), $1,325° (ps). (8) Catalina, $360°; 4-dr., $150. $1.750°. °54 Chieftain (8) 4-dr., $800°. 
CHEVROLET—’57 Bel Air (8) 4-dr., $2,-| MISCELLANEOUS — °56 Chevrolet %-ton 53 Chieftain (8) sedan, $540°. ‘52 Chief- 

470°. °56 Bel Air (8) Sport coupe, $1,-| pickup, $1,250; %-ton pickup, $1,200, $1,-| __tain (8) 4-dr., $475*. 

$1,900*: 4-dr., $1,915* (ps), $1,850", 180. '54 Chevrolet 1-ton pickup, $785. STUDEBAKER—'56 Golden Hawk Hardtop, 

$1. sb6°, $1,745°; 2-dr., $1,750°; station anti. (oe. a eee $4 

¥ °; o-ten (8) 2-dr., $1,- “¥s station wagon. . b 

wagon, $1,035; Twe Two-ten (6) 2-dr.. VALDOSTA, GA. | MISCELLANEOUS — "57 Chevrolet %-ton 
se 330. '55 Two-ten (8) 2-drn, $1,575, $1,- (Tom Hewitt Auto Auction. Sale every) Pickup, $1,860. '56 Ford %-ton pickup, 
$1,150*; 4-dr., $1,280°, $1,080°, $995, | Friday. Prices are for sale of Jan. 11.) $1,045. '55 Willys %-ton pickup, $1,100. 
y ’ 1 ° 
$025: Bel Air (8) 4-dr., $1,390; Sport (Today’s sale was really good as the $1,050. '53 Chevrolet %-ton pickup, $510; 
coupe, $1,380, $1,375; conv., $1,325*; Bel| weather was fair and cool. We had plenty | Ford *-ton pickup, $410. '50 Ford 4-ton 

Air (6) 4-dr., $1,425°; One-fifty (8) _— of good, clean cars and the buyers really | P2¢!, $245. "48 Ford %-ton pickup, $120. 

$1,055; Two-ten (6) 2-dr., $1,050. '54 Bel| went out to buy them, Sold 210 autos out 

Air 4-dr., $1,000, $925;'Two-ten 4-dr.,| of 309 offerings.) PEABODY, MASS. 

$795, $790; 2-dr., $800, ‘53 Bel Air 4-dr., | BUICK—'57 Special 4-dr., $2,900*. "56 RM 

4-dr., $2,400° (pe); Century 2-dr., $2,-| , (Peabody Auto Auction. Sale eve Oe 
070°. "55 Century coupe, $1,600°; Special , . 
4-dr., $1,575*. '54 Super Riviera, $1,300*; (Past three weeks slow; no sellers at- 
Century 4-dr., $1,265°. "53 RM 4-dr.,| a a heavy. Sold 76 
725° (ps). * v P os - 
CADILLAG.’57 (62) sedan de Vile, $6,-|BUICK—'55 Super 4-dr., $1,615*, $1,600°; 
200° (ps). °56 (62) coupe de Ville. $3,- Special 2-dr., $1,600. ‘52 Super 2-dr., 
940° (ps). "55 (62) 4-dr., $2,850 (ps).| $675°. °51 Special 4-dr.. $320. °50 Super 
'54 (62) 4-dr., $2,325° (ps). "53 (62) _ 4-dr., $305*, $295. °49 Super 4-dr., $110. 
coupe, $1,475° (ps). CADILLAC—"55 (62) 4-dr., $2,915* (ps). 
CHEVROLET — ‘57 Two-ten (8) station] (53 (62) 4-dr., $1,170°. ‘52 (62) 4-dr., 
‘wagon, $2,413°; Bel Air (8) 4-dr., $2- “oe eae 8 >) ¢&., SY. SS 
s . ** . 
‘, Wreness Feet = oa.” pay CHEVROLET—'56 Two-ten (8) 2-dr., S1,- 
‘SS Bel Air (8) 4-dr., $1,110°; Two-ten| 590°, $1,480°; 4-dr., $1.425°. "55 Two-tem 
(8) 4-dr., $1,100, $1,050; ‘station wagon,| 4-‘F.. $1.290*, $1,150°; One-fifty 4-dr., 
$1,075. '54 Two-ten 4-dr., $775*. "53 Two-| $1-080, $1,040. '54 Bel Air 2-dr., $980°; 
ten 4-dr., $680: 2-dr.. $525. "52 SL De- Two-ten 2-dr., $875, $855°; One-fifty 2- 
luxe 4-dr. $425: 2-dr., $290. °51 SL De- dr., $680. "53 One-fifty 2-dr., $365. '50 SL 


. Deluxe 2-dr., $105. 
luxe 4-dr., $450. "50 SL Deluxe Bel Air, : 7 , ° 
$400. ‘49 SL Deluxe 2-dr., $120; coupe, DODGE—'53 Meadowbrook 2-dr., $445. "50 


$100. Coronet 4-dr., "e 
SOTO “=. FORD—'55 Main > 2-dr., $760. "54 Cus- 
M*Piredome 4-dr.. $950", $5004. $2,450°. °53 | tom (8) 2-dr.. * °'53 Custom (8) 
DODGE — *57 Coronet '4-dr., $2,250°. °52| 2-4. $715, $690, $640°; Main (6) 2-dr., 
Coronet ‘ae dr.. $350. $530. '52 Custom (8) 4-dr., $420. ‘51 Cus- 
FORD—'57 Country sedan, $2,555; Fairlane| ‘'©™ (8) 4-dr., $310; 2-dr.. $240. = —_ 
(8) 500 4-dr., $2,485* (ps), $2,325°; Cus- | ae een 2-dr., $160. °49 Custom (6) 4 
tom (8) 300 4-dr., $2,025*. '56 Thunder- | oo ae» . 
bird, $2,480; Fairlane (8) Victoria, $2,-| MERCURY—'5S4 Monterey coupe. a 
100; 4-dr., $1,625; 2-dr., $1,810°; Custom| 53 Custom coupe, $760. (51 Custom 4-dr., 
Compact unit : : : $220. '50 Custom 2-dr., $145. 

(8) station wagon, $1,515; 2-dr., $1,190. ° . 
hangs on wall, 55 Fairlane (8) conv.. $1,185*: Ranch |O-PSMOBILE — '55 (88) 4-dr., $1,675 
easily accessible. Wagon, $1,100*; Custom (8) 2-dr., $1,-| ‘{PS)i2-4r.. —. "53 (88) 4-dr., $760°. 

= " "a. ’ - ; a (88) 4-dr., b 

{R) 4-de. $040¢, $700) °S3 Ranch Wanon | PLYMOUTH—'S6 Belvedere (8) conv., $1,- 
$690; Custom (8) 2-dr.. $650: Main (8) 850° (ps). °54 Cranbrook station wagon, 
Gust turn it on 3.4e. $475*. *52 Ranch Wagon, $510*. '51 $900. ‘51 Cranbrook conv., $180; 2-dr., 
a t Mag. Custom (8) 2-dr., $320 , ck $160; Cambridge 4-dr., $180. "50 2-dr., 

sified sous LINCOLN — ‘56 Premiere cou 100° | p date. 
locates rattles — Hihu: PONTIAC—'56 Star Chief (8) 4-dr., $2,- 
quickly. MERCURY — ‘57 Monterey 4-dr., $2,850°| 00° (Pps). '55 Chieftain (8) 4-dr., $1.- 

(ps). ‘56 Monterey Sport coupe. $1 850° 435°. '53 Chieftain (8) conv., $930* (ps). 

$1,800*; Custom station wagon, $1,825°: "51 Silver Streak (8) 4-dr., $280. '50 Sil- 


2-dr., $1,350; Medalist, $1,100. °55 Mont-| ,, Ver Streak (8) 2-dr.. $115. : 
NOW—LOCATE CAR RATTLES QUICKLY! si aon AE a More | Mag mag HOUY 59 imam Mine 2 
os oo "ae ao & ’53 Monterey 4-dr. - . 
a ardtop, $445°. 
ie ‘ OLDSMOBILE—'57 | (88) Holiday, $2,875° MASON CITY, IA. 

New Breeze RATL-CHEK magnifies sounds, (ps). "6 (88) Holiday, $2,040°'(ps): °55/ central States Auto Auction. Sale every 
i a i. ‘54 (98) sedan, $1 aon (ps): (88) Super | Wednesday. Prices are for sale of Jan. 9.) 
finds noises without road test 2 O gaam, $1.40" (pe): a8) Super| “(Pour successive weeks of  bilzzards 
‘32 (aa) coupe, $450". "50 (88) duper 4-| ped, Eenerally, hasardous weaener, have 

dr., $300; (98) 4-dr., $110. : 

’ still is very active.) 
Now you can keep your customers’ cars ing the sound until it can be located and ae eae od dy a. ee: BUICK—'55 Super 4-dr., $1,600°; Special 
“ ” ’ s' . ° ** . , 
from being “rattle-traps”. Here’s the first corrected easily and quickly. 4-dr., $275*. '49 club coupe, $100 Riviera, $1,510*, '54 RM 4-dr., $1,235° 
practical instrument for locating rattles and : PONTIAC—'S6 Star Chief (8) 4-dr., $1,900;| {P8), (53 Super Riviers. $705°; 4-dr., 
: : Rattles, window noise or other.loose bolt Chieftain (8) 4-dr., $1,275. ’55 Chieftain : Super 4-dr., : 
car noises in mere minutes — without time- at CADILLAC—'57 (62) coupe de Ville, $5,- 
connections of the car can be found and (8) Catalina, $1,550°, '54 Star Chief (8) ; : 7 

wasting road tests. The new Breeze RATL- 4-dr., $925°. °50 Silver Streak (8) coupe,| 750° (ps). "56 (62) coupe, $3,635° (ps). 
; : ; corrected, thus satisfying your customer $370° : | "5S (62) coupe, $2,995* (ps). ‘54 (62) 
CHEK is an electro-mechanical device that 1 giving him a safer car — at 2 STUDEBAKER—'51 4-dr., $170° 4-dr., $2,380* (ps), $2,040* (ps). '53 (62) 
works on the principle of magnifying the s profit. MISCELLANEOUS — '53 Chevrolet %-ton| 472%: 31.415* (ps). °52 (62) coupe, $1,- 


vibration frequency of the noise. Test after test has proved the efficiency pickup, $400; panel truck, $310; Ford %-| fare *ay chi) war $3508) Se” 


Simply clamp the vibrator on the car and profit possibilities of the RATL-CHEK. Lon FECEMD, , S400. '52 Dodge ‘e-ton pick- | CHEVROLET—'57 Bei’ Air (8) 4-dr., $2,- 


. 2 up, "51 Chevrolet %-ton pickup, ™ 
bumper, sit in the car and turn a knob on_ All electrical parts meet Underwriter Ap- $325. '49 Chevrolet %-ton panel, $100. 330°, $2,295*; Two-ten (8) 4-dr., $2,100°. 


'55 Bel Air (8) Sport coupe, $1,500*, $1,- 
the rtable frequency control unit Vibra- roval. Weighs only 34 pounds in case. al - *, ‘$965, 
tion “is set up ana the unit “tunes in” the Ask your jobber or write a for complete SALT LAKE CITY $045; $020" 'S4 Bel Air 2-ar* $885°; ‘Two. 


annoying rattle at its frequency, magnify- details. (Salt Lake Auto Auction. Sale every| {60 ,*-dr., $825°. '53 Bel Air Sport coupe, 


$755. 
Thursday. Prices are for sale of Jan. 10.) , ° 
BUICK—'56 RM 4-dr., $2,300* (ps): 8 CHRYSLER—’55 Windsor Hardtop, $1,720 


cial Riviera, $2,155*, $2,100*; 4-dr., $2,- Pg By sg $1,875° (ps). ’54 


DEALER PRICE 120°. ‘56 Super Riviera, $1,605°. DeSOTO — '53 Powermaster 4-dr., ° 
BREEZE CORPORATIONS, INC. cial “4-dr." $1200" (ps). '60 RM coupe, | Pfau" vee ~ 


00 east ae). SO See Sete, mae. DODGE—'56 Coronet (8) 4-dr., $1,625%. '53 
700 Liberty Avenue Union, New jersey $1 25 sates; oS. Meadowbrook 4-dr., $460*, ‘49 Coronet 
CADILLAC—'55 * * * club coupe, $140*. 
"54 (62) 4-dr., $2,550° (ps) $2,360° (ps), | FORD—'57 Fairlane (8) 500 4-dr., $2,410°; 
"53 (60) Special 4-d: r., $1, 675° (ps); conv +» Fairlane (8) 4-dr., ee: Victoria, 
$1,465" (ps). '52 (62) 4-dr., $1,150*: 175°. ‘56 Fairlane (8) Victoria, $1,885", 
coupe, $1,100°. '51 (62) 4-dr., $710° (ps); (Continued on Page 31, Col» 1) 
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ee you in San Francisco 
at the N.A.D.A. Convention! 


\. S. Roy al Tires 
Mially 3 invites i NSE 
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ROYAL OF “tt | Woghkins 


- . Room \, 30th 
Golden Emp _ Januar 26th throug 
San Francise? 


Now-— steel combined with nylon 
to produce the smoothest-riding, 


most indestructible of tires — 





HIGHWAY FLASHER—A highway flasher 
using transistors is being morketed by R. 
E. Dietz Co., 225 Wilkinson St., Syracuse, 
N. Y¥. Among the features of the flasher 
are said to be its long trouble-free life, 
ability to stand up under all weather 
and use conditions, bright signal and 
low cost. The transistorized flasher is 
available in four models, 360-degree bar- 
ricade, two-faced barricade, 360-degree 
traffic cone, and two-faced traffic cone 


WINDSHIELD COVER — An adjustable 
windshield cover said to keep wind- 
shields free from snow, ice and frost has 
been introduced by Hoosier Tarpaulin & 
Canvas Goods Co., 1302 W. Washington 
St., Indianapolis 6, Ind. The Hoosier 
clearview windshield cover is adjustable 
so that it will fit over the windshield of 
any moke of automobile, it is claimed. 
Made of a specially treated, extra strong 
canvas, the cover is said to be water 
and mildew resistant. 


HEADLAMP ACCESSORY — A headlamp 
accessory designed for the ‘57 Ford has 
been marketed by Regal Motor Products, 
Inc., 6325 Grand River Ave., Detroit 8, 
Mich. The stainless steel unit, called the 
Ford Eyebrow, snaps on and requires no 
installation time, it is cloimed. 


AIR CONDITIONER — The Kaufman air 
conditioner, type U. D., is said to occupy 
@ small space under the dash, or in the 
trunk compartment with outlet on blower 
with rotatable directional louvers that per- 
mits steady stream of cool air to be 
directed at driver and passenger, as 
well as into the body of the car. In- 
terchangeable, the unit is made-to fit a 
wide range of cars. Four air: circulators 
are said to discharge 300 cubiccfeet- of 
cooled air per minute.. Kaufman. Air Con- 
ditioning Co., 511 N. Taylor, St. Louis, Mo. 
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NEW PRODUCTS 


oils, plus safe, highly effective sol- 
vents, penetrants and spreading 
agents. The additive is especially 
recommended for use in engines 
operated under stop-and-go driving 
conditions. 

+ = + 


THERMOMETER — The Taylor auto or 
casement window thermometer, housed in 
clear Tenite butyrate plastic, features 
easy-to-read blue graduations and liquid 
column said to stand out in bold con- 
trast to the transparent case. The unit 
comes with two sets of stainless steel 
clips which attach it securely to the out- 
side of either a steel casement window 
or a car vent. Designed to withstand 
outdoor conditions, the instrument's buty- 
rate housing is said to stand up well 
under weathering and won't shatter or 
corrode. Taylor Instrument Companies, 


Rochester 1, N. Y. 
i 


REAR VIEW MIRROR—Designed to fit 
ali cars, the Site-Master No. 48, a fender- 
mount rear view mirror, is adjustable to 
any position on either side of the car. 
The 4%-inch mirror head is said to be 
completely adjustable and can be tight- 
ened to a locked position. Finished. in 


LICENSE FRAME—The all-steel High- 
lander Universal license plate frame is 
available in multi-chrome plated and 
Goldite plated. The frame is marketed 
with all necessary bolts, nuts and lock 
washers. The manufacturer, Highland Ma- 
chine Co., 3214 Superior Ave., Cleveland 
14, O., is also marketing its Universal 
self-locking license plate brackets for all 
front bumpers. The brackets are en- 
gineered so that they can be attached to 
holes in the upper as well as the lower 


curves of the front bumper, it is claimed. 
* 


POWER TAKE OFF — The 221 Power 
Take Off, produced by Chelsea Products, 
Inc., Chelsea, Mich., has been especially 
designed for the Chevrolet Powermatic 
transmission. The transmission's 
side-mounted applications are limited only 
to the single-speed, non-reversing type. 
Dual speeds may be obtained by driving 
through a two-speed hanger bearing or 
speed reducer. A gear box may be used 
in conjunction with the side-mounted P.T.O. 
to obtain both reverse and forward rote- 
tion. A friction-clutch box is recommended 
for driving winches, cranes or any equip- 
ment requiring accurate control. 

.-. @ 


Water Nozzle 


A water nozzle of heavy machine 
solid brass construction with molded 
rubber hose has been marketed 
by Acme Air Appliance Co., Inc., 
100 Hinsdale St., Brooklyn 7, N. Y. 
Called the Acme Redi-Fio, the noz- 
zle is said to fit %-inch G.HLT. 
Bending the nozzle allows the flow 
of water, it is claimed. 

+ = = 


triple-plated chrome, the unit is said to 


be theft-proof. Supersite Corp., Derby, 
Conn. 


CRACK FILLER—A fine granular, ready- 
to-use plastic product, Jiffy Floor readily 
fills hairline cracks, shallow holes, spalled 
floors or other surface defects. It can be 
applied without disrupting production or 
traffic and withstands heavy loads im- 
mediately after application, it is claimed. 
lt contains no asphalt, cement, sand or 
gravel, will not crack, crumble or curl and 
can be applied either indoors or out. It 
is not affected by temperature changes 
and is said to be waterproof, dustiess, 
skid-proof and noiseless. Monroe Co., 
Inc., 10703 Quebec Ave., Cleveland 6, O. 


PARTS CLEANER—Sprague Devices, Inc., 
Michigan City, Ind., has introduced the 
Air-Push Spragit, an air-operated tool 
which automatically speeds cleaning small 
parts. Said to work with any immersion 
cleaning fivid, unit is quickly adapted to 
the cover of any standard five or 10 
galion metal containers. It agitates the 
basket furnished with fluid without break- 
ing cleaning flvid evaporation seal. The 
unit operates on as little as 12 pounds 
of air and automatically shuts off when 


lifted from can. 
* + « 


Aluminized Silencer, Diffuser 
Marketed by Coachcraft 


Heavy-duty silencers, made of 
Armco Aluminized steel, are being 
built specifically for the Cummins 


200 series diesel engine by Coach- 
craft Sales Corp., 9015 Santa Mon- 
ica Blvd., Los Angeles 46, Calif. 
Coachcraft also announced it has 
incorporated Armco aluminized 
steel into a heavy-duty diffuser for 
use on any four-inch stack with 
mufflers of any make. 
+ + * 


BATTERY CHARGER — A 10-model line 
of battery chargers, six-volt, 12-volt and 
combination models, has been introduced 
by Electric Service Systems, Inc., 1330 
Quincy St., Minneapolis, Minn. Repre- 
sentative of the line is the Combination 
model 6126, above. Charging rate of the 
unit starts at seven amperes on a dead 
battery and tapers down to 3.5 amperes 
as the battery becomes fully charged. 
The charger delivers up to 55 ampere- 
hours overnight, it is claimed. Amperage 
charging rate of the line is from four 
to 50 amperes. 


TIRE CHANGER—Big Four Industries, 
Inc., 5938 Carthage Court, Cincinnati 12, 
O., has announced it is trading in all 
old tire changers on its AFS or MS 
models and offering a conversion kit 
for its older models |, A, B, AF and BF 
tire changers to handle all the new re- 
duced-diameter rims, as well as 15-, 16- 
and 17-inch rims. The AFS model is the 
double bead-breaking, air-locking tire 
changer which handles all wheels and 
can be supplied with the Henderson No. 
711 wheel balancer. The MS is a manual 
locking changer designed to handle all 
wheels. 


PISTON LINER—The Hastings-Liner is 
said to make it possible to line the en- 
tire worn top groove in pistons with solid 
alloy steel. Each Perma-liner comes in 
two perfectly paired segments that butt 
tightly in the top groove. Each segment 
is locked into place by a cam lock wrench 
that is furnished with each set. Packaged 
eight to a set, the liners are available for 
ali pistons from three to five inches. 
Hastings Mfg. Co., Hastings, Mich. 


BATTERY CHARGER — A fast charger 
said to be capable of charging either 
six- or 12-volt batteries has been an- 
nounced by Heyer Industries, Inc., 471 
Cortland St., Belleville 9, N. J. The Fast 
Boy charger is housed in a wheel-around 
cabinet, 24Y, by 12 by 10 inches, and 
provides a safe maximum charging rate 
of 40 amperes on 12-volt batteries and 
60 amperes on six-volt batteries, it is 
claimed. Charging time is governed by 
an automatic time switch with avail- 


able range of two hours. 
* . 2 


DEMOUNTABLE BATTERY — The Cello 
matic battery is built in three demountable 
two-volt sections, allowing any cell to be 
replaced or interchanged when and if 
necessary. The unit features space 
channels between individual cells, permit- 
ting air circulation around the cell cases 
to minimize heat, said to be the number 
one battery killer. The battery also feo- 
tures polystyrene battery frame and cell 
coses, and foamed-rubber cushioning 
between cells for longer life, it is claimed. 
Cell-O-Matic Battery Sales Division, Olym- 
pic Battery Corp., 1074 N. Oxford Ave., 
Los Angeles 29, Calif. 





FILTER WALL CHART — A wall chart 
for dealers, providing complete installa- 
tion data on air filter and oil filter refills 
for cars and trucks has been made avail- 
able by Purolator Products, Inc., Rahway, 
N. J. The chart can now be obtained 
through your regular Purolator supplier. 
The front of the chart gives oil air-filter 
specifications for all late model cars, light 
trucks, and most of the popular foreign 
cars. The reverse side provides cross ref- 
erences between Purolator refill numbers 
and 13 other makes. ce 


White & Bagley Markets - 
Crankcase Additive 


W & B HD Concentrate 2281, a 
detergent-plus crankcase additive, 
is now being manufactured and 
marketed by White & Bagley Co., 
Worcester, Mass. 

This product is said to be a com- 
bination of the additives that are 
used to make the best HD motor 
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(Continued from Page 28) 


$1,805*; 2-dr., $1,460* (ps); Custom (8) ,day and Thursday. 
$1,250; Main (8) 2-dr., $1,270. 55) of Jan. 3-8.) 


-dr., 
Conon (8) 4-dr., $1,295*; 2-dr., $1,050. 
"54 Crest (8) conmv., ; Custom (8) 
2-dr., $870; Main (8) 4-dr., $850°. °52 
Crest (8) Hardtop, $605*. °51 Custom (8) 
4-dr., $265*. 

MERCURY—’57 Monterey coupe, $2,765* 
(ps), $2,680°%; 4-dr., $2,725*. '56 Custom 
2-dr., $1,700*; Medalist 2-dr., $1,420. °55 
Montclair Hardtop, $1,725* (ps). '54 Mon- 
terey 4-dr., $940°. "53 Monterey coupe, 
$895*. °52 Monterey Hardtop, $625°. °51 
Custom 4-dr., $305*. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
120° (ps); 2-dr., $1,900*. '55 (88) Super 


2-dr., $1,600*; 4-dr., $1,595* (ps), $1,- 
550°. °54 (98) 4-dr., $1,350° (ps). ‘53 
(98) 4-dr., $815*, ’52 (98) 4-dr., $675°*. 


‘51 (88) 4-dr., $365°. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
060. '54 Savoy 2-dr., $685. °52 Cranbrook 
4-dr., $535. °52 Cambridge 4-dr., $300. 
’51 Cambridge 4-dr., $115. 

PONTIAC—’56 Chieftain (8) Catalina, $1,- 
760°. °55 Chieftain (8) 4-dr., $1,495°. ’54 
Chieftain (8) 4-dr., $855°. °53 Chieftain 
(8) 4-dr., $675*. "52 Chieftain (8) 2-dr., 


$440". 
CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 


Jan. 10.) 
BUICK — '55 Special 4-dr., $1,630*; Rivi- 
era, $1,480*; 2-dr., $1,090°; Century 


Riviera, $1,585*. "53 Super 4-dr., $770*; 
RM 4-dr., $685; Special 4-dr., $650*. "52 
Super Riviera, $350°. '51 Super Riviera, 

75*; 4-dr., $325*, $210°. '50 Special 4- 
dr., $200°. 

CADILLAC—’'56 (62) coupe, $3,635* (ps). 
'55 (62) coupe de Ville, $2,910* (ps). "54 
(62) coupe de Ville, $2,495* (ps); 4-dr., 
$2,080* (ps). '52 (62) conv., $980* (ps). 
"51 (62) 4-dr., $610*, $500°. 

CHEVROLET '57 Two-ten (6) 2-dr., 
$1,670. "56 Bel Air (8) 2-dr., $1,655*. 
'55 Bel Air (8) station wagon, $1,500*; 
conv., $1,250; One-fifty (6) station 
wagon, $1,050; Two-ten (6) 2-dr., $950. 
‘54 One-fifty station wagon, $900. 
'53 Bel Air Sport coupe, $770*; 2-dr., 
$735* (ps); 4-dr., $640; Two-ten 2-dr., 
$645*, $550, $525; 4-dr., $500, One-fifty 
4-dr., $225. ‘52 SL Deluxe 2-dr., $350; 
4-dr., $275. *51 SL Deluxe 2-dr., $300. 
"50 SL Special 2-dr., $200. 

CHRYSLER — °'54 NY 4-dr., $900*. ‘53 
Windsor 4-d., $705*, $600°. '51 Windsor 
2-dr., $350°. "50 NY 4-dr., $205°. 

DeSOTO—'53 Firedome 4-dr., $610*, $500*; 
2-dr., $450*°. "51 Custom 4-dr., $300°. ‘50 
Custom 4-dr., $200°. 

DODGE — ‘56 Coronet (8) Lancer §$1,- 
805* (ps). '55 Coronet (8) 2-dr., $1,2845; 
Royal (8) 4-dr., $1,160° (ps). '54 Coro- 
net (8) 4-dr., $310*. °53 Meadowbrook 
station wagon, $565. ‘52 Coronet conv., 
$255*. "51 Coronet 2-dr., $285*; Meadow- 
brook 4-dr., $205*. 


FORD — ‘56 Fairlane (8) 4-dr., $1,350*; 
Custom (8) 2-dr., $1,250; 4-dr., $1,180. 
’55 Thunderbird, $2,295* (ps); Fairlare 


(8) Victoria, $1,190* (ps), $1,050; Ranch 
Wagon, $995; Main (6) 4-dr., $825. ‘54 
Crest (6) conv., $755. '53 Crest (8) Vic- 
toria, $690*; Custom (8) 2-dr., $575*, 
$470. "52 Custom (8) 2-dr., $425*; Cus- 
tom (6) 4-dr., $300. "51 Country Squire, 
$300. 

HUDSON "55 Super 4-dr., 
Super Jet 4-dr., $235. 

LINCOLN — ’56 Capri 4-dr., $2,850*° (ps). 
"54 Capri 4-dr., $1,350° (ps), $1,140*. 
"51 Cosmopolitan 4-dr., $300*. 

MERCURY — '56 Monterey coupe, $1,670* 
(ps). °55 Custom 2-dr., $1,060°; 4-dr., 
$1,055*. °54 Monterey coupe, $1,070. '53 
Sport coupe, $800*; Custom 2-dr., $750*. 
’52 Monterey coupe, $260*°. ‘51 Custom 
2-dr., $265. 

NASH — ’55 Rambler station wagon, $1,- 
000. °54 Statesman Country club, $835*; 
4-dr., $750*. *52 Rambler Country club, 


$885*. °53 


$350. 

OLDSMOBILE—'56 (98) Holiday, $2,570* 
(ps), $2,530° (ps); (88) Super Holiday, 
$2,150* (ps). 55 (88) 4-dr., $1,250°. "54 
(98) Holiday, $1,575* (ps); (88) Super 
Holiday, $1,385*. °53 (88) Super 4-dr., 
$780*. 

PACKARD ’55 Clipper 4-dr., $1,440° 
(ps). '53 Clipper 2-dr., $420. ‘51 (200) 
2-dr., $200*. 

PLYMOUTH — '56 Savoy (6) 4-dr., $1,350. 
’55 Plaza (6) 4-dr., $795. °54 Plaza 4- 
dr., $645°; Savoy 2-dr., $530, $500; 4- 
dr., $510. '53 Cranbrook 2-dr., f 

PONTIAC — ‘56 Chieftain (8) Catalina, 

. °55 Star Chief (8). Catalina, $1,- 

_ . "53 Chieftain (8) 4- 
’52 Chieftain (8) Catalina, 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 10.) 


Seid 43 out of 53.) 
BUICK — 55 Special Riviera, $1,475*. '51 
Super 4-dr., $300*. 


CHEVROLET — '56 Bel Air (8) Hardtop, 
$1,910* (ps). 54 One-fifty 4-dr., $650, 
$630. 53 Two-ten 2-dr., $655*. ‘50 SL 
Deluxe club coupe, $250, "49 SL Deluxe 
2-dr., $150. 

CHRYSLER — ’51 Imperial 4-dr., $330° 


(ps). °49 NY club coupe, $145*. 
’51 club coupe, $165. 

DODGE — '53 Coronet (8) 4-dr., $480*; 

Meadowbrook 4-dr., $325. 
FORD "56 Custom (8) 4-dr., $1,450; 
Main (8) 2-dr., $1,215; Main (6) 2-dr., 
$1,225. '55 Custom (8) 2-dr., $1,050, $1,- 
040. °53 Main (8) 4-dr., $435. '51 Cus- 
tom (8) 2-dr., $190. 


LINCOLN—’51 Cosmopolitan 4-dr., $330*. 


MERCURY — ’53 conv., $690*; 4-dr., $685. 


PACKARD — ’51 4-dr., $170*. 
PLYMOUTH — '54 Plaza 2-dr., 
PONTIAC 


55 Star Chief (8) 2-dr., 
$1,150. '54 Chieftain (6) 4-dr.,. $530. '53 
Chieftain (8) .4-dr., $685*. '52 Chieftain 
(8) 4-dr., $355*. °51 Silver Streak (8) 
4-dr., $270*. '50 Silver Streak (8) Cata- 
lina, $470*; 4-dr., $155*. 

BAKER 55 Commander 2-dr., 
$800*; Champion 4-dr., $785*; 2-dr., 
$795. °53 Commander 4-dr., $395*. °52 
Commander coupe, $245*. 


WILLYS — '50 station wagon, $575. 


NEW YORK CITY 


(Skyline. Auto Auction. Sale every Tues- 


BUICK — 


CADILLAC 


(61) 4-dr., $550 
CHE 


Prices are for sales 


(Action was off at both sales this week 
because of the normal holiday recession. 
A strong demand for sharp cars con- 
tinues, however, and we look for a 
return to normal next week, Sold 178 
cars out of 240 offerings.) 

"55 Special 4-dr., $1,520*; 2- 
dr., $1,125*; Super coupe, $1,450*. °54 
Super 4-dr., $1,020*. ‘53 Super coupe, 
$755*, $675*; RM 4-dr., $635*; Special 
Riviera, $650*; 2-dr., $475; 4-dr., $420*. 
"52 RM Riviera, $290*. °51 Super Rivi- 
era,, $315*, $275*; Special 4-dr., $220. 
"50 Super Riviera, $275*, $265*; Special 
4-dr., $135°, $125*, $110*; 2-dr., $110°. 
"56 (62) coupe, $3,695* 
(ps). °55 (62) Riviera, $2,870* (ps). '52 
(62) 4-dr., $950*, $850°. °51 (62) conv., 
$775*; coupe, $770°; 4-dr., $460°. °50 
. 


VROLET — '56 Bel Air (8) 4-dr., $1,- 
740°; Two-ten (8) 4-dr., $1,535*, $1,- 
485°, $1,290; 2-dr., $1,285, $1,270. ‘55 
Bel Air (8) Hardtop, $1,425*; 2-dr., $1,- 
300*, $1,105*; conv., $1,300*%; Two-ten 
(8) 4-dr., $1,165*, $1,160, $1,155*, $1,- 
125, $1,095, $1,080, $1,030, $1,020, $1,- 
015, $1,005, $1,000, $985, $975, $960, 
$955, $950, $940; 2-dr., $1,075*, $1,020, 
$990, $960, $925. '54 Bel Air 4-dr., $915*, 
$815; Hardtop, $860*; 2-dr., $775; Two- 
ten station wagon, $925*. 53 Bel Air 
4-dr., $650°; 2-dr., $595*; Two-ten 4- 
dr.; $555°; 2-dr., $450, $425; One-fifty 
4-dr., $465, $450; 2-dr., $465, $355, , 
$250, $225. °52 SL Deluxe 2-dr., $355, 
$285; 4-dr., $265; conv., $200; SL Special 


Here’s why 
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2-dr., $210. 51 SL Deluxe Hardtop, $295; 
4-dr., $240°, $175; 2-dr., $225, $195, 
$145; conv., $265. '50 SL Deluxe conv., 
$235; station wagon, $185, $135, $115; 
2-dr., $100. 

CHRYSLER — °'55 Windsor 4-dr., $1,480*. 
*53 Windsor 4-dr., $465*, $425°. 
DeSOTO "55 4-dr., $1,390° (ps). 

4-dr., $165°. 


"52 


DODGE—’54 Coronet station wagon, $725. 
"53 Coronet 4-dr., $485*, $470*. "51 2- 
dr., $180. 

FORD — ’57 Custom (6) 2-dr., $1,600. 


’56 Fairlane (8) sedan, $1,600*, $1,440°; 
conv., $1,435*. 55 Fairlane (8) Victoria, 
$1,200*; 4-dr., $910; Custom (8) station 
wagon, $955; 4-dr., $935. °54 Crest (8) 
Victoria, $1,025*, $765; 2-dr., $875; Cus- 
tom (8) 2-dr., $680; Main (6) 2-dr., 
$435. °53 Crest (8) conv., $685*, $490; 
Victoria, $625; Custom (8) 2-dr., $560*, 
$455; Main (6) 2-dr., $375. "52 Crest (8) 
Victoria, $740*. 

MERCURY — ‘56 Montclair Hardtop, $2,- 
075* (ps). °55 Montclair conv., $1,260*. 
"54 Monterey Hardtop, 2 at $1,125*, $1,- 
035*, $1,030*, $1,020*°. "53 Monterey 
station wagon, $840°; Custom 4-dr., 


$620*. °51 Monterey 4-dr., $400; 2-dr., 
$100. 
NASH — '53 Rambler conv., $400. ‘51 


Rambler Hardtop, 
$175, $145. 

OLDSMOBILE — ’'55 (98) conv., $1,820*; 
(88) Super conv., $1,695*. °53 (98) 4-dr., 
$680°*, $665*. '51 (88) coupe, $100*°. ‘50 
station wagon, $245*, $210*. 


$200; station wagon, 


PACKARD — ’55 Clipper 4-dr., $1,030*. 
40 Hearse, $110. 

PLYMOUTH — ‘56 Savoy (8) 4-dr., $1,- 
520°. '55 Belevedere (8) conv., $1,250*. 
"53 Cambridge 2-dr., $225. °51 Cran- 
brook 4-dr., $240. 

PONTIAC — ’'56 Chieftain (8) station 


wagon, $1,995*; 2-dr., $1,605. °55 Chief- 
tain (8) station wagon, $1,360*; 2-dr., 
$1,445*; police, $830. °54 Star Chief (8) 
conv., $1,040°; 4-dr., $860*; Chieftain 
(8) 2-dr., $690; 4-dr., $635. '53 Chieftain 











(8) Catalina, $665*; conv., $575*; 2-dr., 
$430. "52 Chieftain (8) conv., $325*; Cat- 
alina, $200*. 

STUD 54 Champion 2-dr., 
$500. °53 Commander 4-dr., $440*. °50 
2-dr., $100. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Jan. 9.) 


much stronger. Sold 109 out of 155.) 


BUICK — ‘56 Special Riviera, $2,065*; 
conv., $2,025*. '55 Special Riviera, $1,- 
700*, $1,620*, $1,520°; RM 2-dr., $1,- 
535°; Century Riviera, $1,150* (ps). °54 
Super Riviera, $1,190*; 2-dr., $1,155* 
(ps). °53 Super Riviera, $800*; 2-dr., 
$625°. ‘52 Super Riviera, $285*; Special 
4-dr., $250, $235°; 2-dr., $250. ‘51 
Special 4-dr., $320*, $225°. 


CADILLAC—’54 (62) conv., $2,225* (ps). 


CHEVROLET — ’56 Bel Air (8) 2-dr., 
$1,585*; Two-ten (6) 2-dr., $1,200. °55 
Bel Air (8) club coupe, $1,400* (ps); 
Two-ten (8) station wagon, $1,295* (ps); 
4-dr., $1,025*; One-fifty (6) station 
wagon, $1,000*. '54 Bel Air club coupe, 
$885*; 4-dr., $825, $605*; Two-ten 2-dr., 
$600, $590; One-fifty station wagon, $875. 
’53 Bel Air Sport coupe, $665*; Two-ten 


4-dr., $465; 2-dr., $455. °51 SL Deluxe 
Sport coupe, $335*; club coupe, $295*; 
4-dr., $100*. '50 FL Deluxe club coupe, 
$135°. 
CHRYSLER — ’'51 Windsor 4-dr., $150*. 
DODGE — '53 Coronet (8) 4-dr., $335. 
FORD — °56 Country sedan, $1,775*, $1,- 
550; Fairlane (8) conv., $1,625; 2-dr., 


$1,550*; $1,480*, $1,425*; Custom (8) 2- 
dr., $1,330, $1,285; 4-dr., $1,325; Main 
(6) 2-dr., $910. °55 Country sedan, $1,- 
525°; Fairlane (8) conv., $1,225*; 4-dr., 
$1,215*; 2-dr., $1,180; Ranch Wagon, 
$1,105; Custom (8) 2-dr., $990; 4-dr., 
$950, $900°; Custom (6) 4-dr., $980. '54 
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Custom (8) club coupe, $805*, $700; 
Main (6) 2-dr., $530; Main (8) 2-dr., 
$435°. °53 Crest (8) club coupe, $750; 
Custom (8) 4-dr., $575. '51 Custom (8) 
Victoria, $550. 

HUDSON — ‘'55 Hornet 4-dr., $1,175*, °51 
Commodore 4-dr., $115, 

LINCOLN — ’'51 Cosmopolitan club coupe, 
$140*. 

MERCURY — '54 Custom 2-dr., $600. '53 
Custom 4-dr., $645*, $515. 

NASH — ’51 Rambler station wagon, $105. 


OLDSMOBILE — ’56 (98) Holiday, $2,- 
550° (ps). °55 (88) Holiday, $1,580°, 
$1,570*. '54 (88) 4-dr., $1,525*, $1,110*; 
2-dr., $885°. ‘53 (88) 4-dr., $695; Holi- 
day club coupe, $475*. ‘52 (88) Super 
4-dr., $390°; (98) Holiday, $380° (ps). 

PACKARD — '53 Clipper 2-dr., $570*, °50 
Clipper 4-dr., $100*. 

PLYMOUTH -— ’'55 Plaza (8) club sedan, 
$785. °53 Cranbrook 4-dr., $320, $315. 
PONTIAC — ‘56 Chieftain (8) 4-dr., $1,- 
725°. °55 Star Chief (8) 2-dr., $1,420*, 
$1,330*; Chieftain (8) 4-dr., $1,240*, $1,- 
085*. °54 Chieftain (8) 4-dr., $775*; 2- 
dr., $575*, $550°, $550. °53 Chieftain (8) 

4-dr., $510*, $405; 2-dr., 400°. 

MISC. — '56 Ford %-ton pickup, $640. '53 
Chevrolet %-ton pickup, $500, $445, $300. 
"48 Ford pickup, $220. ‘47 Dodge Ex- 
press, $125. 

* * * 


— Auctions in Brief — 
WINDSOR, VA. 
Auto Auction, Sale every Thurs- 


10). We had a very good sale 
and a high percentage sold, 
* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Jan. 10). Very cold 
weather with ice and snow held our con- 
signment down to 165. However, 78 percent 
of these changed hands, and all cars held 
steady to high. 


Windsor 
day (Jan. 
this week, 


. for cool profits! 





Mark IV gE the fastest growing 


auto air condition&r on the market... 


ALREADY THE TOP SELLER. In just one year g BEST DEVELOPED SERVICE ORGANIZATION. 
With almost 400 distributors and service centers 
already set up, Mark IV units can be serviced by 
factory trained technicians from coast to coast. 
Many more will be added in early ‘57. You'll have 
satisfied customers wherever they may travel. 


A DEALER-ORIENTED PACKAGING AND 
WARRANTY PLAN. Basic units and adapter kits 
are packaged so a dealer can handle a wide selec- 
tion of car models with a minimum investment. The 
dealer’s in-warranty labor allowance has been 
increased. Customer’s off-season warranty has 
been extended. Your problems as a dealer get 


after taking over Mark IV, the John E. Mitchell 
Company more than quadrupled the sales . . 

passed all other independent manufacturers. You'll 
be joining a bandwagon. 


ADVANCED ENGINEERING. The patented Robo- 
trol revolutionizes temperature control. A metering 
flow-control valve, it will outlast the life of a car. 
Completely eliminates the need for a clutch or a 
solenoid by-pass — the two “off-and-on” elements 
that wear and cause most trouble in other systems. 
You'll have fewer mechanical complaints. 


FITS MORE CARS. With both a trunk and a dash 
model and with a complete set of adapter kits, 
Mark IV fits passenger cars, station wagons and 
pick-up trucks of more makes, models and years 
than any other brand. You'll get the sales others 
can‘t even try for. 








MARK 
PROGRAM 





IV’'S POWERFUL NEW ADVERTISING 


Mark IV Division, Ble}siv@suikaa. a4 aaem Dallas, Texas 





prime attention. 


SELLING AID ALL THE WAY. 


Every promotion 


and selling aid is made available. This year’s pro- 
gram will be partially disclosed in this publication 


soon. 


dealership. 


We are [], are not [] 


I'd like information about a Mark IV distributorship or 


OI in gcliateeteaensccattetstenisahtedbirimiittatinanssiiiaitaiitaanad 
I 
Deli iaecnaliceetetitetiiesesssnceshonintpacgpececieiin ND crac Dliceeemmnnistaintaendaeiin 
TE UN 
rated in Dun & Bradstreet. 












The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges. Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment. 
BUICK — Special—4-dr. sed., 
2-dr. sed., $2,580.83; 4-dr. hardtop, §$2,- 
764.83; 2-dr. hardtop, $2,688.83; conv., $2,- 
971.83; 4-dr. 2-seat stat. wag., $3,031.83; 
4-dr. 2-seat hardtop stat. wag., 
Century—4-dr. hardtop, $3,339; 2-dr. hard- 
top, $3,255; conv., $3,583; 4-dr. 2-seat hard- 
top stat. wag., $3,691. Super—4-dr. hard- 
top, $3,666; 2-dr. hardtop, $3,521; conv., 
038.33; 2-dr. hardtop, $3,929.33; conv., $4,- 
$3,886. Roadmaster —4-dr. hardtop, $4,- 
051.33. (Dynafiow standard on Century, 
Super and Roadmaster. Power steering 
standard on Super and Roadmaster.) 


CADILLAC — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96. Sixty Special—4-dr. hardtop, $5,- 
614.32. Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88. (Hydra- 
Matic, power steering, power brakes stand- 
ard.) 


CHEVROLET — (Prices are 


$2,644.83; 


for 6-cyl. 


models. For V-8s, add $100.) One-Fifty—| 
4-dr, sed., $2,048.32; 2-dr, sed., $1,996.32; 
util. sed., "$1, 885.32; '2-dr, 2-seat stat. wag., 


$3,151.83. | 


| conv., 


| hardtop, 





$2,307. 32! Two-Ten—4-dr. sed., $2,174.32; 

2-dr. sed., $2,122.32; club cpe.. $2,162.32; 

4-dr. hardtop, $2,270.32; 2-dr. hardtop, | 
$2,204.32; 2-dr. 2-seat stat. waz., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; | 
4-dr. 3-seat stat. wag., $2,563.32. Bel Alr— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 

$2,299.32; conv., $2,511.32; 4-dr., 2-seat| 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad | 





NEW YORK. — The sales man- 
ager of an automobile dealership 
must be all things to all his men, 
but above all he must help his sales 
men sell. 


Bankers Commercial Corp. 
analyzed this vital dealership job 
in the November issue of Auto- 
motive Comment, its monthly 
message to dealers. 

To help his men, the sales man- 
ager must know them, the news- 
letter declared. He must know how 
their work compares with their 
competition and with their oppor- 
tunities. 


He must make them feel that 
they can call upon him for help 
with a tough prospect. The sales- 
man must realize, it was asserted, | 
that this call for help may indi-| 
cate some weakness on the sales- 
man’s part. But he must also realize 
that he will be held at fault if the 


The Sales Manager’s Job 


Finance Firm Says His Principal Task 
Is to Help His Salesmen Sell 





Current Prices on New Cars 


stat. wag., $2,757.32. Corvette—Hardtop 
epe. or conv, (V-8 only), $3,465.32. 


CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 
$3,153; 4-dr. 2-seat stat. wag., $3,575. 
Saratoga—4-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 
Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr. 2-seat stat. wag., $4,- 
745.50. 300-C—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFlite, power steering stand- 


ard on Saratoga and New Yorker. Torque- | 


Flite, power brakes standard on 300-C.) 

CLIPPER— (Prices are for 1956 models.) 
—Deluxe—4-dr. sed., $2,731. Super—4-dr. 
sed., $2,866; 2-dr., 
—4-dr. sed., $3,069; 2-dr. hardtop, $3,164. 

CONTINENTAL — 2-dr. hardtop, $9,- 
695. (Turbo-Drive, power steering, 
brakes standard. ) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835.75; 4-dr. 2-seat stat. wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 
top, $3,141.75; 2-dr., hardtop, $3,084.75; 
$3,361.25. Firefiite—4-dr. sed., $3,- 
486.75; 4-dr. hardtop, $3,670.75; 2-dr. hard- 
top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 
stat. wag., $3,981.75; 4-dr. 3-seat 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$3,996.75; conv., $4,272.25. (TorqueFlite 
standard on Fireflite and Adventurer. Power 
brakes standard on Adventurer.) 

DODGE—Coronet 6—4-dr. sed., $2,451; 
2-dr. sed., $2,370.25. Coronet V-8—4-dr. 
sed., $2,558.50; 2-dr. sed., $2,478; 4-dr. 
$2,665; 2-dr. hardtop, 
conv., $2,841.50. Royal V-8—4-dr. sed., 
711.50; 4-dr. hardtop, $2,818; 2-dr. hard- 
top. $2,768.50. Custom Royal V-8—4-dr. 
sed., $2,881; 4-dr. hardtop, $2,990; 2-dr. 
hardtop, $2,920; conv., $3,146. Station 
Wagons—2-dr. 2-seat Suburban, $2,860; 
4-dr. 2-seat Sierra, $2,945; 4-dr. 3-seat 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,214. 

FORD—(Prices are for 6-cyl. models. 


sale is lost because he didn’t seek 
help. 

Also, the salesman must under- 
stand that he never will be criti- 
cized unfairly or unkindly. 

A good sales manager, as de- 
scribed by Bankers Commercial, 
works long hours making sure 
he knows everything he wants 
his men to know. He must learn 
what his competitiors are doing 
and saying and how each of their 
cars compares with the cor- 
responding unit of his own line. 

He must continually hunt new 
sources of prospects. He must keep 
up with business trends — know 
what lines are prospering and 
where people with money can be 
found. 

He must keep abreast of the 
used-car market and must know 
what units his own dealership needs 
to balance its stock, 





hardtop, $2,916. Custom 


power 


stat. | 


$2,580; | 
$2,- 


| New Commercial Car Registrations, 


All States for November, 1956-55 


registrations by states 


AUTOMOTIVE NEWS, JANUARY 21, 1957 


Turnpike Cruiser — 4-dr. hardtop, $3,809;| hardtop, $2,348.50; conv. (V-8 on!,) , $2,. 
2-dr. hardtop, $3,718. Station Wagons—/| 638. Fury—2-dr. hardtop, (V-8 on $2,. 
Commuter—2-dr. 2-seat, $2,863; 4-dr. 2-/| 925.50 Suburban—(station wagons) “boty 
seat, $2,933; 4-dr. 3-seat, $3,030. Voyager) 2-seat Deluxe, $2,330.50; 2-dr. 2-seat Cug. 
—2-dr, 2-seat, $3,363; 4-dr, 3-seat, $3,530.|tom, $2,440.25; 4-dr. 2-seat Custo: a, $2. 
Colony Park—4-dr. 3-seat, $3,637. (Mere-| 494; 4-dr. 3-seat Custom, $2,649, 4-.qp 
For V-8s, add $99.98). Custom—4-dr. sed.,|O-Matic standard on Montclair, Turnpike|2-seat Sport, $2,622; 4-dr. 3-seat Sport, 
| $2,004.18; 2-dr. sed., $1,952.90; business 2-| Cruiser, Voyager and Colony Park. (Power) $2,777. 
dr., $1,840.94. Custom 300—4-dr. sed.,|steering and power brakes standard on PONTIAC — Chieftain — 4-dr. se $2 
$2,118.86; 2-dr., sed., $2,067.58, Fairlane— | Turnpike Cruiser.) 527.39; 2-dr. sed., $2,463.39; 4-dr. } irdtop, 
4-dr, sed., $2,248.66; 2-dr. sed,, $2,197.38; METROPOLITAN — z-dr. hardtop, $1,- $2,614.39; 2-dr. hardtop, $2,529.39 Q-dr. 
| etaes ae 9 $2,319.74; _ na | 527; conv., $1,551. |2-seat stat. wag., $2,841.39; 4-dr. 3-seat 
»200. 2, lane 500—4- | stat. wag. 898. 
294.98; 2-dr. sed., $2,243.70; 4-dr. "nae | NASH — Ambassador Super V-8 — 4-dr. on. $2,064. p “a nares, §2 70K 3, 
top, $2,366.06; 2-dr, hardtop, $2,301.42; | Sed., $2,750; 2-dr. hardtop, $2,840. Ambas-/514-’ naratop, $2,735.39; 4-dr, 2-se it sta 
| conv., $2,467.62, Station Wagons—2-dr. 2- | sador Custom V-8—4-dr. sed., $2,940; 2-dr. t. 


seat Ranch Wagon, 


dr, 


$2,263.02; | 
|} seat Del Rio Ranch Wagon, $2,359.62; 4-| 
2-seat Country Sedan, $2,413.62; 4-dr. 


2-dr. 


2-| 


hardtop, $3,030. 
on Custom.) 


OLDSMOBILE — Series 88 — 4-dr. 


(Power brakes standard | 


sed., 





wag., 


| 901.39; conv. 


$3,021.39. ‘Star Chief—4-dr. 
sed., $2,839.39; 4-dr. custom sed., $2.596.39; 
4-dr. hardtop, $2,975. 39; 2-dr, hardt DP, $2,. 
$3,105.39; 2-dr, 2-seat Safar 


deluxe 


3-seat Country Sedan, $2,515.38; 4-dr. 3-| $2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard-| stat. wag., $3, 481.39, 
seat Country Squire, $2,645.94. Thunder- | top,. $2,932.47; 2-dr. hardtop, $2.854.47;| RAMBLER—Del i 
| bird—Hardtop epe. (V-8 only), $3,367.32. |conv., $3,182.47; 4-dr. 2-seat stat. wag.,|go% Super Six tude. aed. $2,005, ae 
| HUDSON—Hornet Super V-8—4-dr. sed., | $3:202-47; 4-dr. 2-seat hardtop stat. wag.,| hardtop, $2,150; 4-dr, 2-seat stat. oa 
| $2,750; 2-dr, hardtop, $2,840, Hornet Cus- | $3.313.47. Super 88—-4-dr. sed., $3,030.47; | §9 359 ‘Custom Six—4-dr. sed., $2,155: 4. 
tom V-8—4-dr. sed., $2,940; 2-dr,’ hardtop, | 2-4T. _ sed., $2,968.47; 4-dr. hardtop, $3,-| Gr. 2-seat stat. wag., $2,442, Super V-g— 
$3,030. (Power brakes standard on Cus- 257.47; 2-dr. hardtop, $3,180.47; conv., $3,- 4-dr. sed., $2,195; 4-dr, 2-seat-stat. w; 
447.47;. 4-dr. 2-seat hardtop stat. wag., | , = , : a6., 
tom.) - * i ’| $2,482. Custom V-8—4-dr. sed., $2,285; 4. 
$3,541.47. Series 98—4-dr. sed., $3,740.55; | Gy hardtop, $2,370: 4-dr. 2-seat . 
IMPERIAL — Imperial — 4-dr. sed., $4,- | 4-dr, hardtop, $4,012.55; 2-dr, hardtop, $3,-| §5'579, ayir’ D-eeat’ hardtee stat. wag., 
837.50; 4-dr. hardtop, $4,837.50; 2-dr. hard- | 936.55; conv., $4,216.55. (Jetaway Hydra- $2 657° — ~seat hardtop stat. wag,, 
| top, $4,735. Crown—4-dr. sed., $5,406; | Matic, power steering, power brakes stand-| ~~" = : 
| ae, Rardtep, a ade, haraten, $5,- | ard on Series 98.) i eae, GEaDe Ge ee ee cus- 
| 268.50; conv., . 50. Baron—4-dr. , me _| tom sed., , -59; 4-dr, deluxe sed., $2,. 
sed., $5,742.50. Limousine prices not avail- én tania aan . Be barn 170.79; 2-dr. custom sed., $2,000.59; 2-dr, 
able. (TorqueFlite, power steering, power ; Li. aan **\ deluxe sed., $2,122.99. Commander V-s— 


brakes standard.) 


dr, 
Premiere—4-dr. sed., 
top, $5,221.50; 2-dr. 
conv., $5,308.50. 


MERCURY—Monterey 
605; 2-dr., 
723; 2-dr. 


$3,277; 


LINCOLN—Capri—4-dr. 
hardtop, $4,722; 2-dr. hardtop, $4,576. 
$5,221.50; 4-dr. hard- 

hardtop, $5,075.50; | 
(Turbo-Drive, power steer- 
ing, power brakes standard.) | 


sed., $2,536; 4-dr., 
hardtop, $2,653; 

Montclair—4-dr. sed., $3,148; 4-dr. hardtop, | 
2-dr. hardtop, $3,196; conv., 


sed., 


$4,722; 


4- | 2- 


$5,995. 


| hardtop, $3,560. Patricilan—4-dr. sed., 
| 160. 400—2-dr. hardtop, $4,190. Caribbean— 
dr. hardtop, $5,495; conv., 
| matic standard on all models. Power steer- 
ing and power brakes standard on Carrib- 
bean.) 


PLYMOUTH—(Prices are for 6-cy}. 


(Ultra- 


mod- | 


$4,- 


4-dr, 
sed., 
| 2- dr. 
—4-dr, 
President Classic 


sed., 


custom sed., 


$2,173.29; 4-dr. 
$2,295.09; 2- dr. custom sed., $2, 123.59; 
deluxe sed., 


deluxe 


$2,242.09, President v4 
$2,357.99, 


$2, 407; 2-dr. 


Station wagons—2-dr. 


els. For V-8s, add $100.) Plaza—4-dr. sed., | 504.69; 
—4-dr, sed., $2,-| $2,055; 2-dr. sed., $2,008.50; bus. cpe., $1,- | 560.72; 
hardtop, $2,-| 899. Savoy—4-dr. sed., $2,193.75; 2-dr. | 665.97. 
conv., $2,965. | sed., $2,147.50; 2-dr. hardtop, $2,229.25. | 141.59; 
Belvedere—4-dr. sed., $2,310; 2-dr. sed., 
$3,390. | $2,263.50; 4-dr. hardtop, $2,418.50; 2-dr. 


$2,381.59; 2-dr. 
4-dr,. 
4-dr. 


4-dr. 


sed, 


sed., 


$2,538, 


2-seat Pelham 6 
2-seat Parkview V-8 


2-seat Provincial 
2-seat Broadmoor V-S, 
Hawks—Silver Hawk 6 cpe., §2,. 
Silver Hawk V-8 cpe., 
Golden Hawk V-8 2-dr. hardtop, $3,181.82, 
(Overdrive standard on Golden Hawk.) 


v-8, 


$2, 
$2,- 
$2,- 


$2,263.17; 





Truck 


are released here weekly, as 












































R. L. Polk & Co. 
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New Passenger Car Registrations, All States for November, 1956-1955 


Car registrations by states 
are released here weekly, as 
compiled by R. L. Polk rep- 
resentatives in state capitals. 












































~ Stude- 
compiled by R. L. Polk repre- . . . 
souhatives in state capitals. Mack Reo | baker | White | Willys | Mise. 
37 States Previously "56! 8| 14252; 146] 2539; 9964) 3381; 4368) 492; 105! 248) 597; 1314 
_ Reported for November ‘55 | 30! 16423) . 2648| 12178) 4675| 3956 522| ce 380) 627; (1649) 3 43773 
California ‘56 | 2746! 16) | 2227) 699; = 525) 45 59) 67) 161 | 198; 7208 
"55 | 2748) 24) a 2239; 867; 402, 24| 23 69! 431 216} 103! ~—719%5 
Georgia "56 | 049) ‘| “47; 124)~—=« 3) FT 4. i 
55 | 760} "8 674, 148) ~=—«148) 2 18 2% 12 4) 19% 
Indiana 56 | 543) 17| 93; 443) 253) 20) 29) | 18) 25| is”? 
SS | 1012} 34] 168) += 685} S239) = 294] 18! 16) 49| 33} 92| 274 
lowa "56 | 307| 4| 242) 60 179) 1 3 3] il 8) 
. : 55 | 392) 9} 71} 305, 62 15S 2 9} 20) ia| 7| 1050 
Louisiana "56 540) 4 4% ~«*5i2) 94 151) 5 6 4 8 20) 4) (1 
55 | 72 8| 86 492; 153 132 Ty 5 19 25 | 1658 
Massachusetts "56 9 300 3 66 350 95 124 7 3 4 ¥ 67 20) (1107 
5S ! 375 14 74 365 110 90 4 - 6 50 55 21} 1203 
Minnesota "56 233) 24 246 64 137 a 5 5 27 17; 7 
5 55 260 10 31} «176 68 83 2 4 6} 8| 32 12) 692 
Missouri "56 | on + 7; 453, «133 219 2 3 9 18 23) 14) ‘156i 
55 | 929) 10} 88} 520 219 185 20 3 13) 24) 21) 2) 204 
New York "56 28; 967) 17, +335) +~«819)~=S=«333 618 84 36) 15) 92; +203) 125) 367 
SS 66; 1316) 15; 533) 1074) 424 495 183| 37 28! 133 219 90; 4613 
Pennsylvania ‘56 it) 892) 14) 224,813) 257/398) 6 a a. 46) 265 
ods! 5S 31) 1169 19 278 948 45/425 127) 16) 27) 84 143 33; 3645 
South Carolina "56 30! | 025) 29) | of 10 1 3) 7) i} 865 
tai ‘55 | _332 || 1% 53 32 4) | 6; 2 9 2| 662 
Texas "56 | 2377) 19) +141| 1547 3% 547 72) 2 26| il 66) 18, 5313 
7 55 | 2134} 9} 185) 1331) 423 286 22) 37) 90) 4573 
All States Reported "56 56, 24918 253| 4204) 18322| 5784| 7737 870) ai 48 vane 2086; 1017) 66983 
7 To Date for November 55 128| 28577 297; + 4738) 21183 7786 6683 992) 262) 653) 1154) 2522) 781; 75756 
Year "56 820; 280114; 3704) 52719| 245792| 76255| 100472| 12089) 2785, 8106| 14158) 20806) 10877| 6266 
To Date _ 'S5| 1010] 295090 3353} 60803) 267520) 75004! 92860! 9831| 2835! 10016) 13073) 24251| 7622| 863268 


"The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Co. 















































31 States Previously ‘56 547 3052; 3599) 1924) 263) 1854; 5622; 12207; 21870! 43970) 1033; 5244) 24| 50271; 8741 1375) 42746 | 7534; 7690| 68086)| 414) 1775 2189 2681| 1486% 
Reported for November ‘SS 1083} 2297| 3380; +3703} ~—«305|_~—« 2930; +7436) +14819| 29193) 47917| 1146) 10499 56| 59618} 11492) 4073; 44371} 13062) 13414) 86412) 1371) 2008) ~—-3379| ~—*1566| 183548 
California ‘Sé 93 863) 956) 729) 166) 570 1687 3326) 6478; 11265 453; 92391) 16; 14125; 2648) 275| + 10179| 2049 2412| 17563 118 457) 575 2940| 42637 
‘SS 238 669 907 890) 155) 722 1769 3300) 6836; 11150 581; 3562 23 15316) 5092) 1584 | 10388 % 4037 4171| 25272 357; 554) Sil} 1932} 51174 
Georgia 56 3] 66 69| 65) 5 49 181; 440,  740| 2496) 30, 234| 1; 2761; 338) 84; 2610; 317,371, 3717 13) 61) 74| 74, 7435 
SS 9) 48) 57| 87) 5) 89) 261 | 536) 978| 286) 45 415) 1] 3322} 451 145) 2897 | 538 739| 4770) 47) 84 131] 32| 9290 9290 
a 56 38). 194) +232) ~=«0N4y 207; 418; ~=«1101; +1847) +«2857|~=S—S 2) ~—S«390) 2; 3301; 634] 82; 2961; 585| 631, 4893 35; 300) + 335 63| 1088! 
55 98; 251 349; (362! 36| 386) 825] 1563} 3172/4929) -~—«109|—=«1 132! 9| 6179} 1397 = 4853} 1499; 1687; 9816 | 129| 306) 435) 59} 20010 
Towa "56 21 115 134) | 7| 76; 244 a2; 1854 30, +167 2051; 426 43/2138) 317) 315) 3239 3 5) 78 53) 6378 
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able precaution has been exercised to insure accuracy of this 


report to 


documents. 
ears aes 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 


by reason of inaccuracies or omissions.’’ 


—R. L. Polk & Co. 
















und 
vac 

7 
pull: 
prov 
acce 
norr 


— 
= 


Sheets eo UPC ClO mae Or oO 






y= 


AUTOMOTIVE NEWS, JANUARY 21, 1957 





Sedan Priced at $3,212... 


|’57 Packards Arrive 
| At Dealer Showrooms 


(Continued from Page 2) 


under normal operating intake/|thus virtually eliminating brake} 


vacuum.” | fade due to heat, They also increase | 
“Driven through a variable-r ate | brake life by as much as 30 per- 

pully,” S-P said, “the er dor | according to S-P. 

provides maximum power during AP im 

acceleration while permitting 

normal fuel economy at — 

speeds.” 


corporation’ s new suspension | 





+ * * 





| TH Packard Clipper also has the | ang bumpers. 


| its torsion-bar suspension for the 


system in which the front coil 
springs compress at variable rates, 
It is said to combine the stiffer 
springing action needed for a 
smooth ride on rough roads with 
the softer springing needed for a 
smooth ride on city streets. 
Although Packard has dropped 


1957 model, this doesn’t mean the 
system is out and won't be used 
again on the company’s cars, ac- 
| cording to a spokesman, 

In styling, the cars retain the 
|Packard swept-back “V” tail 
|lamps, dashboard, massive grille 
Corner parking 
lights are set into the wide, wrap- 
|} around grille. 





| , 1, | 
HE company claims increased | New Federal Truck Tax oni a ae toon : eer = 
performance for the new Clipper | | Comes Due Jan. 31 body, accentuates the car’s length 


and says it has been aimed at the 
passing speed ranges for additional | 
safety. In proving-grounds tests, 
the car was said to have acceler- 


and serves as a separator for | 
two-tone paint combinations 
which are available in 14 choices. 


WASHINGTON. — First pay- 
ments of the new Federal use 
tax on trucks weighing more than 





ated from 30 to 60 miles an hour in 
6.51 seconds and from a standing 
start to 60 in 10.45 seconds. 


Another selling point is the 
Twin-Traction safety differential 
which transmits the major driv- 
ing power to the rear wheel hav- 
ing the best traction in snow, 
ice or other adverse road condi- 
tions. This optional feature is 
priced at $34.90, including Fed- 
eral tax. 

Safety items listed as standard 
equipment include directional sig- 
nals, backup lights, padded instru- 
ment panel, safety-cone steering 
wheel and finned brake drums. 


The finned drums are said to in- 
crease cooling area by 100 percent, 


Plymouth Offers 
290-H.P. Fury V-8 | 
On All Models 


DETROIT. The new 290-horse- 
power Fury V-800 is available on} 
all 1957 Plymouth models, accord- 
ing to Jack W. Minor, sales vice- 
president. 

It has eight-barrel carburetion, a| 
bore and stroke of 3.91 by 3.31, dis- 
placement of 318 cubic inches, and| 
a 9.25 to 1 compression ratio, said| 
Minor. 

“It has dual exhausts, special 
domed pistons, high intensity cams, 
high load valve springs, a high per- | 
formance electrical system and 
other high performance engine| 
components,” said Minor. 

He said the standard chassis has | 
been altered where the new engine | 
is used to handle increased per-| 
formance. The modifications, said | 
Minor, have the effect of lowering 
the car’s overall height and center 
of gravity by one-half inch. 

The engine may be ordered as 
special equipment in any model of 
the Plaza, Savoy, Belvedere or Sub- 
urban series. It is standard equip- 
ment on the Fury. 

Other engines offered by Plym- 
outh include the 215-horsepower 
Fury 301 which, with power pack 
attains 235 horsepower; the 197-| 
horsepower V-8 and the 132-horse-| 
power six. 


Jan. 31. 

The rate of tax for a year is 
$1.50 per 1,000 pounds. The new 
tax is expected to raise $45 mil- 
lion this fiscal year for the new 
highway construction program. 








National Car 


Meets in Houston 


HOUSTON. — The National Car | 
Rental System, Inc., will open its | 
annual meeting today (Jan. 21) at! 
the Shamrock Hilton Hotel. 

One of the three worldwide car- | 
rental systems, National Car has 
more than 400 offices in the U. S.,| 
Canada and 14 other foreign 
countries. It operates nearly 12,000 | 
rental cars. 

Among the subjects to be dis- 
cussed at the four-day meeting are 
an expanded national advertising 
campaign and public relations pro- | 
gram and plans for the system’s 
growth and development during the 
coming year. Officers, directors and 
members of the executive commit- 
tee will be elected. 


Hutchinson Dealers 


Give Reins to Thomas 


HUTCHINSON, Kans. — Dwight 
Thomas, Dwight Thomas Motors, 
Inc., was elected president of the 
Hutchinson Automobile Dealers 
Assn. Outgoing president is Earl 
Kirk, Hutchinson Motor Co, 

Other officers elected were Phil- 
lip Fearl, vice-president, and 
Charles Bevan, secretary-treasurer. 





Clea 
= Custom 


26,000 pounds GVW will be due | 





The sedan wheelbase is 120.5 
inches, and the car is 211.8 inches | 
long, 76.9 inches wide and 60.1 
inches high. The station wagon is 
built on a 116.5-inch wheel base. 
Other dimensions are: Length, 204.8 
inches; width, 76.9 inches, and 
height, 62.4 inches, | 








| | Ue I i] 


ane 


OMOVILIS 


Ma Pace 
ieee 
eel 


“ 


| Packard Unveiled in Ridtei 


Studebaker-Packard’s Mexican subsidiary, Studebaker de Mexico, S. A., previewed 
the 1957 Packard Clipper line at the 10-day automobile show in Mexico City. Floor 
traffic was estimated at 150,000 persons, according to R. A. Hutchinson, S-P export 
vice-president. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





PR rr — ng REE ce 


ae 


ase queue eer a 
a wm, 


al 


es 


ai in 


Why over 500 dealers have built 


with Butler metal buildings 


Moderate price, a smart, functional appearance, low 
maintenance—these are just a few of the reasons 
automobile dealers cite in explaining why they built 
with Butler metal buildings. In every case, dealers 
said Butler buildings more than met all space and 
display requirements—and offered important “extras.” 
Profit from these dealers’ experiences — investigate 
Butler before you build or expand. 


Just look at the Butler “extras” for dealerships: 


Custom Appearance at Less Cost—Butler design 
flexibility offers wide selection in size, trim, even in 
style of building. You can make a Butler dealership 
building as distinctive as your budget permits. 


In Business Sooner—Faster erection of factory- 
fabricated Butler parts cuts construction time and 


There's a specialist in Butler buildings near you who can give 
you all of the important details. Look for his name in the yellow 
pages of your phone book under “Buildings” or write us. 


ees prague 


factu: of Buil + Ol E mt > F E 
Manu mate dings i quipme are Setomeet 


Sales offices in Los Angeles, Richmond, Calif. ¢ Houston, Tex. 
Birmingham, Alc. * Atlanta, Ga. * Minneapolis, Minn. « Chicago, Ill. 
Detroit, Mich. * Cleveland, Ohio * New York City and Syracuse, N. ¥ 

Washington, D. C. * Burlington, Ontario, Caneda 


costs — gets you into business and profits weeks to 
months sooner. 


More Efficient Service Area—Clear-span Butler 
buildings (up to 100 feet wide) simplify service area 
layout. As lower right picture shows, there are no 
fender-damaging posts or expensive, unsightly truss- 
work in a Butler building. 


Easy, Economical Expansion—All parts are bolted 
together. Metal walls can be unbolted and moved 
in any direction. 

Economical heating, cooling—Insulation can be eco- 
nomically applied to a Butler building. And the re- 
flective metal roof keeps the building cooler in the 
summer, warmer in the winter. 


or rt ee ee ny 


BUTLER MANUFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 

Please send full details about Butler metal buildings for automobile 
dealerships to: 


COR i atekiideeenteen ila eta OO aiataasiiscimplnmiriatiti meennnsinanenanniainasetien 
Street... 
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East, West, South Gain 
In Output Share 


(Continued from Page 1) 


compared with the 10.1 percent com- 
piled in 1955 on 804,932 units. 


Missouri, which placed second 
to Michigan in total car assem- 
blies in 1953 and 1954, ran third 
again last year with a production 
of 465,898 units and 8 percent of 
countrywide output. In 1955, Mis- 
souri turned out 640,400 units for 
8.1 percent of industrywide as- 
semblies. Its loss from 1955 was 
0.1 percentage points. 

Although it placed only three 
states in the top 10, the East made 
the best improvement in percent- 
of-industry penetration from 1955. 

* * + 


20 Percent to East 


E six Eastern car-producing 
states—New Jersey, New York, 
Maryland, Massachusetts, Delaware 
and Pennsylvania, turned out 20.4 
percent of all cars assembled in 
1956 for a one percentage-point gain 
over 1955, when the same states 
contributed 19.4 percent of total in- 
dustry assemblies. 

New Jersey captured fourth 
place for the third consecutive 
year with a production -of 402,321 
units and 6.9 percent of total in- 
dustry output, That was a 0.6 per- 
centage-point gain over 1955, 
when the state turned out 496,001 
units, but captured only 6.3 per- 
cent of total output. 

Other Eastern states to record 
gains over 1955 were New York, up 
from 4.4 percent of total output in 
1955 to 4.9 percent last year; Mary- 
land, up from 2.7 percent to 3 per- 
cent, and Pennsylvania, up from 1.1 
percent to 1.2 percent. 

* + o 
Y Eastern state that lost per- 
centage ground was Massachu- 
setts, down from 2.8 percent to 2.3 
percent. Delaware remained even 
with the 2.1 percent it captured in 
1955. 

The other geographical section 
of the country to gain ground 
over 1955 was the South, which 
picked up 0.1 percentage points 
on the basis of 9 percent of out- 
put last year, compared with 8.9 
percent the previous year. 

Georgia, which again took fifth 
place in overall! output, led the 
South with a production of 309,584 
cars and 5.3 percent of total output 
in 1956, compared with 401,031 cars 
and 5.2 percent in 1955. 

Only other state below the Mason- 
Dixon line to register a gain was 
Kentucky, up from 1.3 percent of 
total output in 1955 to 1.4 last year. 
Virginia remained steady with the 
1.2 percent of total assemblies it 
captured 
dropped from 1.2 percent in 1955 to 
1.1 percent last year. 

* + * 

Wisconsin Sixth Again 
eerie right behind the 

top five car-producing states— 
Michigan, California, Missouri, New 
Jersey and Georgia—came Wiscon- 
sin, which turned out 299,733 cars 
for 5.2 percent of total output in 
1956, compared with 375,814 cars 
and 4.7 percent of total output the 
previous year. It also held sixth 
place in 1955. 

New York, the East’s second 
highest producer, finished in sev- 
enth place with 283,123 cars and 
49 percent of total output in 
1956, compared with 351,814 cars 
and 4.4 percent in 1955. New York 
also finished in seventh place in 
1955. 

The Plain states—Missouri and 
Kansas—were the second largest 
losers during 1956, dropping from 
10.9 percent of total output in 1955 
to 10.3 percent last year. 

2 * + 
ANSAS turned out 133,246 ears 
for 2.3 percent of total output 
last year, as compared with 219,851 
cars and 2.8 percent in 1955. Its 
loss from 1955 was 0.5 percentage 
points, Missouri, as mentioned pre- 
viously, lost 0.1 percentage points 

from the previous year. 


among the 20 car - producing 
states, turned out 198,807 cars for 


in 1955, and Tennessee} - 


34 percent of total output in 
1956, compared with the 3.6 per- 
cent compiled on 288,595 cars in 
1955. 


Since it is the only state in the 
Southwest producing cars, the 
Texas loss gave that section of the 
country a 0.2 percentage-point de- 
cline from 1955, 

* * * 


Hoosers Are Next 


OLLOWING Texas in numerical 

order came Indiana in ninth 
place. The Hoosier state turned out 
176,687 cars for 3.1 percent of total 
output in 1956, compared with the 
3.2 percent compiled on 253,734 
units in 1955. 

Maryland finished in 10th place 
with 122,473 cars and 3 percent of 
total output in 1956, compared 
with 215,292 cars and 2.7 percent 
the previous year. 

Ohio jumped from 14th place in 
1955 to 11th place last year on the 
basis of 156,830 cars and 2.7 percent 
of total output in 1956, compared 
with 168,578 cars and 2.1 percent in 
1955. 

* > 7 
FPOLLowINe Kansas, which 
dropped from 11th place in 1955 
to 12th last year, was Massachu- 
setts, which dropped from 10th to 
13th place. 

Massachusetts’ decline came as 
a result of 132,334 cars and 2.3 
percent of total output in 1956, 
compared with 220,062 cars and 
2.8 percent the previous year, 

Delaware dropped from 13th 
place in 1955 to 14th last year. Its 
1956 output gave it 122,473 cars and 
2.1 percent of total output, or the 
same percent-of-industry output 
gained the previous year on 169,165 


units. 
- > > 


Kentucky Moves Up 


[4sNo!s held onto 15th place 

despite a 0.1 percentage - point 
drop from 1955, Illinois turned out 
87,660 cars in 1956 for 1.5 percent of 


Judge Rules Out 
Vehicle Sticker 


CHATTANOOGA, Tenn.—Judge 
Raulston Schoolfield has held that 
a 1941 City ordinance calling for 
a $5 motor vehicle sticker was 
“in contravention of the general 
law of Tennessee.” 


The City realized $312,337 from 
the stickers during the last fiscal 
year. In his opinion, Schoolfield 
held that the sticker in reality 
was a revenue measure instead 
of a regulatory one. 














total output, compared with the 1.6 
percent compiled the previous year 
on 127,894 units. 

Kentucky finished in 16th place 
last year—one position higher 
than in 1955. The percentage- 
point gain was a result of a pro- 
duction of 81,735 cars and 1.4 per- 
cent of total output last year, 
compared with 106,720 cars and 
1.3 percent in 1955, 

Pennsylvania made the biggest 
numerical gain of any state as it 
jumped from 20th position in 1955 
to 17th last year. The gain was reg- 
istered on 69,768 cars and 1.2 per- 
cent of total output in 1956, a» com- 
pared with 86,347 units and 1.1 per- 
cent in 1955, 

« * . 

genaeoras drop of 0.2 per- 

centage points from 1956 also 
dropped it from 16th to 18th place 
in the standings. Minnesota turned 
out 67,500 cars for 1.2 percent of 
total output last year, compared 
with the 1.4 percent compiled the 
previous year on 114,790 units. 

Virginia turned out 67,024 
units for 1.2 percent of total out- 
put in 1956. The previous year, 
the state garnered the same per- 
cent of total output on 98,278 
units. Virginia, however, dropped 
from 18th to 19th place in the 
standings. | 

Tennessee produced 61,609 cars 
for 1.1 percent of total output in| 
1956, compared with 94,955 cars and 
1.2 percent of nationwide assem-| 
blies. The 0.1 percentage-point de- 
cline dropped it into last place) 
among the car-producing states. It| 
finished in 19th place in 19565. 

aa > 


Michigan Perils Ohio’s | 
Machine-Tool Lead 


DETROIT.—Already the nation’s | 
largest producer of metalworking | 
equipment, Michigan may yet dis-| 
place Ohio as the No. 1 machine-| 
tool builder. So concludes an analy- 
sis of Government statistics by 
Denham & Co., Detroit industrial 
merchandising agency. 

“Michigan now has more plants 
producing machine tools than any 
other state in the Union,” says) 
Athel F. Denham, agency president. | 
“Its 129 machine tool plants repre-| 
sent a larger total than for New) 
York, New Jersey and Pennsyl- 
vania combined. As yet, total value 
of machine tools produced is still 
second to Ohio.” 

In the special die and tools field, 
Michigan is way out in front, the 
Denham report says. Almost % of 
the value of all such products pro- 
duced in the U. S. originates in 
Michigan, and almost half the spe- 
cial tool and die workers employed 
in the U. S. work in Michigan. 

In the production of metalwork- 
ing machinery attachments, Michi- 
gan is also far out in front with 
about % of the total payroll and 
value of attachments produced. 
Closest is Ohio, with less than half 
of the Michigan total. 

Total value of metalworking 
equipment produced annually in 
Michigan is well in excess of $% | 
billion, according to the report. 

+. = 
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How States Ranked in 1956 Car Production— 


Michigan's share of the nation's car output dropped from 34.1 percent in 1955 to 33 percent last year, and it, along with 
Texas, which placed eighth | other car-producing states in the mid-west, lost ground to the East, South and West. California and Missouri continued as the 
second and third highest producers, but New Jersey and Ohio showed the. biggest percentage gains from 1955. Massachu- 


setts and Kansas lost the most ground. 


© _ 





Porcelainize Sales Campaign Planned— 


O. K. Brown, seated, left, Southern regional manager for Freeman & Freeman, Inc., 


district. 


| Denver, makers of Porcelainize, and district managers meet in Birmingham, Alc., to 
| plan their 1957 sales campaign. Seated at right is J. Wilson Roop, Memphis district 
| manager. Standing, from left, are C. C. Jenkins, Nashville district; J. J. Field, Florida 
| district; E. Hall Adams, New Orleans district; and T. Milton Phillips, Atlanta-Charlotte 


Obituaries 


Edward R. Macauley, 54, 


Retired Packard Stylist 


DETROIT. — Edward R, Ma- 
cauley, 54, who retired two years 
ago as chief en- 
gineer of Pack- 
ard’s styling sec- 
tion died Jan. 12, 
following a heart 
attack. 


was a son of the 
cauley sr. who 


was Packard 
board chairman 





E. R. Macauley 
years ago. A brother, Alvan jr., is a 
vice-president of the National Bank 
of Detroit. | 


> > * 


Hugh Weed, Ex-Head 
Of Carter Carburetor 


ST. LOUIS, —- Hugh H. C. Weed, 
73, former president and chairman 
of Carter Carburetor Corp., is dead. 

Mr. Weed, who was born in 
Stamford, Conn., became vice- 
president and general manager of | 
Carter in 1913, He served as presi- 
dent from 1946 to 1954, and as 
director until 1956 when the board 
was dissolved and Carter became a 


Mr. Macauley) 
late Alvan Ma-| 


at the time of the | 
latter’s death five | 


| in 1915 and worked 32 years with the Ford 
assembly plant. He resigned in 1947 to 
open a Ford dealership at Grapevine, Tex. 

| He retired in 1951. 

* * * 


Merle P. Long 

PONCA CITY, Okla.—Merle P. Long, 70, 
prominent businessman here and well-known 
ear dealer, died Jan. 1 at Menlo Park, 
| Colo, Mr. Long became associated with 
| John Bennett in the Ford dealership in 
| Norton, Kans., in 1949, when Bennett Mo- 
tors, Inc., was formed. 
* * * 


Walter DeWitt Lyman 
| VANCOUVER, B. C. — Walter DeWitt 
| Lyman, operator of Lyman Agencies, 1608 
W. Fifth Ave., B. C., died at his home. 
Mr. Lyman operated an automotive whole- 
sale distribution organization. Born in New 
York, he came to Canada 40 years ago. 


} * * = . 


Frank Matush 
| TEMPLE, Tex. — Frank Matush, 65, 
founder of Frank Matush Motors (Dodge- 
Plymouth), died Dec, 21. 
* * * 
B. R. Hamm 
HOPE, Ark.—B. R, Hamm, 57, who had 
operated a Dodge-Plymouth dealership here 
for three years, died Jan. 3. He was a 
native of Stamps, Ark. 


* * * 
Union B. Webb 
LOUISVILLE. — Union B. Webb, 76, a 
former Nash distributor here, died Jan, 4. 
Mr. Webb was a native of Spencer County, 
Ind. 


* * * 
J. Richard Brown 
RANDLEMAN, N, C.—J. Richard Brown, 
48, owner and operator of Randleman Mo- 





division of ACF Industries, Inc. | 
> * * 


R. F. Rutland 
DALLAS. — R. F. Rutland, 67, retired | 
Ford dealer, died Jan. 11. A native of| 


Natchez, Miss., Mr. Rutland came to Dallas 


tors, died Jan. 7 in a Winston-Salem (N.C.) 
hospital after a heart attack. 
* * * 


Richard L. Calkins 
GARLAND, Tex. — Richard L, Calkins, 
who for some 25 years was a Ford dealer 
at Corsicana, Tex., died at his home here. 
He had resided in Garland the past 10 
years. At one time he was a member of 
Ford's field staff at Dallas. 


* x ok 
Timothy K. Hays 
Iil.—Timothy K. Hays, 


PARK RIDGE, 
owner of Highway Chevrolet in Park Ridge 
for the last 23 years, died Jan. 11. 

* * * 
Raymond J. Monroe 

SEATTLE. — Raymond J. Monroe, 64, 
president and general manager of Inland 
Petroleum Transportation Co., died at a 
Seattle hospital following a short illness. 
He was a member of the American Truck- 
ing Assns. and the Society of Automotive 
Engineers. 


Kaiser Aluminum 
Buys Wire Plant 
Of U.S. Rubber 


OAKLAND, Calif.— Kaiser Alu- 
minum & Chemical Corp, has pur- 
chased U. S, Rubber Co.’s insulated 
wire and cable plant at Bristol, 
R. L, and its wire and cable inven- 
tories for an undisclosed sum. 

Kaiser also takes over U. S. Rub- 
ber’s nationwide wire and cable 
sales organization and its network 
of distributors. The corporation 
plans to continue service without 
interruption to existing customers 
and maintain the same channels of 
distribution. 

D. A. Rhoades, Kaiser general 
manager, said, “The electrical in- 
dustry is recognized as one of the 
great growth industries of this era 
and all forecasts are that its rap- 
idly growing usage of aluminum 
will expand even further.” 
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AUTOMOTIVE NEWS, JANUARY 21, 1957 


? Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 



































Week Week Output, Jan. 1 Jan. 1 
Ended Same Ended Janu- To To 
Jan. 19, Week, Jan. 12, ary, Jan. 21, Jan. 19, 
1957 1956* 1957* ToDate  1956* 1957 
AMERICAN MOTORS 2,115 3,889 2,219 5,619 9,606 5,619 
IIE covcctscstsastivecncvssses 90 360 110 252 1,011 252 
INT Sc csacsst coigdbsdbuhectectes 175 865 235 558 2,301 558 
IIE ~sccdedestecbin goveschees 1,850 2,664 1,874 4,309 6,294 4,809 
CHRYSLER CORP. .... 26,150 20,175 27,096 69,563 71,589 69,563 
IIE hoccisetsvasocdaressveie 3,000 1,826 $3,042 ° 7,944 1,772 7,944 
IID nsctiiescsvuecntsives 150 233 749 1,941 913 1,941 
IED vedpacccsbiensecscoteressecs 3,500 2,821 3,643 9,346 8,305 9,346 
NE “xin cocsnbcvebiatvansssicesre 5,400 5,475 6,363 15,546 15,677 15,546 
‘Plymouth ooo... 13,500 9,820 13,299 34,786 38,922 34,786 
FORD MOTOR .............. 46,148 37,892 45,487 120,722 106,360 120,722 
Continental .................. 18 86 18 48 266 
INES Licdcodsonsctessitbrevurssdesee 36,000 30,781 35,888 94,129 86,177 94,129 
MINIL . Sexseccsdsnsevesdvosieveve 1,400 1,444 1,248 3,589 3,589 3,589 
NET. cocsécorsisesevecetevnes 8,725 5,581 8,333 22,956 16,328 22,956 
GENERAL MOTORS .. 69,403 78,464 71,146 183,756 222,486 183,756 
IE ail ssacsaspieuciicseccsiabies 12,120 16,060 12,933 ~ 33,530 47,712 33,530 
INLD iey:cskitncutievesoostuesbes 3,300 3,378 3,315 8,587 9,452 8,587 
Chevrolet. ...................... 34,100 37,658 35,024 89,987 104,312 89,987 
Oldsmobile .................... 10,483 12,236 10,487 27,494 34,161 27,494) 
ME <i ssRoriiicessscievren 9,400 9,132 9,387 24,158 26,849 24,158) 
MENUS dacisisésosccssssveoas 1,790 4,318 1,481 4,468 12,159 4,468 | 
ITE, iadcinvcasscenesnivonsens 540 983 321 1,069 2,290 1,069 | 
Studebaker .................. 1,250 3,335 1,160 3,399 9,869 3,399 
Total Cars, U. S............ 145,601 144,738 147,429 384,128 422,200 384,128 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Output, Jan. 1 dan. 1 
Ended Same Ended Janu- To To 
Jan. 19, Week, Jan. 12, ary, Jan. 21, Jan. 19 
1957 1956* 1957* ToDate 1956* 1957 
CHEVROLET ................. 7,800 8,829 7,822 20,227 283,562 20,227 
DIAMOND T .................. 80 99 83 208 279 208 
SE as cntiica cvedainvedeniaasdes 80 100 78 206 230 206 
I ARs ieccoks items 1,500 1,686 1,487 4,242 4,243 4,242, 
I ccs iis canes 4,900 6,959 3,301 8,796 19,511 8,796 
IN il BOE So, caconcsicencans 1,725 2,208 1,713 4,510 4,760 4,510 
INTERNATIONAL ..... 3,005 3,062 2,971 8,745 9,051 8,745 
ST ici ninasecimumesiniiec 400 412 379 982 1,110 982 
it cel asc lachdenctivavess 77 713 72 168 202 168 
STUDEBAKER. .............. 275 324 273 156 899 156 
MME: on.ccnsssecessccssacoees 345 410 3338 882 1,040 882 
II, is dindiccdawenntcsnannsvace 1,775 516 1,735 3,510 2,945 3,510 
MISCELLANEOUS*** 40 50 40 105 250 105 
Total Trucks, U. S..... 22,002 24,733 20,292 53,337 68,132 53,337 
Total Cars, Trucks, 
a a testpechagecinss acoeahinel 167,603 169,471 167,721 437,465 490,332 437,465 
Total Cars, Trucks, 
IR sci cncgcadnsiertnee 10,400 7,199 10,087 27,051 19,106 27,051 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....178,003 176,670 177,808 464,516 509,438 464,516 


*Revised. 
Drive, etc. 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 


N.B.: All U. 8S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals; Brockway included 


in Mack totals. 





Dealers 





Tell Me 


(Continued from Page 3) 


moved. There is no place for it in | operators to either clean up or get 


the future which we visualize. 

We have made some progress. 
False and misleading advertising, 
which had become an industry dis- 
grace, has been, with the whole- 
hearted cooperation of our manu- 
facturers, entirely eliminated in 
Most areas. It remains a serious 
problem in only a few. With con- 
tinued cooperative effort it can be 
wiped out completely. 

* ed * 


Gimmicks and Twists 


Tus industry of ours is out of its 
adolescense and is approaching 
maturity; it is inconceivable that it 
should ever again countenance such 
advertising tactics as have recently 
been used. 

More difficult to detect and 
stamp out are the insidious sales 
gimmicks, sharp twists and down- 
right, if not dishonest, tricks em- 
ployed by the unethical minority, 
but there is progress even here. 

The real solution, besides an 
aroused public, is an aroused indus- 
try wherein the great majority of 
ethical dealers with forward look- 
ing cooperation will force the shady 


out. 


I believe we are on the way. But 1 


I personally will not feel we have 
reached our goal until our stand- 
ards are raised to the point where 
adherence to the NADA code of 
ethics is a requirement for mem- 
bership, and no self respecting 
dealer would dream of remaining 
outside the ethical circle. 

I suspect some will sneer at 
such a concept, They will say we 
are trying to create conditions 
where the lazy or indolent can 
make an easy living. 

Such ridicule, I believe, will come 
from the fringe elements who know 
only the tricky ways and who would 
be lost in clean, two-fisted, honest 
competition. But that is the climate 
this industry must have — a new 
frontier, you might call it—where 
the competition will be keen, vigor- 
ous and clean. It will be profitable 
for us and for the public also, be- 
cause it will serve them honestly 
and well. 

When that day comes you can 
once again say with genuine pride, 
“I am an automobile dealer.” 


But Ford Tops ’56 Rate... 





Week’s Output Cut | 
By Cold, Strike 


(Continued from Page 1) 


through Saturday was 112.6 percent 
| ahead of "66. 

| Other Chrysler Corp. units 
moving at a faster pace than in 
1956 were Chrysler division, up 
2.2 percent, and DeSoto, up 12.5 
| percent. Dodge remained about | 
| on level with a year ago, and 
Plymouth was off some 10.6 per- 
| cent off its 1956 pace. - 

| Ford Motor’s increase from 45,-| 
| 487 units the previous week to 46,- 
| 146 last week was a result of out-| 
| put hikes at Lincoln, Mercury and 
Ford divisions. 
| * 


| 


} pee division, although its pro- 
ductions has been slowed by 
the changeover of operations from 
|the Kansas City to the Claycomo 
(Mo.) plant, upped its output from 
35,888 units the previous week to 
36,000 last week. 

Mercury hiked its schedules | 
from 8,333 to 8,725 units; Lincoln | 
climbed from 1,248 to an esti- | 
mated 1,400, and Continental 
remained steady with its previous 
week’s output of 18 units. 

GM, with only Pontiac showing 
|an increase, built 69,403 units last 
| week, compared with the 71,146) 
turned out a week earlier. 

: . > 





A BREAKDOWN of GM opera-| 
tions showed Chevrolet drop-| 
ping from 35,024 units the previous 
week to 34,100 last week; Buick 
down from 12,933 to 12,120; Oldsmo- 
bile off from 10,487 to 10,483; Cadil-| 
lac down from 3,315 to 3,300, and 
Pontiac up from 9,387 to 9,400 units. | 
Chrysler Corp. output dropped | 
from 27,006 units the previous 
week to 26,150 last week. 
| Chrysler division produced 3,000) 
units last week, compared with 3,- 
042 the previous week; Imperial 


— 
Number of Cars | 
Owned by U.S. 
Dips for 5th Year | 


WASHINGTON. — The number) 
of automobiles owned by the U. 8S. 
Government fell off for the fifth 
straight year in fiscal 1956, accord-| 
ing to the Annual Motor Vehicle) 
Report of the General Services Ad-| 
ministration. | 

All civilian agencies reported) 
19,608 cars on hand at yearend, com-) 
pared with 20,241 in 1955. The De-| 
partment of Defense had 15,639 
automobiles, compared with 15,703 
the year before. The number of 
station wagons, ambulances and 
buses in use also dropped slightly. 

The number of trucks used by 
civilian agencies increased last 
year, however, rising from 1955's 
71,991 to 75,158. Most of the increase 
reflected additional vehicle pur- 
chases by the Postoffice Depart- 
ment. 

Offsetting the civilian rise, how-| 
ever, was a sharp drop in truck 
usage by the military. The Depart- 
ment of Defense, which reported 
91,418 trucks on hand in 1955, was 
using only 73,393 at the end of fiscal | 
956 











Civilian agencies beat the mili- 
tary in both mileage per gallon ot | 
fuel and operating cost. In 1956, | 
civilian Government workers got) 
14.8 miles to the gallon; the mili- 
tary got only 13.8 miles. Civilians 
reported a combined operation and 
maintenance cost per mile of 3.72 
cents for Gevernment automobiles; 
the military spent 5.24 cents a mile. | 





Cleveland Association 
Honors Dealer Bramley 


CLEVELAND.—The Cleveland 
Automobile Dealers Assn. has 
Presented its 1956 public rela- 
tions award to William A. Bram- 
ley, Bramley Motors, Iné. 
(DeSoto-Plymouth). 

The award, a bronze plaque, 
honored Bramley for his 44 years’ 
service as a member of the In- 
dependence Village Council and 
for a host of other activities. The 
citation hailed him as “Mr. Inde- 
pendence.” 








| affected by the 
> 


Amc output dropped from 2,219) 


| corporate output from 1,481 units| 


35 


increase from the previous week 
20,292 assemblies. Last week’s out- 
| put, however, was 11 percent off the 
same week a year ago, when the 
truck manufacturers turned out 
| 24,733 vehicles. 

Canadian car-truck operations to- 
talled 10,400 units last week, up 
| slightly from the 10,087 vehicles 
produced the previous week.— 


Martin L, WHrrmyer. 

was up from 749 to 750; Plymouth ° 
was up from 13,299 to 13,500; De-| West Germany Studies 
Soto was down from 3,643 to 3,500, | swag 
and Dodge slipped from 6,363 to| Sale of Volk oe 
5,400 units. Dodge production was NEW YORK. — A motion has 

wildcat strike. | been presented in the West Ger- 
* * man Parliament that the Federal 

Government sell the Volkswagen 

auto works, according to a report 
printed here. 

The proposal reportedly is 
backed by a majority in Parlia- 
ment. Volkswagen, reportedly 
worth $250 million, was founded 
in the mid-’30s by Hitler anf 
financed by “downpayments” by 
German citizens, After World 
War II, British occupation au- 
thorities got the firm back in 
business and Volkswagen affairs 
are now administered by the 
State Government of Lower 
Saxony. 








units a week earlier to 2,115) 
last week. 

Rambler was off from 1,874 to 
1,850; Nash was down from 235 
to 175, and Hudson dropped from 
110 to 90 cars. 

Studebaker-Packard upped its! 


the previous week to 1,790 ‘last 

week. Studebaker was up from 1,- 

160 to 1,250, and Packard jumped 

from 321 to 540 units. 
> > >. 

<= output last week totalled 

22,002 units — an 84 percent 





OUR LAST DROP CoRD's SHOT 
AND I GOTTA DO SOMETHING 
TO FINISH 
THIS JoB /# 


Oe ae ee ta: 
OPERATING EFFICIENCY 


CHANGE TO 





A standard in gorages and service stations everywhere, 
the Cordomatic Drop Light Reel outlasts a dozen drop 
cords, saves mechanics’ valuable time, is low in cost. 


Mounts easily on wall or ceiling, locks and releases at 
any desired length. Works like a window shade. 


Send for free brochure and dealer price sheet. 


CORDOMATIC, Dept. “6” 
17th & indiana Ave., Philadelphia 32, Pa. 
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(Continued from Page 3) 
performance by speakers at nearly 
every exhibit. 

+ * + 
THERS objected to the same 
styling, “too much horsepower,” 
or price. 

There were many “special fea- 
tures,” Among these were Pon- 
tiac’s La Parisienne, Buick’s Du 
Barry, Ford’s retractable hardtop, 
Chevrolet’s fountain exhibit, and 
DeSoto’s Golden Adventurer, 

Another attraction was the stage 
revue, “Motorevue of 1957.” 

Foreign cars attracted a good 
deal of attention. Among those 
shown were Citroen, Volkswagen, 
Renault, Volvo, Hillman, Sun- 
heam, Singer and Humber, Jag- 
uar, Arnolt-Bristol, Austin, 
Austin-Healey, Bristol, MG and 
Morris. 

Washington dealers reported they 
were well pleased with their 1957 
show despite bad weather, Mike 
Murphy, show manager, said. 

“The show was staged for sales 
results, and we got them,” Murphy 
told Autromotive News. 

> > * 


ee the 1957 attendance was 
not up to that of previous 
years, said Murphy, the number of 
sales recorded was far in excess 
of that of many earlier, jampacked 
exhibitions, he said. 

In beauty, interest, enthusiasm 
and sales, this year’s show was an 
ideal one, according to many of the 






ance,” said one dealer. “Because 
it gave those who came a chance 
to stop, look and listen — and 
that is what salesmen like.” 
While the total attendance was 
more than 100,000, most of the visi- 
tors came, and most of the business 
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Both Cities Set Attendance Records... 


Chicago, Miami Eye National Show 





was done, in the daytime, said| eight-day show which closed Jan 
Murphy. “The weather played havoc 
with night attendance,” he said. 

The 1957 show was the best in 
the 31-year history of the San Fran- 
cisco auto show from the stand- 
point of sales, according to Amos 
Crowl, show manager. The show 
was sponsored by the San Fran- 
cisco Motor Car Dealers Assn. 

* + > 


he tres said nearly every auto 
displayed bore a “sold” tag 
before the show closed and many 
orders were obtained by exhibiting 
dealers. 

Final attendance figures were not 
available at press time, but Crowl 
said they would equal the 1956 turn- 
out of 108,108. 


The show drew its greatest 
crowds on the opening and clos- 
ing week-ends but slumped in its 
draw on week days, 

Grand Rapids, Mich., dealers 
reported that the city’s third post- 
war auto show in the Civic Audi- 
torium scored a new high in at- 
tendance of 55,500. 

Meanwhile, Buffalo reported a 
final attendance of 88,537 for its 






























shown in the new cars. 
+ + + 


year ahead. 

The attendance was short of 
the 1953 record of about 90,000 
but exceeded last year’s tally by 
approximately 20,000, 


was reported at the Buffalo show 
George L. Frieh 


consistent over the years.” 
Frank J. Clark, sales manager 
of Tinney Cadillac, said Cadillacs 
“are getting a better response 
than we’ve ever had before.” 


... quality.” 


* +. * 











Rom Stresses 
‘Constant Need 


For Cooperation’ 


MIDLAND, Mich.—Growth in the 
total U.S. economy is re-empha- 
sizing the balance that must be 
maintained between cooperative 
and competitive forces, in the 
opinion of George Romney, presi- 
dent of American Motors. 


Addressing the Midland Chamber 
of Commerce, Romney called com- 
petition and cooperation “twin- 
power forces” and declared that 
the national interest suffers when 
either one lags behind the other. 

He said that one danger to be 
avoided is the refusal of differing 
economic groups to cooperate with 
one another; another is the failure 
of industry to initiate and partici- 
pate in broad organizations for 
community cooperation. 

“It is the responsibility of every 
business man to seek out areas of 
agreement and understanding with 
all other groups and to undertake 
to establish cooperative relation- 
ships with them so as to avoid 
the division of America into power- 
ful groups that refuse to work 
with each other,” Romney declared. 

“This responsibility is shared by 
every leader, in whatever field he 
may be.” 


by Don Wagner (Oldsmobile) 
this way: 

“The people who have had them 
in the past keep coming back 
and the market has found a sur- 
prising number of new customers 
moving up from lower-priced 
lines because of the country’s 
prosperity.” 





























run in the Music Hall. 


(Jan. 26). 


ton’s a day later. 

Shows which opened last week 
include Schenectady, N. Y.; San 
Diego, Calif.; ; St. 
Louis; Baltimore; Pittsburgh, 
and Detroit. 

Mercury’s Turnpike Cruiser, un- 
veiled at the National Auto Show 


displayed at the Detroit show giv- 
ing Motor City residents their first 
glimpse of the new model. 
= +. = 
D* SOTO will stage its first public 
showing of the new Golden Ad- 
venturer scft-top convertiblein 
Detroit. This model is described 
as a “sister to the Adventurer hard- 
top.” Last year’s version of the 
hardtop Adventurer sold out in six 
weeks, according to DeSoto. 
Hostesses at the Detroit DeSoto 
exhibit will be Mrs. Michigan, Mrs. 
Indiana, Mrs. Illinois and Mrs. 
Colorado. All were state winners in 
the Mrs. America contest co- 
sponsored by DeSoto. 
Activities at the Pittsburgh 
show include a pet contest for 
children, a fashion show to be 
held nightly, special entertain- 
ment and an official opening by 
Mayor David L. Lawrence. 
Proceeds of the Houston auto 
show will be divided between two 
charitable organizations, Rotary 
Activities, Inc., and the Variety 
Boys Clubs, show officials said. 

Ogdensburg, N. Y. will hold its 
annual show in the State Armory 
Feb. 1-3. Eight new-car dealers and 
various lécal merchants will have 
displays. Robert G. Bradshaw will 
be general manager. 





Mercury’s Looks Win 
Approval, Says Reith 

CHICAGO, — A survey at the 
auto show held here earlier in the 
month has shown that visitors 
thought Mercury was the “best 
looking” 1957 production car, ac- 
cording to F. C. Reith, general 
manager. 

Men and women were inter- 
viewed by a research firm and 17 
percent named Mercury as their 
. choice as best looking car, Reith 
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12. Marjorie Baker, manager of the 
show and the local dealers associ- 
ation, said exceptional interest was 


—— said they antici- 
pated high sales volume in the 


What was called a “surprising 
interest in ‘luxury’ models” also 


(Lincoln- 
Mercury), said that many buyers 
consider the fine-car field “the most 
stable and dependable because 
styles and engineering have been 


Edward D. Aschbacker Chrysler- 
Plymouth) said the Imperial South- 
ampton and Imperial LeBaron 
“have drawn repeated comments 
for general styling, interiors and 


— success of the higher-priced 
cars at the show was explained 
in 


Show activity over the nation 
remains at a high pitch with Cin- 
cinnati’s “Fashion on Wheels” open- 
ing today (Jan. 21) for a six day 


Seven shows opened last week. 
Appleton, Wis. commences its three- 
day event Wednesday (Jan. 23) at 
the Shopping Center. Others open- 
ing this week are Rochester, N. Y., 
and Houston, both on Saturday 
Rochester’s show closes 
Feb, 2 after eight days and Hous- 


in New York last month, will be 
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Crowd at San Francisco— 














that he won’t have to make the pay- 
ments, he usually trades for less 
and signs for more than the regular 
price. 

He agrees to furnish the dealer 
with a certain number of pros- 
pects for new cars and the dealer 
tells him that he will receive $100 
for each one sold. 


Some are said to agree to furnish 
18 prospects a month. The buyer 
always is pressured at once for the 
names and addresses and occupa- 
tion of prospects. 

For illustration, let’s say that 
Bill drives a beer truck and he 
hasn’t done so well at furnishing 
prospects. He resolves at the next 
tavern to get a name or two. Bill 
approaches the man and wife who 
own the tavern and tells them what 
a fine buy they can get. He turns 
in their names. 

The next day they get a phone 
= and tht conversation goes like 
this: 


“Congratulations! You have 




























Fleming Retires 
From Pittsburgh 


DETROIT. — Neil A. Fleming, 
manager, automotive refinish sales 
department for the Ditzler color 
division of Pittsburgh Plate Glass 
Co. has retired after 36 years’ 
service. 

Fleming joined the Ditzler sales 
department during 1920 as sales 
correspondent to the general sales 
manager and advertising manager. 
He became the first sales manager 
of the distributor sales department 
when it was organized in 1929. 


















































qi 





“KEEP THOSE 
HORSES COOL 


Dow Ad Campaign— 


“Keep Those Horses Cool” is the theme 
of a pointed Dow Chemical Co. 1957 
spring campaign to remind motorists of 
cooling system care. More than 100,000 
copies of -a three-piece color display pro- 














motion have been ordered by Dow for |. 


distribution to oil and automotive dealers 

perenne the natiows> Advertisements in 
| other media will encourage:xooling sys- 
'tem care, as will press;:radio and tele- 
vision releases aimed at consumer educo- 
| tion. 





Attendance at the San Francisco Auto Show which closed last week was estimated 
early in the show to be running almost 10 percent ahead of last year. Amos T. Crow, 
show manager, said visitors were highly enthusiastic about the new models and closely 
inspected the new 1957s and other exhibits. 


Hurts Midwest Dealers . . . 


Chain Sales ‘Sub Rosa’ 





(Continued from Page 3) 


been selected to receive a brand 
new Exit Eight without charge 
and we want to make arrange- 
ments for presentation of the 
keys. When can you come to our 
office? 

“What? You don’t believe it? My 
dear sir, all you have to do is to 
present yourself here for the keys. 
Suppose you make it Friday night 
at 8? Fine. We'll be looking for 
you.” 


They arrive and cordially are 
greeted by the “president and sales 
manager.” They are cautioned to 
keep the details of the free car 
secret. 


Next they step into an office 
where they are shown the prices 
and list of accessories. They have 
been shown the car. 

The couple is told that the car 
must be accounted for by some 
form of formal contract. So, a 
contract at the correct price for 
the deal is made out with the 
assurance that they don’t have to 
make the payments. 

The payments, of course, they are 
told, will be made from the $100 for 
each prospect they send in who 
buys a new car. 

The couple may demur at this 
point. 

The selling team then expresses 
surprise and say that perhaps they 
have made a mistake and have 
selected the wrong people. They 
doubt after all if the tavern keepers 
can furnish 10 prospects a month 
which will produce two or three 
sales. 

At this point the sellers leave 
the office. 

Usually the conversation goes like 
this: 

“I know a couple of pretty good 
prospects,” says hubby. 

His wife shakes her head doubt- 
fully. “Well . . .. I suppose I could 
call up four or five people and if 10 
prospects will produce two sales. . . 
maybe we could do it.” 

They are unaware that the office 
is “bugged.” 

When the sellers return they 
will take their cue from the con- 
versation they have heard. 

They go in and press for the kill 
and get the name on the dotted 
line. The couple have bought a car 
at a high price that has been ob- 
scured by the lure of getting some- 
thing for nothing. 

They send in prospects as long as 
they can find them and each pros- 
pect in turn is given the free car 
treatment. 

Each buyer who signs is cau- 
tioned that he should not reveal the 
details, especially to strangers who 
might be trying to horn in on a 
good thing. 

However, they are urged to tell 
their friends—as prospects—and to 
assure them that they will get a 
special deal not available to the 
general public. 

That’s how it is reported to 
work. Those who have been 
“sold” are not talking—yet. 

Shush, shush, everybody. Don’t 
let a soul know or every guy and 
his brother will be heading for this 


iarea to get an automobile—free. 
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Most Encouraging,’ Volpe Says... 


Road-Building Gains 
Reported to Senate 


’ WASHINGTON. — The expanded 
eral-aid highway program is 
ressing at “a most encourag- 
rate” and there is every reason 
believe that progress will be 
her accelerated in the months 
ad, according to John A, Volpe, 
eral highway administrator. 


| Appearing before the Senate 
Roads subcommittee, Volpe used 
‘a chart to demonstrate this prog- 
ress by showing the relationship 
of Federal-aid contracts adver- 
tised and funds obligated for the 
ealendar years 1954, 1955 and 1956. 


“the states have been actually au- 
thorized to advertise for bids for 
construction of 743 miles of the 
interstate system, which construc- 
tion together with engineering and 
right-of-way acquisition are esti- 
mated to cost over $901 million.” 

Of this total, he said, contracts 
have actually been awarded for 496 
miles of construction at a cost of 
about $286 million. 

Adding the funds allotted to other 
highway systems, Weeks said, work 
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Cleveland Independents Elect Officers— 


Newly elected members of the board of directors of the Cleveland Independent 
has been started on more than $1.7 Automobile Dealers Assn. were installed at the group's 10th anniversary banqvet at 











Industry Ripped 
For Its Pitch on 


High Horsepower 


SACRAMENTO, Calif. — Auto 
manufacturers were criticized by B. 
R, Caldwell, State Highway Patrol 
commissioner, for “placing tremen- 
dously high-powered automobiles in 
the hands of persons who are not 
qualified to handle them.” 

Caldwell, who spoke out a year 
ago against the trend to higher 
horsepower, said, “I am still critical 
of the automobile industry’s failure 
to accompany its appeal to high 
horsepower with a word of caution, 
alerting the public to the potential 
circumstances which can arise from 
unwise use of that added horse- 
power. 

“Many pitches are geared solely 
to the boast of the ‘hottest’ car on 
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history. 
He said that since last June 29, 


model year. 





Eugene Dargan, a former prize- 


= foam rubber for the auto indus- 
ry. 


Big Three Motors since the firm 
started doing business in 1955. 
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But City Will Remain Core of Industry, Study Says... 





DETROIT. — Expansion of the 
automotive industry in the Detroit 
region will continue, but at a slower 
rate than in past years, according 
to a study by the Detroit Metro- 
politan Area Regional Planning 
Commission. 








large market area. Basic manu-| facturing and research facilities to 





CK 
| facturing operations have remained | further advantage. More 
concentrated within present indus- “The Detroit area offers a ready ora 
og) Z : trial areas.” market for such an industry.” jand ; 
etroit S uto are L tn The report concluded, “The in- The planning commission said its ii 
creased use of automation in the| report was prepared by Bettyann _Z_ 
automobile industry supports the/Cronander, assistant planning ana- 
the Detroit region, the report con-| been constructed in or near cities| contention that there is an eco-|lyst, in consultation with the com- | —— 
tended. | which have had large population | nomic opportunity for an expansion | mission’s advisory research co m- RO! 
It explained: “Assembly plants,| increases or are in a position to be|of the electronics industry in the| mittee and key officials of the au- | 
which are market-oriented, havej|a central distribution point for a/ Detroit region to develop its manu- | tomotive industry. 
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The report said employment 
and plant additions will increase 
most rapidly in sections of the 
Great Lakes area outside Detroit, 
thus Detroit will have a decreas- 
ing share of national automotive 
employment and production in 
forthcoming years, 

However, the report emphasized, 
the Detroit region will remain the 
focal point or core of the entire 
automobile industry. “Only in rela- 
tive terms,” the planning group 
said, “will Detroit decrease in its 
share of total national automobile 
employment and production.” 

The study was undertaken dur- 
ing 1955-56 with Federal funds pro- 
vided by a planning-assistance 
grant from the Housing and Home 
Finance Agency of the Urban 
Renewal Administration. It was 
based primarily on an analysis of 
the expansion trends of Chrysler, 
Ford and General Motors. 

In 1955, according to the survey, 
the Detroit region accounted for 
326,000 or 364 percent of the 
nation’s 896,500 motor-vehicle- 
industry employes. This was called 
a decrease of 10 percent from 1939 
when Detroit had 214,951 or 46.9 
percent of 458,723 workers. 

It also was a decrease from 
1950. In that year, the report 
said, Detroit had 334,000 auto 
workers, or 40.5 percent of the 
$25,000 total. 

The Detroit region referred to in 
the report includes Wayne, Oak- 
land, Macomb and Monroe counties, 
plus four townships in Washtenaw 
county. 

In tabulating auto industry em- 
ployment, the planning commission 
used a U.S. Census definition which 
includes only those workers whose 
finished product is either a motor 
vehicle or some businesses wherein 
50 percent of their products are 
motor-vehicle equipment. 

The report noted that some busi- 
nesses in the latter category still 
are listed in other classifications by 
the Census. The tally does not in- 
clude all of the supplier industries 
or the metals industry that is so 
vitally connected with auto making. 

In the postwar period, more 
than in any preceding years, the 
report said, the auto industry has 
expanded its plant facilities and 
employment in states outside 

Michigan, Since 1947, Indiana has 
had a 30 percent increase; Wis- 
consin, 27 percent; Ohio, 22 per- 
cent, and Illinois, 12 percent, 

The construction of new assembly 
plants in California has increased 
117 percent during this period, and 
the state now ranks fifth in the 
nation in auto employment, the 
report said. 

However, it continued, “Such per- 
centage figures do not reflect the 
relation of the leading states in 
terms of actual employment from 
1947 to 1955. 

“Michigan showed only a 30 per- 
cent gain in auto employment dur- 
ing the period, but it represented 
an increase of 114,858 workers, six 
times the 19,332 gained by Cali- 
fornia which was second in the in- 
crease classification.” 

In addition, the study showed 
that the expansion of production 
and facilities in Michigan 
accounted for almost 63 percent 
of the total automotive employ- 
ment increase in the nation. 

The postwar expansion is most 
significant in determining future 
automotive development trends in 


Chrysler Aide 


Wins Promotion 


DETROIT. — Harry E. Chese- 
brough, 47, last week was named 
director of product planning for 
Chrysler Corp. For the last two 
years he has been executive engi- 
neer in charge of product planning 
in the engineering division. 

E. C.. Row, Chrysler administra- 
tive vice-president, said Chese- 
brough will “coordinate and inte- 
grate” plans of the operating divi- 
sions, groups and central staffs for 
future automobiles and trucks, 


Reaching an estimated 150,000 
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ets more outside business. 


readers engaged in all branches of the nation's automotive industry. | lip ad out right now—mail with letterhead 


and signature, for | Daily Check Plan Book 
and illustrated brochure—to .. . 

MALCO SALES SERVICE 
205 7th Ave. Asbury Park, N. J, 
tn A ik nN aN 





INVENTORY SERVICE 


Parts and Accessories 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH * CERTIFIED REPORTS « 


HELP WANTED 


urer on the Gold Coast in Florida, thor- 
oughly familiar with all phases of Gen- 
eral Motors and Motors Holding Division 
accounting. 200 to 300 car Buick deal. 
Reply C. I. Wurtz, Wurtz Buick, Inc., 
Delray Beach, Fla. 

ATTENTION—SALES MANAGERS, Do you 
want to make over $20,000 per annum? 
I want a high calibre man with general 
manager potential and a desire to go 
places, We are selling 140 new Buicks a 
month but need a man who can sell 200 
per month and make more profit, Will 
consider Ford, Mercury or GM trained 
man, Must be capable of handling 20 to 


right man. All replies confidential. Box 


SALES career 


Nation-wide automotive parts and key- 
machine mfgr.-distributor offers depres- 
sion-proof sales opportunity. Protected 
territories with established accounts now 
available. Average earnings $8,000 to 
$10,000 per year. Company expansion 


also opens great opportunities for ad- 
vancement to executive positions. Write 
today giving background and sales 
experience. 


CURTIS INDUSTRIES, INC. 
“OVER A QUARTER OF A CENTURY 
OF SERVICE" 

1130 E, 222nd. St. @ Cleveland 17, Ohio 


POSITION WANTED 
GENERAL OR SALES MANAGER—Young 


new car experience. Chevrolet-Ford deal, 
southeast only. Buy-out desirable, Write 
Box 6747, c/o Automotive News, Detroit 
26. 


PARTS MANAGER, thorough knowledge 
of every GM car or truck parts system, 
10 years’ experience in parts department 
management. Was Pontiac zone parts 
champion for two years. Also former 
dealer and have knowledge of every phase 
of dealership. Prefer to only manage a 


where for right figure. Write Box 6751, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER—Now employed as 





sales manager or general manager with 
opportunity to buy in. Have cash and 
automotive experience for factory ap- 
proval, Age 35. Prefer GM deal in south- 
west or southeast. Write Box 6738, c/o 
Automotive News, Detroit 26. 





SERVICE MANAGER, Good service, se- 
curity. Deliver results. Technical, insti- 
tutional meetings. Weld sales and service 
departments. Above average. Service, 
parts, product, You sell ‘em, happy, I'll 
keep ‘em. Plenty know how, Short avail- 
ability. Relocate. Salary, percentage. 
Write Box 6739, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER, Experienced. Com- 
petent car salesman. Parts manager. 
Good dealer assistant, or what are your 
needs? Write Box 6740, c/o Automotive 
News, Detroit 26. 


AUTOMOBILE AUCTIONEER —8 years’ 
experience. Will travel anywhere. Write 
Murray Brand, 105-05 69th Ave., Forest 
Hills 75, New York. 


SERVICE MANAGER—AIl GM experience, 
Oldsmobile preferred. Can handle all 
phases of service department operation. 
Particularly adept in service promotion, 
mechanic training and customer rela- 
tions. Have full knowledge of GM ac- 
counting procedure, also sales department 
experience. Would prefer middle east 
area. Now employed, with present dealer 
11 years. Write Box 6741, c/o Automo- 
tive News, Detroit 26. 


SALES OR GENERAL MANAGER. Aggres- 
sive, experienced man with proven ability 
to produce results. Have used car sales 
and reconditioning know how. Know all 
phases of new car merchandising and 
closing. Available immediately, Now em- 
ployed in metropolitan Boston. Willing to 
relocate if deal acceptable. Box 6759, c/o 
Automotive -News, Detroit 26. 


POSITION WANTED as new or used car 
manager. Twenty-five years’ experience 
in volume dealer sales. A good buyer 
and wholesaler. A pioneer in auto auc- 
tions. Will relocate but prefer southern 
territory. Buick, Olds, Chev. and Ford 
experience, Box 6760, c/o Automotive 
News, Detroit 26. 





enough to do top job, record that proves | 
it. Used car specialist with successful | 


parts department. Wiil relocate any-| 


general manager. Will accept position as | 


25 man sales force in competitive Hous- | 
ton market. Will pay percentage net to 


6758, c/o Automotive News, Detroit 26. 








POSITION WANTED 


AGGRESSIVE YOUNG SALES MANAGER 


available. Eight years’ experience in auto 
business as office manager. Top salesman 
and sales manager. For details contact 
Box 6766, c/o Automotive News, Detroit 
26. 


GENERAL MANAGER. A combination of | 


practical experience and the necessary 





hit hard ability it takes to keep the} 


automobile business profitable are packed 
into 8 years with Ford-Mercury-Lincoin- 
Continental and also used cars, The fore- 
said background is a necessary requisite 


in a good general manager but a certain | 
freshness and originality in approach to/| 


the auto market as it stands today is 
the bonus I feel I have to offer. I am 
36 years old with experience in middie 
east, south and west coast markets. 
Prefer relocate west. Excellent references. 
Box 6761, c/o Automotive News, Detroit 
26. 


AUTOMOTIVE “ACCOUNTANT. Young 


married veteran. Accounting degree Texas 
University. Experienced with Buick, Pon- 
tiac, GMC dealerships including system 
design. Heavy responsibility, supervision. 
Ted Preusser, Box 442, Cuero, Texas. 


SERVICE MANAGER. 41, 19 years’ with 


proven background, Want connection with 
dealer who wants to turn service opera- 
tion over to aggressive manager. Prefer 
dealership of over 600 cars yearly. Now 
located in southeastern states but would 


consider other location for right connec- | 


tion: Complete resume sent upon request 
Box 6762, c/o Automotive News, Detroit 
26. 





SERVICE MANAGER. Expert Pontiac, GM 


experience. Volume. Relocate acceptable | 


location. A to Z knowledge. Box 198, 


R. R. 3, Bremen, Ind. 


DEALERSHIPS AVAILABLE 


DEALERSHIP (ONE OF “BIG 3°')—200 


new-car potential. South Florida. Modern 
building, large showroom, one of the best 
equipped shops in the state. Spacious 
grounds with attached used-car lot. Com- 
plete body and paint shop. Also up to 
date parts department. Business now 


operating with 25 employes, Box 6711, | 


c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Studebaker | 


and English Ford. Selling around 150 
cars per year. Clean up to date building 
in one of the large western seaport cities 
with over one million population. Box 
6733, c/o Automotive News, Detroit 26. 


FOR SALE. DEALERSHIP now handling 
Dodge and Plymouth. Reason for selling | 


—other interests taking all of dealers 
time. Will sell for cash or on time, with 


proper collateral. Will rent property or | 
sell. Apply P. O. Box 1928, Williamsburg, 


Va. 


DESIRABLE DEALERSHIP handling Buick 


in metropolitan city in midwest. Poten- 
tial about 450 cars. Low overhead opera- 


tion with very low rent. Owner retiring. | 


Will sell at inventory; no used cars or 


receivables. Buyer must have cash and | 


factory approval. Box 6767, c/o Automo- 
tive News, Detroit 26. 





FOR SALE. BEST small dealership, han- | 
dling Lincoln-Mercury, in Texas. One| 
million dollars gross sales in 1956. One| 
year payout. Agriculture, ranching, sum- | 


mer resort, army airbase, city of fifteen 
thousand. Fully staffed with efficient em- 
ployes. No used cars, obsolete parts, notes 
or accounts. Equipment less than three 
years old. Well depreciated (book value). 
Beautiful facilities, with used car lot ad- 
joining. Reasonable rent, lease and op- 
tion. Reason for selling, getting metro- 
politan deal. Pictures on request. Box 
6768, c/o Automotive News, Detroit 26. 


AGENCY HANDLING CHRYSLER-Piym- 


outh with a large goodwill following, A 
real opportunity and good future. Must 
sell, very reasonably priced, Near Denver, 
in booming tourist and vacation land. 
Good credit and $7,000 can handle busi- 
ness which did around % million dollars 
last year. Write, giving past experience 
and credit references. Box 6769, c/o Au- 
tomotive News, Detroit 26. 





NORTH JERSEY DEALERSHIP, handling 


Pontiac, for sale. Very profitable 500-car 
deal in excellent industrial area. Low 
overhead with no big buildings. $50,000 
cash required. Write Box 6770, c/o Auto- 
motive News, Detroit 26. 


FOR SALE BY OWNER, Fully equipped 


dealership handling Lincoln-Mercur y. 
Clean deal with used car lot, warehouse 
and everything under your thumb, Price 
$20,000. Good lease; In county seat near 
coast. Plenty money large turn over area. 
—_ opportunity. Write Box 45 Liberty, 
‘exas. 


DEALERSHIP, HANDLING Dual “Big 


Three’ franchise, for $27,000 in rich 
southwest industrial and tourist center. 
30,000 population, three million payroll 
monthly—farming, ranching, oil. Reason- 
able rent or will sell modern building in 
town on four lane highway. Attached car 
lot. Box 6763, c/o Automotive News, 
Detroit 26. 


| 





@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaivated 
- DEALERSHIPS AVAILABLE @ Analysis of Methods and Procedures 
DEALERSHIP FOR SALE handiing| Full time experts. No pick-up part time help, 


DeSoto-Plymouth and GMC truck fran- ite f ; i 
: . | c. w r service details 
chise—in the magic Rio Grande Valley of | oe ere 





Texas, semi tropical climate, Dealership | Automotive Inventory Service Co. 
occupies a city block. 25,800 square feet | 10040 Freeland Detroit 27, Mich. WE 3-644 
Se ‘on sell parts and lease or | Western Dealers, Attention 
sell shop and office equipment and build- i 
ing. Unlimited creck, potential due to 429 5. Western “~, eam ae Se 
citrus, cotton and vegetable farming, also E 
gas and oil fields. Dealer must sell be- 
cause of several heart attacks and doc- | a 
tors orders. Motor Corral, C. E. Becker. BUSINESS OPPORTUNITIES 
Owner, Edinburg, Texas BUY SURPLUS AUTOMOTIVE equipment; 
> > oper >a eenee a eeps: trucks; boats; tractors; trailers; 
DEALERSHIPS WANTED chap seppiles: direct from U. &. Govern: 
CHEVROLET-FORD DEAL, under 250| ment Depots. List and procedure $1 
cars, from Florida, Tennessee, Georgia. Brody, Box 8-AUB, Sunnyside 4, N. Y 
Must be top buy. Cash, approval ready.|[peAL AUTO AUCTION SET-UP. 3,200 
Write Box 6750, c/o Automotive News, square foot building with gas heat, two 
Detroit 26. restrooms, restaurant, office, 2% acres 
HEVROLET 7 : . ground with one acre stoned. Located 
; ‘ede, bets i beside airport in midwestern city of 300,- 
Indiana or Ohio. Fully qualified Box oaan a om — onlin ate 
o en 4 . lighway No other sales y n 
6764, c/o Automotive News, Detroit 26 a ‘All inquiries confidential, Can be 
DEALER SERVICES leased or buy building. Box 6771, c/o 


_ Automotive News, Detroit 26. 





“RESEARCH ‘TOO MANY HEADACHES IN YOUR 
MANAGEMENT" LEASING BUSINESS? 
For Dealers 


What is it? What does it do for you? . . 

These are the things you will want to chase outright your operating feet. 

know about this new and dynamic ; ini 

method of inspiring your qnahens — acteesanmempseiaiie: 
to pitch in one for all, and all for cars actively operating. All inquiries held 
one. Write in on your letterhead for I. : 

our free booklet which gives you the in strictest confidence. 


entire story without obligation. Make 
1957 THE YEAR. Reply: Box 6744, c/o Automotive News, 


Automotive Enterprises Detroit 26. 
10600 Puritan Avenue, Detroit 38, Mich. 


Money too tight? We'll be happy to pur- 


21 continuous years of leasing. 


EVERYBODY IS TALKING UNUSUAL 
ABOUT IT! OPPORTUNITY 


“USED CARS— |B Top sales executive to operate his own 


business with our exclusive franchise. Ours 


A GOLD MINE" is a REPEAT service that every auto- 


mobile dealer ‘must’ offer his cus- 
by ERIC CASSIRER tomers. The man selected must have 
heavy sales experience, be a good ad- 


A Treasury of Tested Ideas || | ministrator, self-starter, with proven busi- 
on Selling Used Cars ae ness ability. 


. Present franchise holders are men with 
Wrttien te straight forward talk by a |B automobile experience accustomed to 


man who has sold over $8 million earning $25,000 per year and more. This 
franchise offers immediate earnings which 





worth of used autos. 
rapidly increase as a result of repeat 


MAIL $2.20 TO sales. No investment required. Write fully 
P. O. Box 649 Oxnard, Calif. giving qualifications to Box 6765, ¢/o 
Your satisfaction or your money back. Automotive News, Detroit 26. 


HELP WANTED 



















DIRECTOR OF TRAINING 


Willys Motors, Inc., world's largest producer of 4-wheel drive vehicles, requires 
training director for organizational and dealer development: programs in the 


fields: This. Company is really “on the move” with highly specialized vehicles 












and. an entirely new vehicle which has shown phenomenal acceptance in a 









single month after public announcement. Our operations have been profitable 


for two full years, and opportunity here is unlimited. 














Training Director requires extensive training and program experience, but 
not necessarily limited to automotive fields. The responsibilities include the de- 






velopment, presentation and follow-through on a scheduled series of field edu- 
cational programs, and dealer development and merchandising activities. 





Please do not phone, but write giving resume of background and experi- 
ence, personal data and a recent photograph to Director of Advertising and 
Merchandising, Willys Motors, Inc., Toledo 1, Ohio. 









it's the NEWEST Availab 


CLASSIFIED WANT ADS exes 


Helps make a good salesman better and coln, 





WAN’ 
Ha\ 
Was 




















DECAL TRANSFERS CARS WANTED 





— 
{RUCK DECALS, No charge for sketch. cans WANTED—7 passenger Cadillacs. | 
Must be sharp 1953 and newer. a ent: 


More brilliant; unusually durable; easily | 


applied. Samples on request. Write Allied | 


Belmont 4-6611, 2836 N. E, Sandy, 


Decals, Inc., 8456 Hough Ave., Cleve-| jand, Ore. 
jand 3, Ohio. } 





a CARS FOR SALE 


IMPORTED CARS 


BOUGHT AND SOLD 
AT WHOLESALE 


IRA KANER 





—_— 
ROBINSON CAR LEASING | 
FLEET LEASED CARS 
1955—1 956 c/o Holiday Motors 


AT WHOLESALE | 11647 Ventura Bivd. 
CHEVROLETS, FORDS, PLYMOUTHS| 





Studio City, Calif. 








Available in: Philadelphia, Baltimore, Wash-| 


C., Pittsburgh, Akron, Cleveland, | PARTS FOR SALE 





i, Flint, Chicago, ae, Cincin- 
nati, Louisville, St. Louis, Kansas Worth 
coin, Neb., Oklahoma City, Fort 
Dallas, New Orleans, Atlanta, Boston. 

ROBINSON CAR LEASING 

DIVISION 


THE HERTZ CORP. 
for specific information in any city, address: | 
|, E. Spatig, Used Car Mgr. WeEbster 9-2144 | 
218 S. Wabash Ave. Chicago, Ill. 


BUICK PARTS 


UP TO 50% DISCOUNT 


Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





———— 


WE WHOLESALE 
USED CARS 


JIM KELLY INC. 


| 
DeSoto-Plymouth | 
| 


BUICK PARTS 
All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ili. 
Phone WAbash 2-1030 


GERRY THOMAS, MGR. 
Prescott 1-5151 
Roseville, Mich. 


29065 Gratiot 


ATTN. DEALERS! | 
1955 - 1956 | 


FORDS 
AND 


PLYMOUTHS 





PARTS WANTED 
ANY QUANTITY! 
PRICED TO MOVE! 


RESTORING ‘36 FORD PHAETON 
NEED FOLLOWING NEW PARTS 


e | Windshield posts and frame, especially right- 
left and right front 
dash and glove compartment door, 
wiring harness and complete frame for top, 
parts numbers start with 68. Write Elstrod 
No. 3, Syracuse, Ind., or call 627 


| and left rear fender, 
All 4-dr. ex-taxis with heater/defroster, fender, 
good tires, clean inside and out. All in 
excellent operating shape; most in service 
only 8-10 months. 


img. 


Motors, R. R. 
W Syracuse collect. 


Some with power steer- 


* 
Don't wait . . . call, wire or write 


CURRY CHEVROLET 








Broadwgy and 133rd Street FOR SALE—FRIDEN calculator with stand 

NEW YORK e ADirondack 4-6000 S475. 24 unit Dri Clime infra_ red 

on . unit. Used very little, $350. F.O.B. Lewis 

Ford Sales, Frankfort, Ind. 
CARS | WANTED ee . : sin ee 

at _ ow ADDING MACHINES, typewriters, dupli- 

WANT 1957 CADILLAC 62 sedan for cash. cators, etc. Free wholesale price list. 
Have 52 to trade in, J. Hollison, 5448 Earn extra money. National, 229 § 

Washington Bivd., Chicago 44, Il Wabash Ave., Chicago, Ill, Dept. AN. 


_DEALER SERVICES 


FOOL-PROOF! 
FANTASTIC! 


Sales ‘‘Owner’’ Follow-up System 
(not a "service" follow-up system) 


1—100% personalized 


2—No work done by dealership personnel 


3—Designed to produce prospects 

4—AMarries your customer to your agency 
5—Works, with or without turnover of salesmen 
6—Forces return of customer to agency 

7—Can be installed without cost to Dealership 
8—Testimonials provided upon request 
9—Customer contacted each month for 12 months 


For Details of this Fabulous New System Write: 
AUTOMOTIVE SALES CONSULTANTS INC. 
3262 Rosecrans St., San Diego 10, Cal. 


{Please name make of car sold. If Used-Car Dealer say “Used"') 














__ OFFICE Eau IPMENT FOR SALE iad 


Custom contro! heads to fit in dash of above 


191 E. 16t St. 


47 NEW 


DeSOTO-PLYMOUTH neon signs, Two foot 
18 months old. 
For complete informa- 
tion write White-Griffith, B’way at 16th 


1925 BUICK BROUG HAM. 


FORD-BREWSTER, Rare classic Ford, 
Perfect advertising car for Ford 
dealer. $400 or trade for ton panel truck. 
Atlanta 


AUTOMOTIVE NEWS, JANUARY 21, 





ACCESSORIES FOR SALE 


New Motorola Auto Radios 


1950 - 1954 


Ford, Chevrolet, Plymouth, Dodge 
Manual $27.50—Pushbutton $34.95 
Complete radio 


cars. 


1957 Dodge—1956-7 Ford—1955-6 Plymouth— 


1955-6 Chevrolet 
Manual $29.95 
Custom radio complete to fit in dash of 
above cars. 
Fast, C.0.D. Shipment 


LIBERTY AUTO RADIO 


LUdiow 8-941! 


__ SHOP: EQUIPME NT FOR SAL E 
BLACK @& DECKER 

drills, 220 volt, 3,700 r.p.m, 

$77. Now 

Box 645-G, 


$19.75 delivered. 


Houston 1, Texas. 


JISED CHRYSLER AND Plymouth sign. 
Air pump. Hydrau- 
Valve refacing machine, Hon- 
Wheel bal- 
2358 South 


Electric grease hoist. 
lic jacks, 
ing machine. Wheel aligner. 
ancer. Kettelle Motor Co., 
County Trail, East Greenwich, R. I, 


letters-—thirty feet long 
Also other signs. 


St., Hicksville, _ ae? 


AN TIQU E CARS FOR SALE 


Hasn't 
Stoner 
Fayette, Ohio. 


licensed since 1929. 
Sales, S. Fayette St., 


(1935). 


Write 1053 Oxford Rd. N. E., 
6, Ga 


MISCELLANEOUS _ 


New York 51, N. Y. 


\y- -ineh | 
180 cycles. | 
Jacobs chuck, chuck guard, Original cost 
Norstates, 


been 
Chevrolet 





TRUCK AND 


ATTENTION DEALERS 
WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Tow Bar Sales Co. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE2-0700 AN 3-8888 Nites: BA 1-8717 


we ‘har 
Call Collect .“$,50.0°"3"". 
40 So. Clinton St., Chicago 6, Ill. 





COLORFUL CUSTOM GRILLE poster. 
Write for our illustrated poster and deal- 
ers price list of many beautiful custom 
Ver- 


grilles. Detroit Grille Mfg. 
nor, Detroit 1. 


258 E. 


with plastic letters 
masonite letters aiso 
Signs for every purpose. 
Inc., 175 Jefferson, 


Metal, wood 


Brass 


Lexington, Ky. 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


LL 
DEALERS’ SPECIAL (F.0.B8. Factory Net) 
$52.35 Fed. Tax included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 


DEALERS’ SPECIAL (F.0.8. Factory Net) 


$9.90 Fed. Tox included 


THE FAMOUS 
MOTO-MATIC 


TOW « GUIDE 


Four Clamp Hook-Up 


DEALERS' SPECIAL (F.0.8, Factory Net) 
85 Fed. Tax included 
Meets 1.C.C. Strength Requirements 
s + 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
‘Leaders in the Industry 
Since 1939" 





CAR SIGNS made easy 
and 
stencils. 
Jim Ramsey, 


1957 39 


CARS FOR SALE 


THE WORLD’S LARGEST 


WHOLESALE USED CAR MARKET 


DAILY SALE OF 1500 
CARS TO DEALERS ONLY 
7 blocks long, from 171 to 177 Streets, 


Jerome Avenue, Bronx, NYC. 



















All makes, all years, all models at sensationally low prices; no 
bidding, no fees. Over 45,000 cars sold last year. Visit, write, 
phone; we deliver. 


TITLES GUARANTEED! 


















SATISFACTION GUARANTEED! 


JEROME AVENUE 
AUTO WHOLESALERS ASSOCIATION, INC. 
America’s Used Car Capitol, Where Low Prices Are Made! 


ALLIED USED CARS GLOBE SED CARS, INC. 
1501 Jerome Ave. TR 2-9247 1509 Jerome Ave. CY 4-1140 
BAYARD MOTOR CO. GOODFRIEND AUTO SALES 
1465 Jerome Ave. JE 7-7332 1733 Jerome Ave. CY 9-2225 
CAPITOL MOTORS, INC. JAY-COBY MOTORS, INC. 
1484 Jerome Ave. JE 6-9714 1536 Jerome Ave. LU 7-2869 
CARDELL MOTORS J. L. KAPKA, INC. 
1511 Jerome Ave. TR 2-9280 1545 Jerome Ave. CY 9-6451 
CAR WHOLESALERS, INC. MAX ROTHBART 
1555 Jerome Ave. TR 2-8200 1560 Jerome Ave. TR 2-9846 
CREST USED CARS, INC. TY MOTORS, INC. 
1911 Jerome Ave. CY 9-9111 1484 Jerome Ave. JE 7-5900 
M. C. GALVES & CO. JEROME AUTO SALES, INC. 
1480 Jerome Ave. CY 3-8888 1556 Jerome Ave. TR 2-9186 















































MISCELLANEOUS _ a % 


Congratulations 
NADA 
40th Annual Convention 


Western Auto 
Auction 
Association, Inc. 


Nineteen top auto auctions 
serving Western 
United States 


Visit us at our booth 
in San Francisco 











New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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GET IN NOW ON THE 
GREATEST DEAL IN 25 YEARS 


UNLIMITED MASS MARKET FOR THE r a 
wow 


THE LOWEST PRICED CAR IN AMERICA! 
.. from just $998* delivered retail price 


THE MOST ECONOMICAL CAR IN AMERICA! 


. over 60 miles per gallon 


we THE EASIEST CAR TO DRIVE IN AMERICA! 


. 4-way vision, park anywhere, enter standing up 


THE First CAR sold in many mark 


through one dealer only. You could be the one, 


THE First CAR to start your Import 


Car Dept. with small outlay and no risk. 


THE First CAR with real dealer mar- 


gins plus volume. No cutting! 


THE Firot CAR that can bring hundreds 


and thousands to your showroom. 


THE First CAR imported for everyone 


—not only for foreign car fans. 


THE Firet CAR imported for every- 


body's fun and to fill America’s need for 
inexpensive basic transportation. 


This extraordinary new car is Saey and Profcéable for dealers co Selt/ 


Wherever the BMW Isetta 300" has been shown 


NO CAR EVER 
OFFERED ALL THESE 
REVOLUTIONARY FEATURES 


1. 60 miles to the gallon! 
2. Air Cooled Engine! 


3. Auxiliary Gas Tank for 
instant switch-over. You're 


around in a 24-foot circle. Hugs the road and is 


never caught short! 

4. World's first car with 
complete 4-way vision! 

5. Complete regional 
dealer service and spare 
parts. 


6. Body re-enforced by 
tigid tubular steel structure. 
Found only in the world’s 
finest luxury cars! 

7. Powerful overhead 
valve engine for instant 
cold-weather starting! 


8. Heater standard 


. it literally has stopped traffic. No other small car 
is so different. It boasts new design, great economy. 


The BMW Isetta ‘300"’ is an entirely new concept 
in second-car design. Revolutionizes mileage . . . park- 
ing ease... station hopping . . . shopping . . . and 
clubbing! 


No other car so completely answers today’s chaotic 
traffic tie-ups . . . lack of garage and parking space 
. skyrocketing costs of standard car maintenance. 


The BMW Isetta 300" means real economy. 60 miles 
to a gallon! 


It steers easily. The first complete 4-way vision. Turns 


equipped with 4-wheel brakes. 


Here's convertible all-weather protection! In warm 
weather, the canopy pulls back for natural air, warm 
sunshine. In winter, you close the top for 100% rain 
and draft protection. The heater makes for fireside 
comfort. 


BMW Isetta ‘300°’ offers complete spare parts serv- 
ice and free mechanics’ training school. 


Advertising mats, brochures, national TV, films and 
sales promotion services available. 


Write ...wire...phone for full information on 
prices, dealer profits and deliveries. 


equipment! 


QUALITY BUNT 


in Germany, the perfect 
answer to today's growing 3 ¥ 
transportation problem e aan 7 oe oad 


SELLS ON SIGHT! sO9 98 


75,000 on European high- 
ways. Hundreds now already DELIVERED 
*NOT INCLUDING LOCAL SALES TAX 


rolling in America. 
(slightly higher on West Coast) 
Price of Two-Tone Model shown here 
@ little higher 


FADEX COMMERCIAL CORPORATION :::; 


EXCLUSIVE U. $. DISTRIBUTOR FOR. BAVARIAN MOTOR WORKS—BMW ISETTA “300” 


136 LIBERTY STREET, NEW YORK 6, N. Y. COrtlandt 7-7642 
SHOWROOM: 487 PARK AVENUE, N. Y. C. SERVICE & SPARE PARTS: 421 EAST 91 STREET, N. Y. C. 


3. So easy! No operation requires bend- 
ing even slightly forward. 


2. Parkingin 9 of 1O spaces you'd go past. 


1.World’s first car you enter standing up- 
You escape maddening traffic tie-ups! 


no stooping—no needto duck your head. 


eta halal os. Oe ee 





